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Have Been Making 


\\, BETTER WINDOW MATERIALS. 


Look for the Name WARp’s 
Printed on Every Yard 


| For More Than 20 Years WARP BROTHERS Za 
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WARP BROTHERS ARE ALWAYS RUNNING TESTS 
ON THEIR FARM TO GIVE YOU THE BEST WINDOW 


MATERIALS THAT YOUR.MONEY CAN BUY 







FARM-HOME TEST 
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faster under Warp’s Warp’s Window Materials outlast others. A green- Warp’s Window Materials hold in heat and keep 
out cold better than glass. Tests proved that Warp’s 


Warp’s Window Materials bring greater profits to Pigs are healthier and grow 
poultry raisers. Under Warp’s Window Material Window Materials. Pigs farrowed in January, raised house 18 a severe test for window materials. The 
chicks grew twice as fast as those under glass—with in this hoghouse with Wyr-O-Glass Windows in place constant dampness and condensation inside, in con- Window Material tacked over doors and windows 
fame feed and care. Hens started laying earlier of glass, weighed 110 Ibs. in 100 days, on inexpen- trast to extreme heat and cold outside, makes this saved 38" in fuel on this house. It was warmer, 
Were healthier, grew bigger and laid more eggs sive feed. They were never outside an ideal method of proving comparative durability more comfortable, freer from drafts 
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Every one of Warp’s Window Materials 1s the leader Users know that Warp’s Window Materials outlast i 
To Dealers in its class. Backed by over 20 years of experience, others and give better results. If your jobber can’t 
on all of and produced almost entirely under exclusive patents supply your demand, please be patient, because 
WARP’S PRODUCTS (granted or pending) Nothing can take the place of users prefer a Window Material with the name 
YEARS of product-proving in actual use, and con- ‘‘Warp’s’’ printed along the edge of every yard. 
(Prices Shown are Retail) | stant research and experimenting. Only Warp’s Win- | When you furnish them with what they want, you 
SUBJECT TO CHANGE dow Materials offer the user so much for his money. have more satisfied customers and greater profits.  gaseu mavCM-SANe PEED-SAME Cane 





The first step in process- 
ing the tapered nylon 
filaments is to tip each of 
the five different lengths 


| t’s the difference 7 =u 


After tipping, each 


M4 : of the five different 
Ul t Tah) lengths is individually 
ground in order to 

insure better paint 

holding and spread- 


"OXY / 4 = 
NYLONS 


that counts wy eye 
f ent lengths which 


have been ‘‘tipped” 
and “ground” are 
then thoroughly 
mixed according toa 
formula perfected by the 
Wooster BrushCompany 


The mixed nylon filaments are 

then formed by hand and secured 

by the famous Foss-Set Method 
—a rock-like setting exclusive 
with the Wooster Brush Company. 


IGHT now there are not enough 

Wooster Foss-Set nylons to go 
around. Just as soon as nylon and other 
basic materials become more plentiful, 
these famous brushes will be available in 
greater numbers. 


WOOSTER ...... BRUSHES 


BRUSH MANUFACTURERS SINCE !85!1 THRU .4 WARS 
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THE LID IS COMING OFF IN JULY! 






So that all dealers 


could have their share of 


QUALITY REPUTATION PROMOTION 


Yale-trademarked goods, we 





have delayed announcing our new 
products and our new promotions, A i a 

TRADE MARK 
but the lid is coming off now—watch 


the next issues of this magazine YALE PUTS 3 BIG SALES MOVERS 


for the big news that spells new volume INTO YOUR BUSINESS 


and new profits for you. The Yale & Towne THE NAME YALE HELPS MAKE THE SALE 


Manufacturing Company, Stamford, Conn., U.S.A. 
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Hardware Age, published every other Thursday by Chilton Co. (Ine.). Entered as second-class matter March 24, 1983, at the Post Office at Philadelphia under the Act of 
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by SUCCESSFUL HARDWARE DEALERS 


Millers Falls mitre boxes are sold by successful 
hardware dealers because they know the value 
of such fast-moving, profit-building merchan- 
dise. Like other famous Millers Falls products, 
these mitre boxes are quality-constructed 
throughout. 


Your customers will be attracted by such fea- 


MILLERS FALLS 
TOOLS 





OO” 


Millers Falls Company - Greenfield, Massachusetts 
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tures as all-steel construction to last a lifetime, 
ball-bearing saw-guides and saw-carriages to 
make work easier, positive adjustment for cut- 
ting angles to eliminate errors, graduated arcs 
and index plates to produce near-precision 
cutting. 

To these advantages is added the Millers Falls 
reputation for superior tools. Join other success- 
ful hardware dealers and benefit from these two 


powerful sales appeals. 


ONE THING IN COMMON — QUALITY! 


HARDWARE AGE 
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Protection 


—IN THE FAMOUS 
SECRET SERVICE SERIES 





Want the finest in brass padlocks? 





Then ask for Masters! Like Master padlocks of steel, 
they feature the world-famous laminated construction 

that has made Master the world’s leading padlock manufacturers. 

@ Plus value stands out in every Master lock, now made better than ever. 

Superior protection is built in, too .. . with extruded brass cylinders exact to one- 
thousandth-of-an-inch . . . massive brass locking levers . . . finest phosphor bronze springs . . . nickel 


silver pin tumblers. Add them up ... they mean extra value for your customers — extra profits 


Master Padlocks 


EVERY ONE AN ‘OUTSTANDING VALUE 


for you. @ Four sizes avail- 
able — in limited quantities 
in the famous Secret Service 
Series. Ask your jobber for 


Master padlocks in brass! 





Master Jock Company, Milwaukee. Wis. e Wolds Leading Padlock WManufactunens 
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PLOMB’S Complete LINE 


OF 1/4” DRIVE SOCKETS, ATTACHMENTS 
AND SETS 
Your customers can now get these 
high-quality small tools for intricate 
work from you. You'll be proud to 
sell these fine Plomb hot-broached 
sockets, with strong but thin walls, 
and forged attachments, including 
Reversible Ratchet, Speeder, Spin- 
Type Handle and Universal Joint. 
Order them for your stock today! If 
you don't have one, write for the 
Complete Plomb Tool Catalog... 


PLUMB TYVYVL TYUMPANY 
2227 F Santa Fe Avenue, Los Angeles 54 
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HARDWARE 











This is the finest crosscut saw your customers can buy . . . made 
from special Simonds saw steel... and “Crescent-ground” on 
both sides at once, by an exclusive Simonds process, to give a 
uniform taper the whole length of the blade. So Simonds “Cres- 
cent-ground” Crosscuts are easier to use, won't choke up or bind, 
and they go far longer without filing. Experienced loggers. and 
expert saw-filers both bear witness to that. And speaking of saw- 
filing, write for a supply of Simonds’ famous booklet: ““How to 


File a Crosscut Saw.” Give these books to your customers... 


they'll help you sell more “Crescent-ground” Crosscut Saws. 


Get in touch with the nearest Simonds office. 


SIMONDS 


SAW AND STEEL CO. 









FITCHBURG, MASS. 
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BRANCH OFFICES: 1350 Columbia Road, 
Boston 27,Mass.; 1275S. Green St., Chicago 
7, Ill.; 416 W. Eighth St., Los Angeles 14, 
Calif.; 228 First St., San Francisco 5, Calif.; 
311 S.W. First Avenue, Portland 4, Ore.; 
31 W. Trent Ave., Spokane 8, Wash.; 
Canadian Factory: 595 St. Remi St., 
Montreal 30, Que. 
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FOOTBALL’ S _» & my | 


Let Globe Sports Equipment lead your merchandising 
displays and watch your store traffic multiply. 


Through sound design, fine materials and precise fab- 
rication and inspection, the sports equipment which 
is coming from our plant is quality-insured, always the 


best. 
Write today for full particulars . . . 


GLOBE SPORTING GOODS MFG. CO. 
251 Causeway St., Boston 14, Mass. 
Empire State Bldg., 350 Fifth Ave., N. Y. 1,N. Y. 
Public Ledger Bidg.. Independence Sq. 
Philadelphia 6, Pa. 
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beautiful 
velocipede 





Every Child Wants One! 


Sold only Parents, too, want their children to enjoy this safe, attractive, 

easy-to-ride velocipede. All-metal construction, with rubber tires 

Thr ough Jobber Ss and rubber pedals. Three tone finish . . . red, blue and cream, 

with natural wood handles. RETAILERS: Contact your jobbers 

Mr. Jobber: YOU are our only customer. 5) Gyce and order a stock. Enjoy quick sales and good profts! 
We will not sell to your customers under 


any circumstances. Contact us at once. OAKLAND ENGINEERING co. 


We will fill your orders immediately. 481 - 25th Street Oakland 12, California 
9 
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‘NATIONALLY 
ADVERTISED 


TO YOUR CUSTOMERS 
DURING DEER SEASON 
IN 
SPORTS AFIELD 
FIELD G STREAM 
OUTDOOR LIFE 





To Protect Venison 






from Flies, Insects, 
Dust and Dirt 









To display his trophy while he protects his 
meat every deer hunter in your area will 
need a Western Hunter DEER BAG. These 
stoutly built bags are made of durable, un- 
bleached cotton, woven especially to permit GOING 
proper cooling of venison. Bags may be DEER HUNTING? 
laundered and re-used. Size 714 ft. x 40 in. 
to accommodate deer of any size. Strong 
draw cord at top of bag. Packaged: 2 dozen 
bags per carton. Display material sent with 
each order. Please order fast-selling Deer 
Bags now to assure delivery before hunt- 
ing season, 





















take along a 


Western Hunter aan 
oN F DEER BAGS Sacate to Protect Venison 


. i. from Flies, Insects, 
retail for ; Dust and Dirt 


/ \ Des @ Display your trophy, 


¥ safe from flies, insects, 

dust and dirt with a Western Hunter DEER 

BAG! Helps keep venison “fit to eat”. Stoutly 

‘ built of durable unbleached cotton, woven 
~ € specially for our bag. Permits body heat to 

‘ escape and meat to cool properly. Can be 

Z laundered and re-used. Size 7% ft. x 40 in. é 

al Plenty big for any deer. Strong draw cord at 


ba Poaad 


top of bag. Available at your Hardware or 
Sporting Goods Store. 
ELK BAGS DEER BAGS retail for 75 
Available in sets of If your local store does not 
4 bags for quartered stock Deer Bags, order direct EACH 


elk. Retail $7.50 set. WESTERN HUNTER CO. 
0333 S. W. Sheridan St.. Portiand 1, Ore. 





ORDER THROUGH YOUR 
JOBBER OR DIRECT FROM 


WESTERN HUNTER CO. 


0333 S.W Sheridan St. Portland 1, Oregon 
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HARDWARE 












says ‘DOC’ PETERS 


i Here’s why Peters High Velocity 22’s 
give your customers more for their money! 





“YOU'LL FIND more power for ammunition sales in 
smashing Peters High Velocity 22’s! These mighty 
Peters cartridges are powerful, far-reaching, accurate! 
They give sportsmen ‘flat’ trajectory—so important to 
effective field shooting at various ranges. In addition, 
they have Rustless non-corrosive priming, speed-inten- 
sity ignition, special Peters lubrication, uniform crimp- 
ing, and perfectly balanced bullets. 
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a %: PETERS 
Sue | HIGH VELOCITY 22 








“STOCK UP NOW with sales-winning Peters High Veloc- 
ity 22’s! They’re available in limited quantities with 
solid or hollow poirit bullets. Size for size—for any make 
of 22 rifle—there’s no more powerful rim fire ammuni- 
tion in the world!” 





This speedlight photo, snapped at 
a millionth of a second, shows a 
Peters High Velocity long rifle 
22 traveling faster than sound. > 


PETERS CARTRIDGE DIVISION, Remington Arms Company, Inc., Bridgeport 2, Conn. 


“High Velocity” and “Rustless” are Reg. U S. Pat. Off. by Peters Cartridge Division 
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HOLD EVERYTHING... more “1001 


HOBBYCRAFT TOOLS ARE ON THE WAY...! 







One good product begets another—and real soon 
CF you'll see a complete “family” of expertly-made 


designed BALSA STRIPPER; PIN VISE with removable 


“1001” hobbycratt tools, including a cleverly 





collets for screw drivers, drills and chisels; large 
HEAVY DUTY RE-BLADE KNIFE with saw blades; 
SANDER, HAMMER, etc. Like the already popular 
“1001” re-blade knife itself, all these new 
“1001” products will be extensively nationally 
advertised to build bigger sales 


and profits for you. Wait! 
Nationally Famous 


1001” RE-BLADE KNIFE” 
with interchangeable 
surgical steel blades 


The perfectly “balanced” knife with the 
colorful plastic handle and exclusive 
chromium finish blade holder that 
simplifies the insertion 1001's” various 
blades, and keeps them locked firmly 
in place. Selling big everywhere! 


“1001” KNIFE with blode ......Retail $1.29 
1001" KNIFE, 3 extra blades Retail $1.59 
“1001 BLADES .............. Retail 10¢ ea. 


Write Today For Sample and Particulars 


*Patent Pending 


SOMAR SPECIALTY CORP. 227" & 
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4 i WHI STEEL CASTING RODS 
TF | y HIGH ania shia STEEL 


FINISHED IN CADMIUM, COPPER OR NICKEL PLATE 


. .. It’s been years since you've had the chance to buy first quality 
VANADIUM NICKEL STEEL CASTING RODS like these. Only 150,000 
are being manufactured as that is all the steel available — they will 
go like hot cakes—rush your order for a quantity today, while 
the supply is available. Your fisherman customers will thank you. 


' 


, N 
Every Rod Offers “hese Exclusive Features... 


STA-TITE ROD LOCK—brass collett and tapered cone nut holds rod rigid 
in the handle—cannot slip. 


() 


CAST ALUMINUM HANDLE with trigger grip—lightweight—better bal- 
ance and will not rust. 





| CORK WASHER GRIP fitted over exclusive star shaped handle, guaran- 
teed not to loosen or turn—molded to fit the hand. 


P CORK PROTECTION CAP at the base of the cork handle prevents 
tearing of the cork. Countersunk adjustment screw keeps grip tight. 


STREAMLINED COUNTERBORED REEL FASTENER—provides positive 
locking, better appearance, easier and faster handling. 


STAINLESS STEEL FULL WRAP AROUND GUIDES tapered to lie snug 
against the rod, provide greater accuracy and less line snarling. 


STAINLESS STEEL Tip—pressed onto the rod and soldered for pre- 
cision and permanent fit. 


ALL RODS are centerless ground of high vanadium nickel fencing 
staff steel with 3 inch 3/16 Butt shaft—4 feet long—offered in two 
sizes— plug casting type, tapered to 65 thousands and trolling type 
tapered to 100 thousands—cadmium plated and polished. 


SUGGESTED RETAIL SELLING PRICE These sods will move fast and pro- 
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CADMIUM PLATED . . . $ 9.95 vide a good profit. They are worth 
COPPER PLATED .... 11.95 many dollars more. So, don’t wait— 
NICKEL PLATED .... 11.95 place your order today — first come 

PRICES FOR EAST OF MISSISSIPPI ONLY first served — orders filled as received. 


AVAILABLE JUNE 15th IN QUANTITIES 


The only positive anti-backlash fishing reel ever 
built. A real beauty that offers many added features 
and will appeal to every sportsman. Competitive 
in price—fully and completely covered by patents. 
Write for complete information. 


DEALERS + JOBBERS « DISTRIBUTORS 


There are many valuable VAN-KER franchises available. 
Write on your letterhead for complete information. 


V A N 7 K E ghd Dh, so 


JUNE 6, 1946 


OEIC ORES SO 






Sumrsce oe a e. 


Seieretbe geet 





a Galauced 
ROPE 


MUST HAVE 
ALL FIVE... 





FLEXIBILITY 
APPEARANCE 
STRENGTH 
WATERPROOFING 





BALANCE of the 5 vital qualities weighs the scales in favor of 
al COLUMBIAN ROPE. Balanced Rope gains no quality at the expense 

of another. Balanced Rope sacrifices no quality to gain another. That’s 
why men who depend on rope prefer COLUMBIAN! 


ENDURANCE. Good rope must last! To gain long life, COLUMBIAN PURE 
MANILA ROPE sacrifices none of the other essentials. Fully waterproofed, 
stronger than required, workmanlike in appearance, flexible—for easy handling 
... here is a rope that is good rope through all of its long life! In COLUMBIAN 
Tape-Marked PURE MANILA ROPE, endurance means more than long 
life—it means a long working life. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, “The Cordage City,” N. Y. 


mancep PURE MANILA ROPE 


HARDWARE AGE 
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@ POWER MOWER 


Finest power mower made 
today. Exceptionally easy 
to operate and to handle because 
it weighs only 117 pounds. Extra 
powered for hours of constant 
service. 1/2 H.P. motor. 20-inch cut. 


e@ 4 HAND MODELS 


Tops in easy opera- 
tion, quiet perform- 
ance. They're all steel, 
lightweight, depend- 
able, precision built 
in every detail. 


@ ELECTRIC 
HEDGE TRIMMER 


Takes the drudgery out of trim- 
ming hedges and shrubbery. 
Portable. Built for long wear and 
trouble free service. 


@ POWER PLANTS 


Pincor plants are famous for de- 
pendability. 500 to 10,000 watts. 
AC or DC. Model BLA-6N (illus- 
trated) is a combination unit. 500 
watt, 115 volt, 
A.C. and 100 
watt, 6 volt, D.C. 


$13Q00 


f.0.b. factory 


APPROVED O.P.A. PRICES 
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The Stanley ‘Works, ! 





Build all you 
door and capitalize o 
of good construe tion. 
Britain, Connecticut. 






We are helping to build increased 
hinge sales for you by continuing our 
series of ads on the theme: “Three 


Hinges On Every Door”. 


This advertising is important to 
architects and builders because it can 
mean better construction and sound 
economies. It is important to you be- 
cause it can mean a 50% increase in 


hinge sales! 


So, looking forward to the day when 
hinges are again plentiful, help along 
the cause of good construction . . . and 
at the same time help along your busi- 
ness .. . by talking up the merits of 
three hinges to every door. 














This ad-one of a series—is currently 
appearing in the leading Building and 
ee Architectural Magazines. 
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BEAUTY PLUS! Tinted to blend with 
interior and exterior of the home. 


WEAR PLUS! 100% corrosion-proof, 
impervious to salt-spray, rain, sun. 
Never a screen bleed stain! 


STRENGTH PLUS! Resists up to six 
times more impact than metal screen- 
cloth of equal gauge without denting, 
bulging or breaking. 


HANDLING MINUS! One-fifth the 
weight of metal, easy to stretch taut in 
framing. Cuts with ordinary scissors. 
Leaves no sharp ends. 


SALES PLUS! Sell one window — 
you'll sell Veion screens for the 
whole house! Ready in, standard 
widths and gauges. Ask your sup- 
plier. Free. Write Firestone, Akron 
for your full-color Velon booklet. 


| BEST TODAY: 
STILL BETTER 
. TOMORROW 


Listen to the Voice of Firestone Monday Evenings over NBC 
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FLORENCE. WANTS 
TO SEE YOU 


‘the make 












it apt 





JY Fle 20 


1459 Merchandise Mart 


NEW YORK 


BL 


One Park Avenue 














v 


Yes, Florence is looking forward to seeing old friends again and to the 
pleasure of meeting new ones. Make it a point, all of you, to stop in and 
see us when you come to the markets. We'll want to tell you about recent 
developments ... how they'll affect us...and you...during the next few 
months. In fact, it may well be that our plans for the future will help you 
shape your plans more easily. So let’s talk things over. The “welcome 


sign” will be out for you in BIG letters. 


FLORENCE 
Kange and Kealeed 


HARDWARE AGE 


FLORENCE STOVE COMPANY ... General Sales Offices 
and Plant: Gardner, Mass. Western Sales Offices and Plant 
Kankakee, Ill. Southern Plant: Lewisburg, Tenn. Other Sales 
Offices: One Park Avenue, New York; 1459 Merchandise Mart, 
Chicago; 53 Alabama St., 5.W. Atlanta; 301 No. Market St., Dallas. 
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THAT SELL 


WEAR-EVER 


THE 
ARISTOCRAT 
OF PRESSURE 
COOKERS 
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‘SW; EASY-TO-OPERATE COVER 
Insert patented “Snap-Tite” cover into pan, 
\ {=} V9 center it, squeeze handles together, and cover 
ae OG" , closes with a snap. Only one hand is 
4 \ f\\ ErsS. needed. Amazingly simple. Even a 
ow, = child can operate it. 
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(os, SAFETY 


; on : . 
(ae ry as you will, you can’t 

4 ©) 3 remove cover when pres- 
LF, sure is on—even with 
\F Lid-Lockunfastened. 
IN mA Steam vent 
TAA ay a has not one, 


but seven 
| , openings. 
dN Cover also has 
replaceable 

i safety plug. 











PROTECTED GASKET 
Made of a long wearing, i 

C+ odorless, heat resistant 

Le ))\ - material. Fits tightly 








Li under bead of 

' pan. Won’t 

AY NI come out 

ae = * during 

WEAR-EVER ADVERTISING Ya NUS aig 












Striking, full-color advertisements are telling 
thousands of your own customers month 
after month about the Wear-Ever Pressure 
Cooker. Wear-Ever advertising is working 
for you in: American Home, Better Homes 
and Gardens, Bride’s 
Magazine, Good House- 
keeping, Ladies’ Home 

/ ») Journal, Life, McCall’s 
IS 3). 2 KA a i a Parents’ 
\ Ay Magazine and W oman’s 

f <>) Home Companion. 
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Made of the metal that cooks best... easy to clean 


EAR-EVER | 


ALUMINUM PRESSURE COOKER 


—it can’t be removed while pressure is on 
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Jone Dunbav is Cooking Up 





Dunbar Glass Salo for YOU 





















COFFEE MAKER 


She’s telling your customers in national magazines—totaling 
more than 14,000,000 circulation—all about her quality line 
of Dunbar glass cooking ware . . . and she’s building custom- 
ers for you. Housewives like Dunbar glass cooking ware 
because it’s priced right, it’s streamlined and easy-to-keep 
clean, it’s durable, practical and really beautiful. (Notice 
double boiler illustrated.) Let Jane Dunbar cook with GLASS 
for you ... display Dunbar cooking ware on your counters 


and shelves, and cash in on quick turnovers at good profits. 


DUNBAR GLASS CORPORATION 
DUNBAR, WEST VIRGINIA 


1107 Broadway, New York 10 1836 Euclid Avenue, Cleveland 15 
1556 Merchandise Mart, Chicago 54 


Representatives: 


BALTIMORE 1: John A. Dobson & Co., 110 
Hopkins Place. DALLAS 1: Galvin Sales Com- 
pany, Wilson Building. DENVER 2: L. S. T. 
Sales Company, Denham Building. DETROIT 
26: B. F. Feldner, 1229 Tuller Hotel. LOS 
ANGELES 14: Geo. H. Miller & Son, 656 S. 
Los Angeles Street. NEW YORK 11: John L. 
Pasmantier & Sons, 5 West 20th St. PORT- 
LAND 4: Holt Berni, 456 Sherlock Building. 
SAN FRANCISCO 7: Collins, Groth & John- 
son, 324 Fifth St. SEATTLE 1: Holt Berni, 
102 Terminal Sales Building. CANADA: J. K. 
MacLeod & Company, 90 Sherbourne St., To- 
ronto, Ontario. 


EXPORT SALES REPRESENTATIVE: The 
American Steel Export Co., Inc., 347 Madison 
Ave.. New York 17, N. Y. 
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Top is heavy, acid-resistant porcelain-steel . . . (1) deep 
bowl, 17” by 20”, has big working space—drain is large- 
sized for crumb-cup strainer or garbage disposal unit . . . 
(2) drain-boards are slanted, have narrow flutes so glasses 
can't tip . . . (3) soap dish is pressed-in and self-draining . . . 
(4) has wide tumbler deck . . . (5) and 4” back-splash panel. 


So conventent and efficient! 

Well organized arrangement of handy, roomy drawers and 
cupboards, save hundreds of steps and hours of time—ends 
the kitchen marathon . . . (6) cutlery drawer is linoleum- 
lined and partitioned . . . (7) wire basket attached to cab- 
inet door keeps cleaning supplies within easy reach... 
sink ledge is drilled for modern fixtures, (8) swing-spout 
faucet and (9) flexible hose-spray. 


Easy to clean! 12 


Finish stays bright and shining—always keeps same matching whiteness . . . 
white, synthetic enamel, baked-on inside and out for permanent protection 
... doors and drawers have (10) plunger-type catches and (11) ball-bearing- 
like sliding action—insures effortless opening and firm locking ... (12) 
rubber cushions on door and drawer fronts assure quiet closing... (13) door 
and drawer pulls are chrome-plated and of modern design. 


Se adaptatle, long-lasting and economical! 

Shirley's variety of sink-cabinet combigations can fit any kitchen . . . all cabinets are made of heavy- 
gauge steel, well-braced and dependable in construction—solidly spot-welded . . . (14) flush construc- 
tion of ends guarantees smooth-fitting installation of matching Shirley base and wall cabinets . . . (15) 
door and drawer fronts are 3/4” thick and fully insulated to absorb sound . . . (16) all hinges are semi- 


concealed . . . (17) base is recessed 3” to provide toe space. 


@ Shirley features follow accepted streamlined de- 
sign of modern appliances and the “what-I-want” 
opinions of millions of women. Housewives look to 
Shirley for lasting beauty and dignity of style. . . 
all round convenience and efficiency . . . durability 
... utility . . . adaptability . . . economy. These 
advantages women find in Shirley are all sales 
features for YOU! 

Shirley has designed its comprehensive unit line 
of sink combinations and cabinets so YOU couldn’t 
miss! Made the line complete, varied and flexible 
. . . engineered it to overcome unusual kitchen lay- 
out difficulties . . . set it to simple, standard specifi- 
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cations—easy for you to order and stock. Shirley is 
the line of top quality, rugged, dependable kitchen 
equipment produced to meet the mass-market at 
the level the average consumer can afford—priced 
to meet competition . . . designed to sell against 
competition . . . made to give YOU liberal profits! 
YOUR efforts to plan, order, stock and sell these 
“packaged” products are made simple—deliveries 
and installations are easy. Shirley’s add-a-unit plan 
is easy to promote and encourages future sales and 
easier merchandising. Write for the name of your 
distributor . . . get full details. 
SHIRLEY CORPORATION - INDIANAPOLIS 2, INDIANA 


STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 


COPYRIGHT, 1946, SHIRLEY CORFP., INDIANAPOLIS 






















WASH LINE 


REEL 


Saves Washday Time, Trouble 

























Is a ‘‘natural"’. . . because it solves a very definite washday prob- 
lem with which every housewife is familiar —the inevitable weekly 
“wrestling match" wlin the clothesline. Now — with the Easydo 





Clothesline Reel—the housewife simply reels out—or in—whatever 
length of line she needs, quickly, easily. It takes just a few seconds 
to put a clothesline up . . . and just a few seconds to take it down. 
Line rolls neatly, compactly onto reel; loose end tucks securely into 
lock bar on handle. Women—and their husbands, too—buy Easydo. 
Mounted on an attractive merchandise card that Retail Price 
tells Easydo's time-saving, trouble-saving story, this 
clothesline reel is a sure-fire seller in any store! 9: 


Immediate delivery. Order today! 














Here’s Why Your Customer Will Buy 


1. Reel clothesline in or out, easily, quickly, 4. Non-breakable plastic grips revolve freely 
with Easydo. on steel handles. 





2. No loose ends. Ends lock securely under 5. Non-corrosive, beautiful chrome plated finish. 
reel handle. 

6. Safe construction. No sharp edges. Spot 
3. Reel out all or part of clothesline, as needed. welded cross pieces. 





7. Holds over 200 feet of clothesline. i 


MANUFACTURED BY 


MID-WEST METALLIC PRODUCTS, INC. 
1652 Rockwell Avenue, Cleveland 14, Ohio 

















National Sales Office * Frank C. Storrie & Associates © 710 Michigan Bidg., Detroit 26, Mich. 
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There must be reasons for the advent of metal ironing tables 
—some extra values they give the consumer for his money. 
Let’s see what they are. 


FIREPROOF 


Yes—they’re fireproof, but this is not the main feature of 
value. 





VENTILATED 


Yes—this is the big value feature because when the top of a 
table is ventilated, moisture can escape quickly and leave 
pad and table top dry. 


HOW MUCH VENTILATION 


Now we’re measuring value. A hole here and there in a table 
top isn’t effective ventilation. Steel won’t absorb moisture 
you must have openings and plenty of them for the moisture 
to escape To be effective the top must be fully ventilated. 








THE RID-JID ALL-STEEL IRONING TABLE IS 
“FULLY VENTILATED.” 
61% of its surface is open. This is effective ventilation. This is 
the sort of value that gives the custpmer more for his money 
that makes a metal table worth featuring 





THE RID-JID FLAT EXPANDED METAL TOP IS PATENTED 


Remember — Clark’s Rid-Jid All- Steel has the famous Rid-Jid pat- 
Steel is ‘Fully Ventilated” —61°; ented understructure that will not 
of its surface is open. Both sides of wiggle, wobble, jiggle, joggle, slip 
the top are protected by a baked or slide—that has smooth, auto- 
enamel finish. Only Rid-Jid All- matic, opening and closing. 


Feature the “Fully Ventilated Top’'—the feature 
that gives value to a metal ironing table. . 


























A FAMOUS NAME 
1% AMERICAN 
HOUSEWARES <-~- 





Repronemes High Scanding in 


Products of Merit since 1878 eam 
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PROPOSITIONS 





Pyramid of Cheops at Giza, Egypt. This 
enduring structure 482 feet high has a 
base covering an area of 13 acres. Built 
about 3720 B.C... . after 5600 years is 
still wearing well. 
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HE SOLID Brass CORBIN Extruded Brass Padlock 
“ROLLER” | al BOLT SPRING ’ F * . 
solr can’t point to 5600 years of operation, but it exceeds 
cam | 
sent —_ the pyramid in solidity! It is made from solid blocks of 
enon: a = extruded brass, shaped under the heaviest hydraulic pres- 
IN vd 
sure. That’s why you can sell and your customers buy the 
SPRING . . 
t | — toughest, strongest of longer-life, non-corrosive padlocks.* 
reuse q MASTER aixo 
| SPRINGS ax A eee — Corbin reputation and merchandising. policies are just as sound 





and solid as Corbin products. Set yourself up as Corbin headquarters 
in your neighborhood and get the plus in profits Leadership provides! 
*All-brass interior pin tumbler mechanism includes “Spool Pins,” 


a Corbin “first” in protection. RAP-proof, stainless steel, “Roller 
Bolt “ 


Cutaway view of Corbin Extruded Metal Padlock 











CORBIN CABINET LOCK DIVISION 


THE AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT 
“Safety first... and last... when Corbinlocked"’ 


| 
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WYulti-Straud CONTEST WINNERS! 
1st Prize—*500 Bond 


2nd Prize—*200 Bond 


3rd Prize—*100 Bond 


$50 Bond Winners 


G. V. Getchell 
Rice & Miller Co., Bangor, Me. 


Day Davis 
Formers Hdwe. & Whse. Co., Rutledge, Ga. 


Jack P. Rice 
5017-47 St., N.E., Seattle 5, Wash. 


Howard M. Jones 
Morrison-Merrill & Co., Salt Lake City, Utah 


$25 Bond Winners 


William I. Lawson 
4327 S. Second St., Louisville, Ky. 


Jerry Friend 

718 West Elm St., Decatur, Ill. 
John R. Erdel 

Erdel Hardware, Mexico, Mo. 


Mrs. J. E. Boyd 
333 Granado St., San Antonio 1, Texas 


Daniel R. Woodbury 
Waite Hardware Co., Southbridge, Mass. 


Special Award— 


CONGRATULATIONS, winners! 





The judges really had quite a job deciding who should 
win the $1250 in Bonds in the MULTI-STRAND wire 
screening contest. 


Little wonder! There were so many names! Thousands 
of them — from 46 states of the Union and from 3 for- 
eign countries. 


) CEE Oo 


You eighteen winners were chosen because you sub- 
mitted “good, short, descriptive” names which in the 
judges’ opinion best described the features of the 
MULTI-STRAND wire screening edge. 





Your names seemed to tell easily and quickly that 


Edward A. Clark 
Laurens, lowa 


S. T. Hawkes 
P. O. Box 946, Los Banos, Collif. 


Robert E. Doti 
Igoe Brothers, Brooklyn, N.Y. 


J. H. Baker 
McPhillips Mfg. Co., Mobile 2, Ala. 


Janice Gerdel 
White Hardware Co., Millsboro, Del. 


$25 Bond 





MULTI-STRAND has an exclusive, reinforced edge 
which gives extra strength where needed most. You 
sensed that this edge assures a tight, long-lasting 
installation. You realized how the printed foot 
numerals on this edge provide an ever-ready inven- 
tory—make measuring and planning easy—and cut 
out waste. : 


Naturally, we are pleased that so many of you from 
so many places sent in so many names. Our legal de- 
partment is now reviewing the suggested names before 
any decision on their possible future use is made. 


Meantime, we want to thank all of you for your inter- 
esting letters and fine suggestions. 








NEW YORK WIRE CLOTH COMPANY 
‘ 500 Fifth Avenue New York 18, N. Y. 
( =00 ¢:OPATEOO4TIBER LY BRONZELO0CAEDURA = 
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Who? Where? My goodness! 


First she coughed, then she 
wheezed, and then—then 
| choked her! Oh, Mr. 
Handy, it was awful— 


she died! 

















Gates: % 
SF jim exe: 


et wee. 
Is this the only wrench 

TWO you've got, Sally? 
When a car goes 
dead, you need tools. 


_ am» . 


Oh, | don’t know. I've only been 
married three weeks and it's Bill's 
car. He'll be at the railroad station 
in ten minutes! He'll think I've 
smashed up somewhere! Boo-hoo- 
hoo! 








This is Mechanix Illustrated, the best magazine 

a handy man ever had. It’s full of articles on 

fixing things and making them too. | wouldn't 
be without it. 


+99 


Every month America’s ‘‘Mr. Handy’s’’ rush their 
newsstands for their surest helper, the latest Mechanix 
Illustrated. These are the friendly folks—over 600,000 
strong—to whom you turn when your car balks or the 
radio quits or your camera gets on the blink: Mechanix 
Illustrated is their favorite how-to-do-it, how-it-works 
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It's got wonderful pic- 
tures in full color. 
And look! There's 
something Bill can 
make in his spare 
time. 


magazine. In fact, A.B.C. shows that more men buy 
Mechanix Illustrated at the newsstand than any other 
mechanical .magazine. Moreover, they're enthusiastic, 
cover-to-cover readers. Your advertising will reach 
them in Mechanix Illustrated. Tell your story there— 
they’ll read it and tell it over again to their neighbors. 


FAWCETT PUBLICATIONS, INC. 
295 Madison Avenue, New York 17, N. Y. 
World's Largest Publishers of Monthly Magazines 
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Now, I think I've got it— 
it says ‘Turn to Page 63". : | 





Is THIS the time 
to read? 


























3 
= : 
FIVE It’s a cinch to fix now. Mechanix Illustrated explains things | 
so anyone can understand them. 
But you learned 
< so many mechan- 
re ical things in the 
s Army. No won- 
n der you're the 
e neighborhood's 


"handy man"’, 
Mr. Handy. 








4, 
‘tA 


SIX 







Thanks a million, Mr. Handy! Don’t thank me—thank 
iZ Mechanix Illustrated. 





/0e Kaufrran 
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Advertisements in May, June and July issues of 
Ladies Home Journal, Woman’s Home Compan- 
ion, Parent’s Magazine and Saturday Evening 
Post will bring you more and more calls for this 
nationally famous life jacket and swimming vest 
for children. 

Only Ta-pat-co Stay-A-Float has between-the- 
legs straps to prevent slipping up or coming off 
in the water. It’s safe and sure. 

Our production on Ta-pat-co Stay-A-Float and 
other Ta-pat-co Equipment is being increased as 
rapidly as materials become available. We 
assure you every effort is being made to speed 
delivery to you for this season’s selling. 

Order through your jobber—if he can’t supply 
you, write us. 


AMERICAN PAD & TEXTILE CO. 


GREENFIELD * OHIO 


CHATHAM, ONTARIO 
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*450 
GUARANTEED + LIST PRICE “— 


Exceptionally lightweight, the new 4% oz. single-action Sal- 
King has the durability and strength of a heavy reel. Finest 
precision construction...all-aluminum with special anodized 
finish to prevent corrosion. Fits all fly rods; holds 100 yards 
of line. Adjustable click regulates drag. Guaranteed. Sal- 
King is handsomely packaged for over-the-counter sales 
appeal. Priced for quick turnover. 


e IMMEDIATE DELIVERIES 


Lord Weldon Fly Red Reel. Ail 


metal; etched finish prevents corro- 


Fishing Rods, four styles—one and 


two piece rods. Light, sturdy, all- 







sion. Single action, flyweight. Holds 
over 50 yards of line. 


Guaranteed. List price . , $3.50 


DeLuxe Two-Piece Sand Spike— 
chrome finished, collapsible. Holds 
any size pole... fits all 

tackle boxes. List price.» $2.00 


steel with wooden handles, special 
end tip and strong, steel 
end piece. List price. . . $2.00 


Reel Seat—tapered sliding band 
holds large or small reel. Steel; 
zinc-plated. List price per 

dozen . « « $2.00 


Calcutta Bamboo Poles and Fishing Rods SOON! 
Write for Prices and Discounts 


ROYAL ENGINEERING CO. 


1333 Folsom Street ° 





Sen Francisco 7, California 
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TRADE MARK 


SUPERBIKES 


Leading jobbers from coast to coast are now delivering the fine PAL Baby Walker 
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SOCONY-VACUUM 





SE ree — downstairs — every- 
where — more housewives are 
learning every day that the Tavern 
line of quality Home Products is a 
labor-saving line! 


And every product in that 
line is so outstanding in its 
field, it creates a demand for 
the whole line! 


Furthermore, housewives never get 
a chance to forget Tavern quality. 
Month after month, a heavy schedule 
of advertising in leading women’s 
magazines keeps them reminded, 
keeps them repeating. 


And, talking money— with Tavern 
Home Products, you’re always sure 


of high unit sales and profits that 
stack up with any line in your house- 
wares department. 


* * * 


Don’t miss sales by being out of stock. 
Order the complete Tavern line today 
from your nearest Socony-Vacuum office 
or from 26 Broadway, New York 4, N. Y. 
In the Southwest, order from Magnolia 
Petroleum Co., and on the West Coast 
from the General Petroleum Corp. of Calif. 


NATIONALLY ADVERTISED! PUBLIC ACCEPTED! PRICED TO PLEASE! 


TAVERN »ropuc 
PRODUCTS 


Tavern Liquid Wax - Tavern Paste Wax - Tavern Non-Rub Floor Wax - Tavern Paint 


Cleaner - Tavern Lustre Cloth - Tavern Window Cleaner 
- Tavern Leather Preserver - Tavern Electric Motor Oil 


Tavern Rug Cleaner 


- Tavern Furniture Gloss 


Tavern Parowax or Paraseal Wax . Tavern Spot Remover - Tavern Dry Cleaner 


EVERY TAVERN HOME PRODUCT CARRIES THE SIGN THE NATION KNOWS 
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How fo pull profits 
out of a G-E Carton 


DON’T miss those come-easy profits 


you make with eye-catching displays of 
famous brands. 


“eee 


—Worrrn 


ee 
7 ag. 


DO cash in on customer confidence. Dis- 
play the familiar G-E Lamp carton. Folks 
everywhere are quick to recognize the high 
dollar-for-dollar value of products that 
bear the famous name, General Electric. It 
helps you sell ; ; s and pull in plenty of 
good steady profits. 


DON’T forget the profit-making tie-in 


with national ads that feature products 
you sell. 


DO clip a colorful G-E Lamp ad from a 
recent issue of Life, Collier’s or the Post 
and display it with the familiar G-E lamp 
carton. It’s a sure-fire selling combination 
-»+a Customer-reminder that builds busi- 
ness and keeps your cash register ringing 
the whole year ’round. 


AAG 


bring iw back 


GENERAL @ ELECTRIC 
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IS SANDING PAPER 










FOR PAINTERS. 
CARPENTER 


AND HOUSEHOLD USE 
~ ASSORTED Gnits 


Abrasives by 
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S. MECHANICS 
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FAST MOVING? 









ITH “Handy Sandy” on the job—a lot of 
We: dimes are going to pile up in your cash 

register in an amazingly short time. 
“Handy Sandy” is what we call the little character 
featured on this attractive display basket and popu- 
lar economy assortment of Sand paper and Emery 
cloth by Carborundum. Set up on your paint 
and household counter, he’ll go right to work 


cheerfully reminding your customers of an 
item they often forget. It’s a well-known fact 





that nearly everyone who enters your store is a pros- 
pect for “Handy Sandy”. 


Get your share of this “extra” profit the easy, sound 
way. And get it 12 months out of every year. The 
turnover of these needed items is not limited to sea- 
sonal demands. They build up a continuous income 
that pays the “rent” for counter space many 
times over. Put “Handy Sandy” to work. Ask 
your jobber. The Carborundum Company, 
Niagara Falls, New York. 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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ALL PURPOSE 
STEEL RAKE 


The Cavex Rake, indispensable all-pur- 
pose tool that has year-round accep- 
tance and use because: 
@ Absolutely self-cleaning. 


MQNY 
MOO 
WK 


G 
WW 


@ Turn it over and it is an all-pur- 
pose garden tool—harrowing or pul- 


FAST-SELLING \\, og 


sweeper” motion. No lifting—rake 


and PROFITABLE for You! ¥ * "The CAVEX BROOM RAKE 


The original oe — THE 
UNTERS, kennel owners, and just plain dog owners pm aphog ~ Ay Fg ‘ctrené 
will want this clever Dog Anchor! It keeps dogs we vy ee 


safely happy where they want them — when they eo au day. wines deine 


want them. Gives dog 200 sq. ft. to explore, a 50 ft. we Se See oe 
circle to run in. Impossible for strongest dog to pull 2, a “or 
free. Display them in your window and watch the cq LT, Ss 
Cone Pues sales come in — at a profit you'll S 1 eo a mig 
E7 50 like. = Aca formed to most ef- 
° ™ yy fective curve—are 

Comes ready-packed in a sturdy Hi ] stronger, |. tougher 

ae, carton for shipment or over-the- shored. Handle 


#JOO counter delivery. $oNLVTK x“ ) a Pe 
LE BARON-BONNEY CO. : 


117 Merrimac Street, NEWBURYPORT 17, MASS. aia vere 22, ILLINOIS 








FARM FENCE 
CONTROLLERS 





It doesn’t take long for good news to 
get around. Customer demand for 
Electro-Line Controllers is greater than 
ever before. 


Electro-Line Controllers are honestly 
and capably built — THEY DELIVER 
and they deliver RELIABLY. 


Electro-Line offers your customers five 


models — each model has its definite 
Write for illustrated folder on Electro-Line a 
fencing and its relation to Soil Conservation. place and use. Moderately priced, 


No. 4302 ; modernly styled — Electro-Line has 


6-Volt D.C. customer appeal. 
Battery Model : PP 
With 


Battery Compartment See your Jobber. 


ELECTRO-LINE PRODUCTS CORPORATION 


120 N. Broadway . Milwaukee 2, Wisconsin 
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Sugeaham 
SENTINEL 


CLOCKS AND WATCHES 
Gard your y y - 
Nation-Wide 


= | Sensation! 
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Announcement of the new Ingraham Sentinel Line 
was big news to the trade! 
5 


Leading distributors throughout the country have 
signed up and are already receiving their first ship- 
ments of merchandise. Quantities at present are 


‘ » limited. 


A marvelous little’ one-two-three” pleasant voiced 
self-starting alarm started the ball rolling. Other 
top-notch values will follow as fast as the great 
Ingraham plant can produce them. See your dis- 
tributor for details. 


Look for the champ Shepherd Dog Trademark. 
Join with us in a profitable, fast turnover, business- 
building operation. 


The E.Ingraham Company ° Bristol, Connecticut 


NGRAHAY 


ESTABLISHED 1831 
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Two corner views of our wholesale sample 
showrooms...where every piece of sports 
equipment listed in our catalog is displayed 
for your inspection. You're welcome to stop in 
when next in Saint Louis. 


-*™ Just ouT?é 


Looking for new lines in sports equipment and 
apparel? Here’s Amco’s Catalog of FAST- 
SELLERS ... all profit-makers for you! 


However, the demand for sports equipment 
and apparel somewhat exceeds capacity... 
and, with the present trend in rising prices, 
we urgently recommend that you send your 
request for Amco’s Wholesale Catalog immedi- 
ately ...on your letterhead, of course. 


. SPORTS DISTRIBUTOR 


AMCO SPORTS DISTRIBUTORS, INC © 1006 OLIVE @ ST. LOUIS 1, MO. 


HARDWARE AGE 
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PUT A “FEEL” OF RHYTHM IN YOUR SWING 


with these NEW PERFECTLY-BALANCED BRISTOL CLUBS 


EE to what a high point of 

accuracy ... to help your golf 
game ... balance has now been 
developed in these handsome, new 
BRISTOL Clubs. Each club has 
a feather-fine balance. Complete 
sets, too, are balanced to hairline 
nicety. BRISTOL’S high-preci- 
sion production practices now in- 
build this balance with extreme 
accuracy. The first time you swing 
one of these new BRISTOL 
Beauties on tee or fairway, you'll 
thrill to this big golf-club-making 
achievement. Your club has just 
the “feel” -you’ve always longed 
for. The “feel” of controlled 
power! The “feel” that helps put 
more rhythm in your swing! Wag- 
gle one of these new BRISTOL 
advanced-type clubs at your first 
opportunity. You’re sure to agree 
that it can add a lot to your golf- 
ing pleasure. 





@ Advertisements with 
messages such as that 
on this page now feature 
regularly the many su- 
periorities of BRISTOL’S 
handsome new sets of 
matched golf clubs be- 
fore the more than 
5,000,000 habitual 
weekly purchasers 
of LIFE. 
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Again BRISTOL contributes importantly to 
fine golf club making. The ‘“‘swing-weight”’ 
balance of BRISTOL Clubs is a notable 
precision-manufacturing accomplishment. 
““Swing-weight’”’ balance is worked out through 
an intricate mathematical formula based upon 
club weight and length. A club’s perfect “‘feel”’ 
in the hands of the player . . . that “feel” 
which inspires confidence for better shots . . . 
arises from the nicety of its “‘swing-weight”’ 
balancing by its makers. 
















THE HORTON MANUFACTURING CO 
BRISTOL, CONNECTICUT 


Also Makers of 
BRISTOL 















Note accuracy of 
BRISTOL'S 
complete set balance. 


Badly balanced set 


For example: Witness the even alignment of 
the club heads as BRISTOL iron clubs in the 
illustration above are placed across balance 
line (A) and BRISTOL wood clubs across 
balance line (B). This illustrates graphically 
how BRISTOL, with micrometer exactness, 
gives every club its own proper weight and 
length to produce correct “‘swing-weight,”’ not 
only for each club, but for the entire set. (Ragged 
alignment of club heads in diagram (C) indi- 
cates absence of such careful balancing.) 


—— 


GOLF CLUBS 
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PERFECTION OIL RANGES 
head in 
Beauty, Economy, Efficiency and Sates ! 


Perfection Oil Ranges are the most popular in the world because 
they give the greatest consumer satisfaction. Their continuous / 444171174111" 
record of splendid performance and low service calls are “extra’ 

salesmen that work for you 24 hours a day! WICKS AND REPAIR 


Thanks to modern Perfection engineering you can offer “big city PARTS ON DISPLAY! 


efficiency with every Perfection range you sell They bring you 


@ Perfection’s Exclusive “High-Power” Burners — fast as gas, 


year-’round sales, 
faster than electricity. 


assure the best 
@ Perfection’s Streamlined Beauty breaks down the toughest performance from 
sales resistance. every fine Perfec- 
@ Perfection's “Live Heat” Oven bakes better —carries away tion Oil-Burning 
excess moisture. \ Appliance you sell y, 
@ Perfection’s oven burners slide out easily for quick clean- 
ing and easy lighting. 


PERFECTION STOVE COMPANY 


7805-E PLATT AVENUE CLEVELAND 4, OHIO 
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ALABAMA 
Birmingham—tLong-Lewis Hdwe. Co. 
Birmingham—Moore-Handley Hdwe. Co. 
Birmingham—Wimberly & Thomas 

Hdwe. Co. 
Mobile—McGowin-Lyons Hdwe. & Supply 
Co 


Montgomery—Teague Hdwe. Co. 





ARIZONA 
Phoenix—Arizona Hdwe. Co. 
Phoeni M D 9 & Ryan Co. 
ARKANSAS 


Fort $mith—Berry Dry Goods Company 
Fort Smith—Speer Hdwe. Co. 

Little Rock—Berry Dry Goods Company 
Little Rock—fones Bros. Hdwe. Co. 
Texarkano—Buhrman-Pharr Hdwe. Co. 


CALIFORNIA 
long Beach—American Wholesale 
Hdwe. Co. 
los Angeles—California Hdwe. Co. 
los Angeles—M. Seller Company 
los Angeles—Sprouse-Reitz Co. 
Los Angeles—Union Hdwe. & Metal Co. 
Oakland—Sprouse-Reitz Co. 
Sacramento—Thomson Diggs Co. 
Son Francisco—Baker & Hamilton 
San Francisco—Butler Brothers 
San Francisco—Dunham, Carrigan & 
Hayden 
Son Francisco—M. Seller Company 
San Francisco—Seller Brothers Co. 
San Francisco—Sloss & Brittain Co. 


COLORADO 
Denver—Carson Crockery Company 
Denver—Morey Mercantile Co. 

Grand Junction—Salt Lake Hdwe. Co. 
Pueblo—Holmes Hdwe. Co. 


CONNECTICUT 
Bridgeport—Smith-Comstock Co. 
Hartford—Sechtman Hdwe. Co. 

New Haven—Bronson & Townsend Co. 
New Haven—A. L. Schneider Co. 


DISTRICT OF COLUMBIA 
Washington—Doubleday Hill Elec. 
Company 
Washington—May Hdwe. Co. 


FLORIDA 
Jacksonville—Florida Hdwe. Co. 
Miami—Railey-Milam, Inc. 
Tampo—Knight & Wall Co. 
Tampo—!. W. Phillips & Co. 


GEORGIA 
Atlanta—Beck & Gregg Hdwe. Co. 
Atlanto—Sharp-Horsey Hdwe. Co 
Macon—Peeler Hdwe. Co. 


IDAHO 
Boise—Davis Hdwe. Company 
Boise—Salt Lake Hdwe. Co. 
Lewiston—Erb Hdwe. Co. 


ILLINOIS 
Chicago—M. Block & Sons 
Chicago—Butler Brothers 
Chicago—Hibbard, Spencer & Bartlett Co. 
Chicage—A. C. McClurg & Co. 
Decatur—Morehouse & Wells Co. 
Peoria—Isaac Walker Hdwe. Co. 


INDIANA 
Ft. Wayne—Wayne Hdwe. Co. 
Indianapolis—Van Camp Hdwe. & 
Iron Co. 
Richmond—wMiller Bros. Hdwe. Co. 
South Bend—Wayne Hdwe. Company 


1OWA 
Burlington—Drake Hdwe. Co. 
Cedar Rapids—Horper & McIntire Co. 
Des Moines—Brown Camp Hdwe. Co 
Des Moines—Luthe Hdwe. Co. 
Ottumwa—Harper & Mcintire Co. 
Ottumwa—Haw Hdwe. Co. 


Sioux City—Knapp & Spencer Co. 
Waterloo—Cutler Hdwe. Co. 
KANSAS 
Atchison—Blish, Mize & Silliman Hdwe. 
Co 


Dodge City—W.A.L. Thompson Hdwe. Co. 


Hutchison—Frank Colladay Hdwe. Co. 
Salina—Lee Hdwe. Co. 
Topeka—W. A. L. Thompson Hdwe. Co. 


KENTUCKY 
Lexington—Van Deren Hdwe. Co. 
Lovisville—Belknap Hdwe. & Mfg. Co. 
Lovisville—Stratton & Terstegge Co. 


LOUISIANA 
Baton Rouge—Doherty Hdwe. Co. 
Monroe—Monroe Hdwe. Co. 
New Orleans—Emile Schulingkamp Co. 
New Orleans—Stauffer-Eshieman Co. 
New Orleans—Stratton-Baldwin & Co. 
New Orleans—Woodward, Wight Hdwe. 
Company 
Shreveport—Lee Hdwe. Co., Ltd. 
MAINE 
Bangor—Rice & Miller Co. 
Portland—Burbank Douglass & Co. 
Portland—Emery Waterhouse Co. 
MARYLAND 
Baltimore—Butler Brothers 
Baltimore—F. A. Davis & Sons 





Balti David Kauff "s Sons 
Hagerstown—Schindel, Rohrer & Co., 
Inc. 
MASSACHUSETTS 


Boston—Bigelow & Dowse Co. 
Boston—Boston Supply Co., Inc. 
Boston—Joseph Breck & Sons 
Boston—Decatur & Hopkins Co. 
Boston—S. Simons Hdwe. Co. 
Holyoke—J. Russell & Co., Inc. 
MICHIGAN 
Bay City—Jennison Hdwe. Co. 
Detroit—Buh! Sons Company 
Detroit—Morley Brothers 
Detroit—Geo. C. Wetherbee Co. 
Grand Rapids—Buh! Sons Company 
Grand Rapids—Michigan Hdwe. Co. 
Grand Rapids—Morley Brothers 
Saginaw—Morley Brothers 
MINNESOTA 
Duluth—Kelley-How-Thompsen Co. 
Duluth—Marshall-Wells Co. 
Minneapolis—Butler Bros. 
Minneapolis—Janney-Semple-Hill & Co. 
St. Paul—Farwell, Ozmun, Kirk & Co. 
St. Paul—Merrill Chapman Co. 
MISSISSIPPI 
Jackson—Orgill Bros. Hdwe. Co. 


MISSOURI 
Kansas City—T. M. James & Sons 
Kansas City—Richards & Conover 
Hdwe. Co. 
Kansas City—Stowe Hdwe. & Supply Co. 
Kansas City—Townley Hdwe. & Metal 


Co. 
St. Joseph—Wyeth Hdwe. & Mfg. Co. 
St. Lovis—Blackwell & Weilandy Co. 
St. Lovis—Butler Bros. 
St. Lovis—Ely & Walker Dry Goods Co. 
St. Lovis—Shapleigh Hdwe. Company 
St. Lovis—Witte Hdwe. Co. 
Springfield—McGregor Hdwe. Co. 
Springfield—Rogers & Baldwin Hdwe. 
Co. 

MONTANA 
Billings—Billings Hdwe. Co. 
Billings—Kelley-How-Thompson 
Billings—Marshall-Wells Co. 
Butte—Montana Hdwe. Co. 

Great Falls—Montana Hdwe. Co. 
Helena—A. M. Holter Hdwe. Co. 
Kalispell—Kalispell Merc. Co. 
Missoula—Missoula Merc. Co. 

NEBRASKA 

Hastings—Dvutton Lainson Co. 


Lincoln—Henkle & Joyce Hdwe. Co. 
Omaha—Omaha Crockery Co. 
Omcho—Paxton & Gallagher Co. 
Omaha—Wright & Wilheimy Co. 


NEW HAMPSHIRE 
Manchester—John B. Varick Co 


NEW JERSEY 
Jersey City—Chas. J. Smith Hdwe. Co. 
Newark—Eagle Sales Co., Inc. 
Paterson—S. Federbush Co. 
Penns Grove—R. F. Willis & Bros., Inc. 


NEW YORK 
Albany—Albany Hdwe. & Iron Co. 
Binghamton—Babcock Hinds & Under- 

wood 
Binghamton—Wilcox Wholesale Corp. 
Brooklyn—L. H. Heberlein 
Brooklyn—New York Standard Mfg. Co. 
Buffalo—Weed & Company 
Buffalo—The Wholesale Mart, Inc. 
Eimira—Barker Rose & Kimbal! Co. 
Jamestown—Tinkham Bros., Inc. 
Kingston—Herzog Supply Co. 
New York—Beacon Sales Co. 
New York—Wm. L. Blumberg Co. 
New York—Wm. Goldenbium & Co. 
New York—H. Kornahrens, Inc. 
New York—S. Leinwand, Inc. 
New York—tLoring Lane Company 
New York—Masback Hdwe. Co. 
New York—Sickels-Loder, Inc. 
Rochester—Mathews & Boucher 
Rochester—Weed & Company 
Schenectady—Clark Whitbeck Co. 
Syracuse—Burhons & Black, Inc. 
Troy—J. M. Warren & Co. 
Utica—Roberts Hdwe. Co. 
Watertown—W. W. Conde Hdwe. Co. 


NORTH CAROLINA 
Charlotte—Allison-Erwin Co. 
Greensboro—Odel!l Hdwe. Co. 
Monroe—Monroe Hdwe. Co., Inc. 


OHIO 
Canton—Canton Hdwe. Co. 
Cincinnati—Kruse Hdwe. Co. 
Cleveland—Geo. Worthington Co. 
Columbus—Smith Bros. Co. 
Columbus—tTracy-Wells Co. 
Toledo—Bostwick Braun Co. 


OKLAHOMA @ 
Oklahoma City—Miller Jackson Co. 
Oklahoma City— 
Oklahoma City Hdwe. Co. 
Oklahoma City— 
Richards & Conover Hdwe. Co. 
Tulso—Gates Hdwe. & Supply Co 


OREGON 
Portland—Marshall-Wells Co. 
Portland—wM. Seller Co. 
Portland—Sprouse-Reitz Co. 


PENNSYLVANIA 
Kingston—Harris Hdwe. & Supply Co. 
Lancaster—Herr & Company 
Philadelphia—E. J. McAleer & Co., Inc 
Philadelphia—Philadelphia Notion & 

Novelty Co. 
Philadelphia—Shields & Co. 
Philadelphia—Supplee Biddle & Co. 
Philadelphia—Edw. K. Tryon Co. 
Pittsburgh—L. H. Smith, Inc. 
Pittsburgh—J. A. Williams Co. 
Reading—Bechtel, Lutz & Jost, Inc. 


RHODE ISLAND 
Providence—Ballou,Johnson & Nichols 
o. 

SOUTH CAROLINA 
Anderson-Sullivan Hardware Company 
Charleston—C. D. Frank & Co., Inc. 

SOUTH DAKOTA 
Aberdeen—Jackson Hdwe. Co. 


SET UP FOR SERVICE! 


238 Authorized Pyrex Ware Distributors in 146 Cities offer you 
local delivery advantages anywhere in the U. S. 


TENNESSEE 
Bristol—C. M. McClung & Co. 
Knoxville—C. M. McClung & Co. 
Memphis—Orgill Bros. Hdwe. Co. 
Memphis—Stratton-Woarren Hdwe. Co. 
Nashville—Keith-Simmons Co., Inc. 


TEXAS 
Amarillo—Amarillo Hdwe. Co. 
Austin—Walter Tipps Co. 
Beaumont—Tyrrell Hdwe. Co. 

Corpus Christi—Corpus Christi Hdwe. Co. 

Dollas—Butler Bros. 

Dalias—Higginbotham-Pearlstone 
Hdwe. Co. 

Dallas—Huey & Philp Hdwe. Co. 

Dallas—Schoelikopf Company 

El Pas M D gan & Ryan Co. 

El Paso—Zork Hdwe. Co. 

Fort Worth—Nash Hdwe. Co. 

Houston—Bering-Cortes Hdwe. Co. 

Houston—Texas Lamp & Oil Co. 

San Antonio—Wm. Van Hoogenhuyze 
Hardware Co. 

San Antonio—Allensworth Carnahan Co. 

Waco—-San Antonio Machine & Supply 
Co. 





UTAH 
Ogden—Geo. A. Lowe Co. 
Salt Lake City—Salt Lake Hdwe. Co. 
Salt Lake City—Strevell-Paterson Hdwe 
Salt Lake City—Zions Co-Operative 
Merc. Inst. 


VERMONT 
Burlington—Vermont Hardware Co. 


VIRGINIA 
Norfolk—Watters & Martin 
Richmond—Richmond Hdwe. Company 
Richmond—Watkins-Cottrell Co. 
Roanoke—Graves-Humphrey Hdwe. Co 
Roanoke—Roanoke Hdwe. Co. 


WASHINGTON 
Bellingham—Morse Hdwe. Co. 
Seattle—Schwabacher Hdwe. Co. 
Seottle—Seattle Hdwe. Co. 
Seattle—M. Seller Company 
Spokane—Jensen Byrd Co. 
Spokane—Marshall-Wells Co. 
Spokane—M. Seller Company 
Tacomo—Hunt-Mottet Co. 
Yakimo—Yakima Hardware Company 


WEST VIRGINIA 
Biuefield—Superior Sterling Company 
Charleston—Southern Hdwe. Co. 
Huntington—Watts, Ritter & Co. 


WISCONSIN 
Green Bay—Morley-Murphy Hdwe. Co 
Milwaukee—Frankfurth Hdwe. Co. 
Milwoukee—Morley-Murphy Hdwe. Co 
Milwaukee—John Pritzlaff Hdwe. Co. 
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GOOD ADVICE To PAINT DEALERS 


(from one of them) 


in the winning letter in the American Paint and Oil 
Dealer’s Contest, Ernest T. Bailey, Manager, Deane’s 
Paint Store, Fall River, Massachusetts, advises among 
other important steps to success the following: 


“You will find that staple items such as 
bulk turpentine, linseed oil and alcohol will 
be used by many competitors as price lead- 
ers to give the impression that all other 
goods are sold at bargain rates. Instead 
of selling these products at a margin that 
doesn’t show a profit when the actual cost 


of handling is computed, it is better to 


sell advertised brands of canned products 
of this type. Your customers will pay the 
packaging differentials. You will prevent 
loss through spilling, shrinkage, and con- 
tainer replacements, and will make a small 
but definite profit on every can or bottle 
you sell. You will save considerable time 
in handling sales of these goods and elimi- 
nate a messy and smelly bulk goods depart- 
ment. The painter likes a nice clean five- 


gallon can of turpentine and the house- 


= wife prefers a factory- packaged bottle.” 
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AMERICAN TURPENTINE FARMERS 
ASSOCIATION COOPERATIVE 


VALDOSTA, GEORGIA 


Warehoused at 
58 Points in U.S.A. 


SIZES: 


8-ounce, 
packed 24 to the carton 


16-ounce, 
packed 24 to the carton 


32-ounce, 
packed 12 to the carton 


1-gallon cans, 


packed 6 to the carton 


5-gallon cans, 
packed 1 to the carton 


HARDWARE ACE 
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It says: 
“GOOD 
PAINT 
HERE” 


The name DEVOE is important to you who 
handle our products—whether it’s on yqur 
own sign or on the container—whether it ap- 
pears in large or small type. It says with all 
the authority of our nearly two centuries of 
experience that you’re handling products that 
are ‘‘good’’ in every sense of the word. This 
means they are fine quality products that are 





right for their jobs—with good consumer ac- 
ceptance—and with the added advantage of 
thoroughly good profit for you. 

Make the most of the experience of others 
who handle these fine products—by making 
sure your stock is ample and represents a 
worth-while cross section of items in the fast 
selling Devoe line of quality materials. 
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Two Timely 
Business Builders 


Cash in now on the universal 
urge to ‘‘spruce up’’ that’s 
sweeping the whole nation! 
It’s a ready-made, important 
market for these two fine prod- 
ucts for use in homes, offices, 
industrial plants and institu- 
tions. Write, or see your Devoe 
representative for full infor- 
mation on profit margins, ship- 
ping schedules, sales helps and 
other details. 


DEVOE & RAYNOLODS COMPANY 


BIC LINOLEUM 
LACQUER 


Crystal-clear and colorless. 
Dries FAST (hard enough to 
walk on in an hour) to a bright, 
wear-resistant, literally dirt- 
proof surface. Capitalizes on 
every housewife’s desire to pre- 
serve and beautify her floor cov- 
erings and reduce clean-up 
drudgery. Needed 
right now by acres 

and acres of lino- 

leum right in your 

territory! 


DEVOE Marble 
Floor Varnish 


New materials, new exclusive 
technique developed in the great 
Devoe laboratories make this an 


outstandingly finer varnish in 


every respect—truly a postwar 
product! Fast drying (dust-free 
in 1 hour, dry in 4 hours). Ex- 
ceptionally tough and hard, yet 
clear. Retains its high, jewel- 
like lustre in spite 

of hard wear, hot 

liquids and even 

mild acids and 

alkalis. 


INC. 
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NATIONAL HARDWARE SHOW 























The Crossroads of the World for Hardware Buyers 
SEPTEMBER 16" thru 21", 1946 
GRAND CENTRAL PALACE 


BUYERS See the most extensive and variegated array of hardware ever assembled under one roof! Get 


acquainted with the modern hardware products—the’war-born discoveries and improvements which have 
revolutionized the hardware industry! 


NEW PRODUCTS! NEW DESIGNS! NEW MODELS! 


PLAN FOR ‘47: Learn first-hand what hardware goods will 


NATIONAL HARDWARE SuHow, INC. be available. and when; what new products your customers 
331 Madison Avenue, New York 17, N. Y. 


We plan to attend the National Hardware Show, New York, 
September 16 thru 2!st. Please register the following repre- WHAT TO BUY AND WHERE TO BUY IT: The 
sentatives who will attend: NATIONAL HARDWARE SHOW will give you all the answers. 


REGISTER NOW: Avoid delay at registration booths. We 

will reserve entry badges and identification tickets for you and 

ial help with hotel reservations, if you desire. There is no registra- 
Name of Firm tion fee of any kind 


By Whom ' USE COUPON IN LOWER CORNER: 


Address 
Oe EES PA IETS ART eT) OP NATIONAL HARDWARE SHOW, INC. 
There is no Registration Fee of any kind. Suite 1103, 331 Madison Ave., New York 17, N.Y. 


will want. 





HARDWARE AGE 
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Ace Manufacturing Cor 
Philadelphia’ Pa. 
Acme Products Co. 
Greenbay, Wis 
S. L. Allen & Co., Inc. 
Philadelphia, Pa. 
American Grease Stick Co. 
Muskegon, Michigan 
American Home Industries 
‘ork, N. Y. 
American Measuring Instru- 
ments Corp. 
New York, N. Y. 
Amer. Safety Razor Corp. 
Brooklyn, N. Y. 
Amer. Sponge & ae 
Co., Inc. New York, N. Y. 
Appliance Industries of 
America Chicago, Ill. 


Asquith Associates 
Boston, Mass. 
Benjamin é Medwin 
New York, N. Y. 
BMC Manufacturing Corp. 
Binghampton, N. Y. 
Bonley Distributing Co. 
Chicago, Ill. 
Bridgeport Brass Co. 
— Bridgeport, Conn. 
Brooks Mfg. Division 
San Francisco, Calif. 
Bruno Tools 
Beverly Hills, Calif. 
The Guseegm © Compan 
Winsted, 
Cahil Menstoctes gy 
lew York, N. Y. 
Caloric as ions Works 
Philadelphia, Pa. 
The Capouet Mfg. Co. 
artford, Conn. 
Cavalcade Hereorend Inc. 
Chicago, Ill. 
Celanese Plastics Corp. 
Div. of Celanese Corp. of 
Amer. New York, N. Y. 
Ca Die Somee > 
Chicago, 
heen Mfg. Corp. 
Lumite Div., New York, N.Y. 
City Machine Ce. 
Piqua, Ohio 













Cogan Wire & Specialty Co. 
Detroit, Mich. 
Coles & > 

New York, N. Y. 
Colony Products Corporation 
New York, N. Y. 
Compco Corporation 
Chicago, Ill. 
Cc. C. Compton & Associates 
Los Angeles, Calif. 

Congress Tool & Die Co. 
Congress Die Casting Div. 
Detroit, Mich. 

6. N. Coughlan Co., Mfrs. 
West Orange, N. J. 

“= Glass Coffee Brewer 


Chicago, Ill. 
Craig Machine Company, 
Inc. Stratford, Conn. 
J. M. Dalglish & Co. 
St. Paul, Minn. 


Darra-James Corp. 
Waterbury, Conn. 
Davis Pattern & Mfg Co. 
Detroit, Mich. 
Dennis Mitchell Industries 
Philadelphia, Pa. 
Detjen Congeeties 
New York, N. Y. 
The Dobeckmun Company 
Cleveland, Ohio 
Dupli-Color Prod. Co., Inc. 
Chicago, Ill. 
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The Durst Mfg. Co., Inc. 


New York, N. Y. 


The Eagle Lock Company 


Chicago, Ill. 
Eastern Metal Products Co. 


Tuckahoe, N. Y 
Ebaloy, Incorporated 


Rockford, Ill. 


Economics eer 


t. Paul, Minn. 


Electro-Line nee. 


Electronics Plastics Co. 


Elizabeth, N. J. 


Farber & a, Inc. 


rooklyn, N. Y. 


Fawcett Publications 
Mechanix Illustrated 


New York, N. Y. 


Ferris Factories, ~. 


The Filter-Kieen Mfg. Co. 


Everett, Mass. 


Fiske Bros. Refining Co. 
Lubriplate Division 


Newark, N. J. 


Flex-Blade Works 


New York, N. Y. 


Flex-O-Glass ne, Ge 
icago, 


Floquil Products, Inc. 


New York, N. Y. 


Foster wee ~*~ Co. 


uffalo, N. Y. 


Freeport —-_ Works, 


Inc. ‘eeport, L. |. 


Fuller Tool =. 


New York, N. Y. 


G6. M. Co. Mfg., Inc. 
i & City, N. Y. 
Garfield Sogincrtnn Corp. 
Kansas City, Mo. 
General Hdwe. Mfg. Co., 
Inc. New York, N. Y. 
General Products, Inc. 
Stamford, Conn. 
L. H. Gilmer Company 
Div. of U. S. Rubber ‘Co. 
Tacony, Philadelphia, Pa. 
Gilton Products Company 
Brooklyn, N. Y. 
Gits Molding Corporation 
Chicago, Ill. 
Great Neck Saw Mfrs., Inc. 
Mineola, L. |. 
Fred Gretsch Mfg. Co. 
Brooklyn, N. Y. 
The Handyman Co. 


Minneapolis, Minn. 


















Hanover Wire Cloth Co. 
Hanover, Pa. 


Hanser Automotive Products 


Co. New York, N. Y. 
Hardware Products Co. 
Reading, Pa. 


Hardware Sales Corporation 

New York, N. Y 
Heller Bros. Company 

Newark, N. J. 

Hobar Co., Inc. 

New York, N. Y. 
Hobbs Mfg. Co. 

Worcester, Mass. 
Holt Manufacturing Co. 


Oakland, Calif. 
House of Lackner 
Gift Division 


Cincinnati, Ohio 
House of Wares 
New York, N. Y. 
Hyde Manufacturing Co. 
Southbridge, Mass. 
Hydro-Tex Corporation 
Chicago, Ill. 


Corp 
Milwaukee, Wis. 


‘ork, Pa. 


PARTIAL LIST OF EXHIBITORS 


Inland Manufacturing Co., 
Inc. Buffalo, N. Y. 
Inter-Chemical Corporation 
Trade Sales Division 
Fair Lawn, N. J. 
International Mfg. Co. 
Boston, Mass. 
Jabsco Pump Co. 
Beverly Hillis, Calif. 
Jackson a. 


eee 
range, N. J. 


Kay-Tite Company 
West Orange, N. J. 
Kellogg Switchboard and 
Supply Co. Chicago, Ill. 
Kent Products Co. 
Chicago, Ill. 
Kraeuter & Co., Inc. 


Newark, N. J. 
K-Jax Dallas, Texas 
George C. Knight Co. 
Detroit, Mich. 
Koons-Beebe Associates, <3 
New York, 
Lake Chemical Co. 
Chicago, Ill. 


Lehman Bros. Silverware 
Corp. New York, N. Y 
The Lenk Manufacturing 
Company 
Newton, Lower Falls, Mass. 
Lennox Metal Mfg. Co. 
Maspeth, L. |. 
1. Levy Sons 
New York, N. Y. 
Libbey-Owens-Ford Glass 
Co. Toledo, Ohio 
Harold Lifton Co., Inc. 
New York, N. Y. 
Lincoln Metal Products 
Corporation 
Brooklyn, N. Y. 
Lino-Paste Co. 
Chicago, Ill. 
Macklin Suse 
lodeen, Michigan 
Magic Iron Cement Com- 
pany Cleveland, Ohio 
Major Aoctonm i ne 
New York 
Maremont Automotive 
Products, Inc. Chicago, Ill. 
Marine Distributing Co. 
Long Island, N. Y. 
Markle Featherlite Prod. Co. 
Rochester, Mich. 
Marshall Mfg. Co. 


Chicago, Ill. 
Maslo Marine Mfg. Corp. 
Reading, Pa. 


L. E. Mason Company 
Hyde Park, Mass. 





o ~ Moss Manufactu rin 


ih. 


Chicago, 
baacaaiiea Co. 

Chicago, Ill. 
John W. Miller & Assoc. 

Chicago, Ill. 
Minute Mop Co. 

Chicago, Ill. 


Modern Metal Prod. Co. 
Cambridge, Mass. 
Modernistic Fixture Co. 
New York, N. Y. 
Morse Metal Prod. Co., Inc. 
New York, N. Y. 
The Moto-Mower Company 
Detroit, Mich. 





Newman Mfg. & Sales Co 
Kansas City, Mo 
New York Rubber 
Corporation 


New York, N.Y. 


Nova Brass Mfg. Corp. 
New York, N. Y 
O'Connor Industries 
Detroit, Mich 
Edward O'Malley Valve Co. 
New York, N. Y 
John Oster Mf. 
. 


Oxford Pyke, Inc. 
New York, N. Y 
Pacific Plastic & Mfg. Co., 
Inc. Los Angeles, Calif 
Pal Blade Co., Inc. 
New York, N. Y. 
Paramount Industries, Inc. 
New York, N. Y 
Patent Specialties, Inc. 
New York, N. Y. 


Peal & Company 
Cincinnati, Ohio 


Pennsylvania Rubber Co. 
Jeannette, Pa. 
Pennsylvania Woven Wire 
Co. ock Haven, Pa 
T. G. Persson Co. 
Bloomfield, N. J. 
Eugene E. Peterson Co. 
New York, N. Y 
Phoenix Manufacturing Co. 
Milwaukee, Wis 
Pioneer Merchandise Co. 
ew York, N. Y. 
Playtown Products Co. 
New York, N. Y. 
Plicote, Inc. Chicago, Ill. 
Plomb Tool Company 
Los Angeles, Calif. 
Polks Model Craft — 
New York, N. Y 
Poloron Products, Inc. 
New Rochelle, N. Y. 
Portable Products Co. 
Coldwell-Philadelphia 
Lawn Mower Div. 
New York, N. Y. 
H. K. Porter, Inc. 
Everett, Mass. 
Poulsen & Nardon, Inc. 
New York, N. Y. 
Prevore Electric Mfg. Co. 
Brooklyn, N. Y. 
Prima Products, Inc. 
New York, N. Y. 
A. R. Purdy Co., Inc. 
Lyndhurst, N. J. 
Rand-Williams Mfg. Co. 
New York, N. 
Red Devils Tools 
Irvington, N. 
Reflecto Letters Co. 
New York, N. 
Reo Motors, Inc. 
Lawn Mowers Division 
Lansing, Mich. 
Republic Drill & Tool Co. 
hicago, Ill. 
James H. Rhodes & Co. 
Chicago, II! 
Ring Optical Company 
Rochester, N. Y. 
Roberts Paint Industries 
Bronx, N. Y. 
Rop-Loc Products Co. 
Cleveland, Ohio 
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H NATIONAL HARDWARE SHOW, INC. 
§ 331 Madison Ave., New York 17, N. Y. 


Please send us floor plans and up-to-date 


§ list of exhibitors. 
8 Firm ‘a 

a By Whom 

a Address 


Russakov Company of 
America New York, N. Y. 
Seed Filter Co. 
Freeport, L. |I., N. Y. 
Sheffield Bronze Paint Co. 
Cleveland, Ohio 
Shelton Plane & Tool Mfg. 
Co. Shelton, Conn. 
Silver Creek Precision Corp. 
New York, N 
Simonds Abrasive Co. 
Philadelphia, Pa. 


Simoniz ogee, NY. 
orl 


Sinclair Industries, Inc. 
St. Louls, Mo. 
Slaymaker Lock Company 
Lancaster, Poa. 


Somar Spostaly Corp 


Bridgeport, Conn, 
Southwest —_ Co. 
ttle Rock, Ark. 


Spun Pe... Prod. Og 
New York, N. Y. 
Stainless Ware Co. ay 
America Detroit, Mich. 
Standard Horsenail Corp. 
New Brighton, Pa 
Stevens Walden Inc. 
Worcester, Mass. 
Stikit Wikit Company 
Washington, D. C. 
Suttle & Asmus 
Chicago, II! 
Swift & Company 
Plant Food Division 


New York, 
Taylor Instrument Co's. 
Rochester, N. Y. 
The Tel-O-Post Company 
Akron, Ohio 


Tennessee Aircraft 
a Tenn. 
Thermal Compa 
Philadelphia, Pa. 
Ultra Metal Corporation 
Cleveland, Ohio 
Union Products Mfg. Co. 
New York, N. Y 
United Charcoal Broilers 
Div. of United Advertising 
Corp. New Haven, Conn. 
United States Elec. Mfg. 
Corp. New York, N. Y 
United States Plywood Co 
New York, N. 
U. S. Electric Home Products 
Inc. Brooklyn, N. Y 
Valentine & —_ Inc. 
New York, N. Y 
Verd-A-Ray Corp. 
Toledo, Ohio 
Yon Schrader Mfg. Co. 
Racine, Wis 
R. D. Werner Co. 
New York, N. Y 
Wesson Houseware 
Products Co. Chicago, Ill 
Westchester Brickote Prod- 
ucts Co. New York, N.Y. 
Whitlock Supply Co. 
New York, N. Y 
Wilson Industries, Inc. 
hicago, Ill. 
a aa Products Co., 
Sheboygan, Wis. 
A Felt Pad Cor 
Worcester, ass 
X-Acto Crescent Prod. Co. 
New York City 


MANUFACTURERS: 


If you have not yet reserved 
space, use coupon below: 
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What makes this 
Unscn-Watten Oval Steet Black 
a Better Black? 


Upson-Walton oval steel blocks for use with Manila rope are 
specifically engineered to give maximum service under actual 
operating conditions. Check these features that make Upson- 
Walton oval steel blocks better blocks! 


STEEL SHELLS ARE ALL FLANGED to 
prevent the rope from chafing 
against the sides; lengthens op- 
erating life of the rope. 


SHEAVES ARE MADE FROM CLOSE- 
GRAINED GREY IRON, hence they 
are stronger. Closely inspected 
to exclude all blow-holes, 
pits and other weakening in- 
clusions. 


AS WF GO TO PRESS, DELIVERIES 
ON UPSON-WALTON OVAL STEEL 


BLOCKS ARE GOOD 
working loads. 


All Upson-Walton oval 
steel blocks are furnished 


Established 1871 complete with becket. 


THE UPSON-WALTON COMPANY | 


3 

" 

*, 
whe 


Wanufacturers of Were Rope. Wire Rope Fittings, “Jackle Slocks 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 
737 West Jackson Boulevard 241 Oliver Building 
Chicago 6 Pittsburgh 22 


114 Broad Street 
New York 4 


HEAVIER DROP-FORGED HOIST HOOKS . . 
round stock type, but specially-designed, heavy-duty hoist type as used 


on cranes and heavy equipment. Permits greatly increased safe 


SHEAVE RIM AND CENTER PIN ARE 
CONCENTRIC. Center pins are 
made of cold rolled steel. Un- 
usual care is taken to insure 
true-running sheaves. Close tol- 
erance between sheave bearing 
and center pin results in longer 
life for the bearing. 


STURDY STEEL STRAPS are securely 
riveted to the shell assembly 
producing a more rigid block. 


. not the usual and weaker 
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1 ‘Double-your-money’ 





- 
NDPAPE! ptveel 
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the Behr-Manning Way: 


Steady, repeat turnover and profit compounding are the 
formula for a prospering business, and fast-moving, 
high-profit merchandise is the principal ingredient. 


Behr-Manning Durabonded Flint Paper is such an item. 
Fast moving, it is an extra sale for the asking, with 
every purchase of such staple items as paint, varnish, 
brushes and patching plaster. Highly profitable, it is a 
“dou ble-your-money” item at 3 sheets for 5c. At 2 for 
5c it triples your money. 


Merchandized and dispensed from the smart Behr- 
Manning display package, a complete dealer stock of 
725 sheets in assorted grits costs $5.69 and resells for 


And don’t forget $12.08 at 3 sheets for 5c—or $18.12 at 2 for 5c. ; 


Ask your Jobber for “Mohawk’”’ Flint Paper Assortment 
HAND Y PAC KS ! No. 569—and get your share of this double-up, double- 


For the “pint-size” paint customer, the your-money business. ° 
10c Handy Pack of 20— \ size sheets 

—packed 12 to a counter carton—is 

just as smart merchandizing. 


BEHR-MANNING - TROY, N.Y. 


(DIVISION OF NORTON COMPANY) 


Quality Coated Abrasives Since 1872 
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New Bright Wire Goods Factory to SPEED DELIVERY! 


To meet an ever-increasing demand, we will 
soon open a new large factory — for the pro- 
duction of Bright Wire Goods exclusively. 
Quantity production — faster deliveries — more 
sales for you! 

Then, when you order Judd Bright Wire 


Goods, you can expect every order filled, and 





promptly. You can maintain a sizable stock 
against increasing customer-demand. And you 
can profit from customer-preference for quality 


Bright Wire Goods. Place your orders now. 


8 q 2 . a 


a. > Faas 
a4 = 


H, L. JUDD COMPANY, Wallingford, Conn. 
87 Chambers Street, New York 7, N. Y. 





YOU DONT BARK YOUR KHUCKLES 
a is 


HARDWARE AGE 





Yes, here’s a rule designed for any type of 
measuring. Sell its features and you sell 
the finest in steel tapes on the market today. 


Note its versatility— adaptable as a height or depth gauge, caliper and 
scriber in addition to its use for inside measuring (read directly on the 


tape where it disappears into the case). 


Extra long tip to keep tape steady, lever brake for holding reading, case 
chrome plated for eye appeal as well as protection against the elements — 


blades, of 6 and 8 foot lengths, are easily replaced. 


Truly the mechanics, carpenters or home eg pal. 


A FEW JOBS THE Searle CAN PERFORM 





For Layout As Caliper For Inside Measure 
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TG "weekP YOU SGELL. MORE 


asm SYNCHROME 


Trademark Reg. U. S. Pat. Off. 


FINEST QUALITY ALUMINUM PAINT 


-POINT PROMOTION PROGRAM 


Eye-appeal is combined with buy-appeal in the new 
Cres-Lite SYNCHROME promotional program .. . planned 
to boost your Aluminum Paint sales to new peaks. Quick, 
profitable turnover is our goal for every SYNCHROME 
dealer . . . and we’re sparing no expense in making alumi- 
num paint a “‘best-seller’”’ for you! 

—And remember . . . Cres-Lite SYNCHROME is exclusively 
a quality product. It is a quick-drying, synthetic resin, 
oil paint, containing only pure 325 mesh aluminum pig- 
ment. We pledge ourselves to maintain at all times the 
quantity and the high quality of Om, PIGMENT, and 
SYNTHETIC RESIN used in SYNCHROME. 

One coat of SYNCHROME completely | SYNCHROME’S high hiding power and 
covers most surfaces with a chrome- durability make it the best protective 
like finish unsurpassed for its re- coating for tanks, stacks, roofs, metal, 
sistance to heat, moisture, fumes, concrete, brick and other types of a © dee tt 04 
weather and corrosion. structures and equipment. “Gilabjle upglars — 


"ques, 


CRESCENT sronze powper co. 


116 West Illinois Street, Chicago 10, Illinois 1841 South Flower Street, Los Angeles 15, California 
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Says Jack to Jill “Let's tell 'em, 
How proud we are to see 
That Myers tops all others 
In popularity!” 


A MESSAGE TO MYERS DEALERS 


We are in the midst of a record-breaking period in Myers history. 
A tremendous public acceptance has pushed our sales curve to an 
all-time high—and it keeps going upward, 


This is a magnificent testimonial to the excellence of Myers Prod- 
ucts and to the splendid selling job Myers Dealers have been doing. 
It is a definite challenge to all of us to prepare well for the future. 


At the factory, we are completing a broad expansion program—new 
buildings, new equipment, streamlined production methods, We are 
prepared. As soon as materials are available, you can count on us to 
supply more Myers Water Systems, Pumps, Sprayers and Hay 
Unloading Tools than ever before. 


THE F. E. MYERS & BRO. 
Dept. F-23, Ashland, Ohio 





Water Systems «© Pumps ¢ Sprayers « Hay Unloading Tools 
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PROFITABLE 
HARDWARE STORE ITEMS 








Patterns are 
available for 
practically all 
plows, listers, 
- middlebreakers in 

| ‘, No. 1 soft center or 
SHEPS NEATSLENE HARNESS | ; he No. 2 crucible steel 
OllL. Mede ia three t nS 2 of the highest quality 








, Sheps ° obtainable. Send today 
aed ‘Sheps Ster Horness = Fe “ar, -~: bata and trade 








over 30 years. Conteins fish 
oll, pure neatsfoot oll, ead beef 
tallew. 


"BEST FOR LEATHER IN ALL KINDS OF WEATHER" 


From the Foot Bones of beef animals processed ia 
Omohea Pocking Houses, comes the Pure Neatsfeot 
Oll used in SHEPS NEATSFOOT OILS. 


Made in three grades. Pure—Prime—Neo. 1 
reserves Leather 


Sold by jobbers everywhere. Inquire of salesmen 
NEATSLENE COMPANY STAR MANUFACTURING COMPANY 


Roy W. Shepard, ‘'Shep 
DIVISION OF ILLINOIS [RON & BOLT CO 
OMAHA 8, NEBRASKA CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873 





























WIRE CLOTH 


of a thousand uses. 
WRIGHT standard 
Hardware Cloth is a 
quality product in 
‘every detail. 
Evenly woven... 
heavily galvan- 


ized to a bright “America’s Finest Line 
. . . ers 

gleaming finish pal a Ameo: The favorite 
... in full range | tecrase they provide pret jo "poe 

¢ rediation wal 

of sizes. Siebes teed assures steady flow of fuel, 
steudy heat. No wicks, or burner to get 
out of order. Used also for brooder stove, 
hot dip tanks, space heater, feed cooker, etc. 





GE WRIGHT wees See 


Order Now! Get in Ahead Of 
A © a On nse mt ol GC -e Hoe Uneratere ond Ueleast 
GSIGHRIIG MANUFACTURING COMPANY 





211 Main Street GEORGE, IOWA 
HARDWARE AGE 





DEALERS 


WANTED 


TO CASH IN 


on a well known complete line of Water Systems 
for Farm and Rural Homes 


Every farmer and rural home owner without a water sys- 
tem wants running water for household purposes and for 
farm use. e e e Take advantage of this opportunity for 
sales of windmills and electric water systems by obtaining 


the Aermotor dealership in your territory, if no dealer 
is already there. e e e Aermotor products work for you 
like a sales force. One installation sells another. Write 
today for full details. 


WIND POWER AND ELECTRIC SYSTEMS OF EVERY CAPACITY 
AND AT ALL PRICE LEVELS 


Windmills of 
Every Capacity 


Aermotor Windmills supply wa- 
ter for all household and farm 
uses. Self-oiling. Pump in the 
lightest breeze. Towers are stur- 
‘dily built to withstand gales. Low 
cost pumping for pasture and farme- 
yard. Many models from which 
to make your recommendations. 


Deep Well Pumps 


Compact, simple indesign. Easy 
to install. Fully enclosed mecha- 
nism. Four sizes available. . . 6’, 
8”, 10”, and 12” stroke, with 2 
lengths of stroke on each pump. A 
powerful system fcr hard service. 


FREE MAT SERVICE 


ties in with National Advertising 


AERMOTOR 


M of Electric Water Systems Vind ls Since 


AERMOTOR CO., 2500 ROOSEVELT ROAD, 


JUNE 6, 1946 


CHICAGO 8, ILL. 


Shallow Well Pumps 


Of heavy construction, built for hard 
and continuous service. Ideal for small 
home or farm. Three sizes . . . 250, 350, 
and 500 gallon per hour capacity. Com- 
pact outfit with fresh water system built 
into EVERY pump. 


Jet Pumps 


Aermotor Jet Pumps 
are simpleindesign. Ball- 
bearing motor. Built-in 
thermal overload protec- 
tion. Automatic regula- 
tion. Five sizes... 1% to 
lhp for 2”,3”,4” wells and 
larger, and for pumping 
depths down to 100 feet. 


We furnish dealers with a Free Mat Service, 
It helps dealers sell Aermotor Pumps and 
Windmills.Ties your own newspaper advertis- 
ing with Aermotor national advertising. Mail 
the P for ¢ plete information about 
Aermotor dealer franchise. Present Aermo- 
tor dealers use p to req t mat service. 











Aermotor Company, Dept. 306 
2500 Roosevelt Road, Chicago 8, illinois 
CL Send dealer franchise data. 
oO I am an Aermotor dealer. Send mat service. 


NAME 





ADDRESS 
CITY 




















C.O.OBERG&Co. 


ESKILSTUNA 





Genuine Swedish Steel 
Double-Edge Saw Files 


nl | 


Expert saw filers depend on OBERG Saw Files 


for top performance. Specially designed for 
pulpwood and buck saws. 


Now in Stock: 5", 5!/.", 


e Faster Cutting + Longer Lasting 


Only cn OBERG File "Bites" on the Hard 
SANDVIK Saws 


Sandvik faw & Joo/ 


CORPORATION 
47 Warren Street 


6" lengths 











New York 7, N. Y. 


AGAIN AVAILABLE 








wi 


an : 


LION 


MIDGET UTILITY PLANE 


Just the tool for those odd jobs 
Midget Utility Plane with 
aluminum frame only 32’ 

hardened steel—1"’ 
edge 


the Lion 

a_ rust-proof 
long. Blade of 
wide—takes a keen 
quickly adjustable for desired depth 
of cut. Shipments from stock 


JOBBER INQUIRIES INVITED 


KNAPP FOUNDRY Co., In 


GUILFORD, CONN. 








Bores at Any 


FORSTNER taper 


FORMERLY MADE BY THE PROGRESSIVE MFG. CO. 


Cuts Any Arc of a Circle 


Pattern-makers, woodworking plants, furniture manufacturers and 
home craftsmen all need this bit that will bore where conventional 

- bits cannot be used. Because the Forstner Bit is guided by its cir 
cular rim, it can bore any arc of a circle, it can be guided in any 
direction without regard to grain or knots, it can bore at 


an acute angle. It leaves a true polished surface. It is fur 
nished in hand brace shanks, from '/,’ 


’ to 2’ and in ma- 
chine shanks from 4” to 3” 


. Show this bit to your trade. 
The Home of Expansive Bits 
One Takes the Place of Many Other Bits 


Chisels, punches, drills, nippers, screw 
drivers, staple pullers, wrecking bars 
and numerous other fine hand tools 
bear the name DASCO. They’re quality 
built to serve the worker... and 


F 
i 
smoothly finished to make attractive 1 
dealer displays. % 


Each tool is separately numbered for 
easy reference in re-ordering. 


Sold by 
Leading Jobbers 


D, ILLINOIS 
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KLEINS... 


GOOD TOOLS 
FOR GOOD WORKMEN 


O linemen and electricians . . . to me- 
chanics and radio repair men... to 
good workmen in any field . . . Klein 
Pliers give added speed and efficiency. 
That’s why men who know good tools 
prefer Kleins. They know, for instance, 
that Klein Pliers have the correct balance 
and proper spring to the handles to pre- 
vent hand fatigue; the sharp knives that 
stay keen even after years of service; the 
fitted hinge that keeps jaws perfectly 
aligned, assuring a positive grip. 

Today the Klein line is in volume pro- 
duction. However, because current de- 
mand exceeds supply, there may be some 
delay before your order is filled. But 
keep Kleins on your want list—your job- 
ber will supply them as soon as possible. 


Distributed Through Jobbers 
Foreign Distributor: International Standard Electric 
Corp., New York 


This handy Klein Pocket Tool 
Guide—which shows the Klein 
line and contains other useful 
tool information—will be sent 
to you upon request. 


mom WG LE EN com 


200 BELMONT AVENUE CHICAGO 18 LINOI 
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HOLLOW SCREW 
ASSORTMENTS 


These hand-picked Assortments of screws and 
keys sell fast to mechanics, repairmen and service 
establishments. Feature them as a specialty line to bring 
in the more-and-more users of hex-socket screws. 
Sales extend to the household “handy man” for domes- 
tic appliance repairs, and carry a nice profit at retail. 











TO THE 
POINT! 


From hardwood-handle to tempered- 
steel blade, every “Yankee” spiral 
screw driver is right to the point. 
Every part is ingeniously designed to 
speed work, cut down man-hours. 
Painstaking design and simple 
strength are typical of all “Yankee” 
fine mechanics’ tools . . . whether 
Tap Wrenches, Vises, Automatic 
Drills, or Bit Braces. For more than 
fifty years, “Yankee” reputation for 
fast performance and reliability has 
grown steadily, is growing today, as 
“Yankee” tools help speed reconver- 


sion. 


Advertising of this kind in the Satur- 
day Evening Post, Popular Mechan- 
ics, and Popular Science is safeguard- 
ing your “Yankee” Tool market of 


the future. 


“YANKEE” SPIRAL SCREW DRIVER No. 130A 
A Size for Every Purpose 


BOXED ASSORTMENT 
Metal compartment box; 
contains 590 set screws, from 
No. 10 to %” with keys to 
fit. Diagram inside of cover 
lists sizes of screws and 
wrenches contained in box. 
No. 602; list price $ 33.80. 


KEY SET 


This canvas partitioned bag 
contains 11 short arm hex- 
agonal keys which fit all 
screws from and including 
No. 10 up to and including 
1%" diameter set screws. 
No. 603; list price $1.75. 


JUNIOR KEY KIT 


Seven short-arm Allen Keys 
are included in this strong 
leatherette envelope. They 
fit the hex holes of sizes Nos. 


6, 8, 10, also 
cap screws. No. 604; list 
price $0.50. 


DRIVER SET 


Includes 5 complete ‘“Han- 
di-Hex” Keys in sizes from 
050” to ¥%" hex diameters 
fitting set screws from No. 4 
to %” and cap screws from 
No. 1 to No. 8 inclusive. 
Also 3 extra blades for each 
of 5 handles. Use of this set 
greatly speeds up assembly 
with hex-socket (Allen- 
head) screws of the smaller 
os. No. 6075; list price 


KEY ISLAND 


This handy key set (left) 
contains 14 keys fitting all 
sizes of set screws up to and 
including 1%"; cap screws 
up to 1"; shoulder screws 
to 1” and pipe plugs to 1”. 
The container is plainly 
labeled to show the correct 
size key to use with each 
screw. No. 615; list price 
$2.35. 





The above Sets and Assortments are made up primarily 
and especially for the hardware trade, to be ordered 
through your Hardware Wholesaler 


THE ALLEN MANUFACTURING CO. 
HARTFORD 1, + CONNECTICUT, U.S.A. 


> O44 ee ole) 


make good mechanics better 
North Bros. Mfg. Co., Phila. 33, U.S.A 
Established 1880 
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They’ll Buy SECURITY With These Good Looks 





























Again in production and being shipped in ever-increasing 
quantities, is this famous Eagle Dead Lock. Retaining all of 

its original high security and durability, this popular household 
guardian has been re-styled in finish to add eye appeal to its 


dependable structural features. Along with a sparkling new 






gold bronze finish, this Eagle lock provides the recognized safety 
EAGLE NO. 3533 BZL 
PIN TUMBLER RIM 
DEAD LOCK Size 414" 
by 2%". Spin tum- 
bler. Gold bronze fin- 
ish, rustiess alloy 


case. Brass plated rustiess alloy cy!- P , P P . 
inder plug and ring. Steel bolt with possible to speed deliveries to your jobber. Place your order 


of the dead lock; sunken cylinder ring for greater security; 
ease of installation; and flexibility of use. Because of the 


pressing demand for security of this type, Eagle is doing everything 


ese § ned steel cores. today—it will pay you to feature this timely headliner. 


Remember to specify EAGLE for screws and 

bolts. Precision manufacture gives you concen- Nig T H 7 E A G L E LO Cc a Cc °o hal PA tM 7 
tricity of head with shank .. . clean finish on heads Subsidiary of Bowser, Inc. 

and threads, no burrs . . . uniformity in centering America’s FIRST Lockmakers * Since 1833 : 


and depth of slots. Write: Scr Division, Th P : 
Eagle Lock Compony. ee ee 217 Eagle Street ¢ Terryville, Connecticut 


« LUGGAGE HARDWARE + WOOD SCREWS « MACHINE SCREWS + STOVE BOLTS + SHEET METAL SCREWS + DRIVE SCREWS 














| CABINET LOCKS « PADLOCKS « NIGHT LATCHES 
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Nationally Advertised in 


AMERICAN HOME - LADIES’ HOME JOURNAL. 
McCALL’S - WOMAN’S HOME COMPANION 


BETTER HOMES & GARDENS - HOUSEHOLD 


BERLOU 


wages Modern War against 


MOTHS! 





BeRLOU Mothproof is in a class by itself . . 
likewise its sales-clinching 5-Year Guarantee. 
National advertising, displays, literature, liberal 
PMs... paid by BERLOU... assure you steady, 
year-round volume, big profits. Stock BERLOU 
Guaranteed Mothproof without delay! 

For detailed information, write BERLOU MANU- 
FACTURING COMPANY, HA-5, Marion, Ohio. In 
Canada: THE litrLou Company, Ltp., Lon- 


don, Canada. 


BERLOU 


Guaranteed 














MOTHPROOF 





' Keep Your Eye o ACME/ 





(Acme) SHEAR & SCISSORS TIPS 


What puts the“Can-Do” in 
Acme Cast Metal Shears? 


The answer lies in the three “hidden” elements 
—Quality Materials, Craftsmanship, and Care. 
You can’t see them—but you can count on them 
to make a lot of difference when it comes to 
customer satisfaction. For, because of them, 
every pair of Acme cast metal shears you sell is 
tougher, sharper, cleaner-cutting. 


The Start of a Pair of 
Cast Metal Shears 


This is how the first 
casting looks... 


< 


Acme cast metal shears go through a 
lot from the time of the first casting 
to the time they leave the factory. To 
begin with, they’re put through no 
less than 12 different finishing opera- 
tions (and as many as 25, depending 
upon the price). Then, after each 
operation, the shears must stand the 
eagle-eyed inspections of specially 
trained men—and only the perfect 
shears can pass. And finally, every 
. single pair of finished shears must 
\ meet certain high standards for cut- 
i] ting finesse to get the final okay. 


The Finished 


Product... 


Tough, sharp and 
ready for action 


-_ 


Yes, cast metal shears 
by Acme mean quality 

allthe naeemrat mame 
satisfied customers 
















ACME 


SHEAR CO. 
BRIDGEPORT 1, 
CONNECTICUT 


Makers of 
ACME 
EVERSHARP 
PURITAN 
WINDSOR 
KLEENCUT 
AMERICUT 
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A powerful fan when the 
weather’s hot . . . an efficient 
forced air heater when it’s 
chilly. Surf SEASON-AIR 
is either—at a moment’s no- 
tice. Here at last is a room- 
conditioning appliance with 
DOUBLE sales appeal that 
means steady profits rolling 
in all year ’round! 

Surf SEASON-AIR produc- 












FROM HEATER TO FAN IN 29 SECONDS 
--- SIMPLY REMOVE HEATER HOUSING 
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tion still is being slowed by 
material shortages. But keep 
after your jobber (he’s not giv- 
ing us any rest) and make sure 
your store will be first in your 
neighborhood to feature this 
great new profit-maker when 
deliveries begin later this 
year. G-M Laboratories Inc., 
4296 N. Knox Ave., Chicago 
41, Illinois. 


COSOW ONE 





ee 


BEAUTY... Handsome crackle fin- 
ish... Chrome heater grill. . . 
Modern-design fan blades. . . 
Separate fan guard. 


STABILITY...Sturdy all-metal 
construction .. . 7'4-inch base 
... Finest materials and work- 
manship. 


UTILITY... For summer, powerful 
10-inch fan with air displace- 
ment of 500 cu. ft. per minute 
. . . For winter, 1320-watt 
forced air heater. 

SILENCE... Incredibly quiet — 
nearest thing to noiseless 
you’ve ever seen in a motor- 
driven appliance. 


ECQNOMY...Heater and fan 
COMBINED for one low 
price. 
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Tested and Proved 
SQUIPMENT 


CeCe eeeeerereereeeeeesese 
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COPYRIGHT 1946, H. B. HUDSON mFS, CO, 
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Millions of Times We’re Saying... 


Youn? eee 


Hudson National Advertising Directs 
Dollars to YOUR Store... 


Yes—right in your trading area HUDSON advertising is sowing the 
seed that will grow into richer profit harvests for HUDSON dealers. 


The current campaign totals 89,513,000 messages. It appears in 
leading national and sectional magazines. It reaches the cream of 
the buyers in your community, telling them about HUDSON 
“Tested and Proved” Equipment . . . telling them how this equip- 
ment can help them make more money and save labor . . . telling 
them that YOUR STORE IS THE PLACE TO BUY. 


HUDSON national advertising is just one of the steps in 
HUDSON’S progressive program to help you increase profits. On 
the way are new, hard-hitting promotional helps . . . new “‘dealer- 
tailored” merchandising ideas . . . new sales-making products. 


Plan ahead for the extra profits waiting for HUDSON dealers. 
Write us for information on the HUDSON profit-producing dealer- 
ship and what it can do for you in the years ahead. 


H. D. HUDSON MANUFACTURING COMPANY 
589 E. Illinois St., Chicago 11, Ill. . Branches in Principal Cities in U. S. 


HUDSON 


@ SPRAYERS AND DUSTERS 
@HAY TOOLS AND BARN EQUIPMENT 
@LIVESTOCK EQUIPMENT 
@ FARM VENTILATION EQUIPMENT 
@ POULTRY EQUIPMENT 
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DANDELION 


@ It is what they have read about ... in BET- 
TER HOMES AND GARDENS, READER’S DIGEST, 
CoUNTRY GENTLEMAN, TIME, and other maga- 
zines and newspapers. It is the real thing, not 
a substitute. 


@ It has been on the market for two seasons 
—many people know that WEEDONE really kills 
weeds without killing the grass. Experiment 
Stations and County Agents know WEEDONE’S 
effectiveness from actual tests. 


®@ It's patented. It is the best weed-killing for- 
mula that we can make. We take pride in our 
product and we have plenty of research work in 
back of WEEDONE. We make and sell WEEDONE 
under U. S. Patent #2,390,941, the patent that 
covers 2-4D. as a weed-killer. 
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PLANTAIN 


@ It is widely advertised ... in full page, full 
color ads in HousE & GARDEN, BETTER HOMES 
AND GARDENS . . . in LIFE, TIME, SATURDAY 
EVENING Post, COLLIER’S, AMERICAN HOME, 
FARM JOURNAL, COUNTRY GENTLEMAN, SUCCESS- 
FUL FARMING, CAPPER’S FARMER and many 
others .. . Nearly One Hundred Million Sepa- 
rate Ads! 


The tremendous interest in 2-4D. weed killers 
is the best proof that we know how to get the 
customers into your store. 


We have ample supplies to take care of all 
demands. Order your stock now, so you won’t 
miss any sales. If your jobber does not have 
WEEDONE, write us direct. 





MODEL 125 
1" DRILL 


For drilling wood, metal and plastics. Small, compact and 
light-weight—but has the power and stamina to do a man’s 


size drilling job. Has special steel alloy gears and self-lubri- | 
model | 


cating bearings. Easily serviced or dismantling 4” 
comes in two speeds and operates on 110-volt AC-DC or 220- 
volt AC-DC. %” models also available. 


Ask your Jobber for these nationally advertised products. | 
MALL TOOL COMPANY 7702 South Chicago Avenue, Chicago 19, Ill. 


*25 YEARS OF “BETTER TOOLS FOR BETTER WORK." 


PORTABLE 
POWER TOOLS 





A NAME THAT GUARANTEES 
BRIGHT WIRE GOODS 


2uality 


CHAS. 0. LARSON CO. © STERLING. ILLINOIS 





about 12 lbs. 





A pertfect tool for shop use that you can retail 
at an attractive price. Adjustable tool rests. 
Shaft %” turned down to 42” at the ends. Will 
take wheels up to 6” in diameter. 


Other Grinders for sharpening, grinding, pol- 
ishing or buffing—for home, shop or garage 
use. Also Popular Priced Saw Mandrels—all 
sizes for all purposes. Write for descriptive 
circular of our entire line. 


MAJESTIC TOOL MANUFACTURING CO. 
120 No. Jefferson Street, Chicago 6, Iill. 


Weight 














THERE IS 


CONGRESS DISPLAY 
ASSORTMENT— 
SMALL INVESTMENT 
—LARGE PROFIT 


50 pulleys assorted of 27 popular 
sizes with diameters from 14" to 
5”, each individually packaged in 
on attractive dust free box makes 
up the CONGRESS display assort- 
ment. Above 3 color display cord 
ond handy inventory cord included 
free with each assortment. Com- 
plete assortment $15.00. Your 
profit $11.40, 


If your jobber cannot supply, or- 
der direct and send jobber's name 


More Profit 


FOR THE HARDWARE, 
HOBBY SHOP AND FARM 
EQUIPMENT DEALER 
Compare the prices, quality and mer- 
chandising helps of the CONGRESS 
line and you too, will agree that there 
is more profit in CONGRESS pul- 
leys. Wise dealers everywhere are 
switching to CONGRESS for long 
profit and fast turnover. 


CONGRESS PULLEYS are 
NATIONALLY ADVERTISED 


CONGRESS is building sales with 
advertisements in Popular Mechan- 
ics, Popular Science plus these in- 
dustrial publications—Industrial 
Equipment News, New Equipment 
Digest, Industrial Bulletin and Mod- 
ern Industry—building sales and 


profits for you. 
Dit CASTING 


CONGRES DIVISION 


Detroit 12, Michigan 


HARDWARE AGE 
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Man! What Speedy Deliveries! 


and what a struggle to make a dime 

































Here at Schollhorn we emphasize forward-looking rather than backward. 
But sometimes, in these hectic days, it helps a bit to “remember when.” 


For example, we remember when, only a few years ago, manufacturers 
could get steel, almost at the drop of a hat. A new drill press, ordered today, 
might not come tomorrow, but it was almost as good as that. Raw material 
Z suppliers said "Yes sir! When would you like it?” instead of, “Are you 
Gy kidding? We'll take your order.” Box makers were able to make boxes. | 
"Printers were able to print. Coal dealers had coal. Industry could know 
what each item cost to make. 





Jobbers were well stocked. Dealers’ shelves were bulging. Sales man- 
agers needed no asbestos gloves to handle their morning mail. No retailer 
ever grew irate and hoarse saying, “Sorry. They're on order.” 





. 


Ah! Those happy days in the 30’s; what wonderful times they were! 

Or were they? 

No. There was a hitch. In the midst of all 
that plenty nobody seemed to want anything. 
Merchants had everything except customers 
. .. and all up and down the line, from manufacturer to jobber 
to dealer, it was a struggle to make a dime. 


SO em 








So now ... when all of us occasionally get out of patience wjth 
a consumer demand that’s somewhat out of hand... it helps a 
bit to look back for a moment at those not-too-happy days when 
customers could be served promptly ... if only there were some 
customers! Would many of us trade these times for those? 








SHIPPING We're going full tilt at the Schollhorn plant in an effort to enable our trade to 
cash in on today’s enormous demand for BERNARD tools. We're making 
every effort to fill orders equitably and promptly . . . And of this, too, 
you can be sure — even in these times, there will be no compromise with 
the quality for which this line has been famous for three quarters of a century. 
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QUALITY TOOLS SINCE 1870 . NEW HAVEN 9, CONN. 
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Wm. Schollhorn Company | 








THE HANDY OHIOAN 
HOME AND WORKSHOP BENCH GRINDER 


} aes a little beauty that has plenty of sales 

appeal. It’s small and compact in size, yet 
long on the ability to perform to perfection most 
home sharpening jobs . . . knives, scissors, and 
small tools. 


The 8-inch natural stone revolves on ball bearings 
and is mounted on a sturdy steel frame painted 
a bright orange. Comes neatly packaged with 
complete instructions for easy assembly. 


Write now for full information on prices and 
discounts. 


THE CLEVELAND QUARRIES COMPANY 


GRINDSTONE DEPARTMENT 
Guildhall Building 


2% 
ABRASIVES tee) 


CLEVELAND 
QUARRIES 


GRINDSTONES 





Cleveland 15, Ohio 





PANTHER ond DRAGON 


Wbexpped and sealed individually in cellophane, 
PANTHER and DRAGON Tapes are safe in any 
climate. They “work” well and last on the job. 

These tapes don’t linger on shelves. They’re fast 
movers because they are extensively advertised and 
well-known. PANTHER and DRAGON Tapes are 
made and backed by the company which has special- 
ized for over 65 years in insulating electrical wires 
and cables. 

PANTHER and DRAGON Friction Tapes adhere 
firmly, meet ASTM adhesion requirements. 
PANTHER and DRAGON Rubber Tapes fuse 
readily and securely, have high elongation and excel- 
lent dielectric qualities and meet ASTM tests for ten- 
sile strength. All tapes pass Federal Emergency 
Specifications. 

Our nearest agent can supply you with these tapes 
and further details about them. We'll be glad to 
supply his name on request. 


PANTHER AND DRAGON 
friction & rubber TAPES 


Sold Through Recognized Independent Wholesalers 


yy ~«©HAZARD 


INSULATED WIRE WORKS 
Division of The Okonite Co 


Wilkes-Barre, Pennsylvania + Offices in Principal Cities 
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PORTABLE ELECTRIC 
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MADE BY SKILSAW, INC. / tDRItS 


SxuSaws 
\ Sxit_Grinoers 
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to buy Delta 
Homecraft* Power Tools. 


“ee See P i 
whetting their appetites for 


Homecraft saws, lathes, drill presses, and 
jointers, We're showing them {in ads like 
the one you see here) how Delta is 
expanding to satisfy the big pent-up 
demand for fine power tools — accur- 

ate, dependable, safe. 


We're preparing your customers for the 
day (and may it come soon!) when 
you — the authorized Delta dealer — 
can help them realize their dreams of a 
woodworking shop at home. 


Big Delta ads in full color appear regu- 
larly in the Sunday newspaper supple- 
ments, This Week and Parade, read 
by millions. Full-page ads appear 
every month in magazines like Popular 
Mechanics and Popular Science. The 
response, in mail and coupons, is 
an eye-opener to anyone who doubts 
that there is a real profit potential 

for the alert Delta dealer. 


Prepare to share in Delta’s leadership 
in this field, Give Delta Homecraft 
tools their proper place in your 
plans. Provide now for ample dis- 
play (related to displays of hand 
tools and accessories). Set up 
a model home shop on your 
display floor. 
We're doing our best to hasten 
the day of full and prompt 
deliveries. Get ready for it! 


THE DELTA MFG. CO. 
753F E. Vienna Ave., Milwaukee 1, Wis. 
BS S We 
z S  Subsidiory of Rockwell Mfg. Co. 
"Nae = +Trade Mark Reg. U.S. Pat. Off. 


OMECRAFT 


POWER TOOLS 
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and 
like WHEELING 
ta is 
f-up 
tg EXPANDED METAL 
: h ’ e | 
Pa It’s available .. . and profitable. Has 
vg thousands of uses. More strength per 
otra e 
pound than mesh fabrics —no soldered 
gu or welded joints. 
ple. : | 
read Has innumerable uses in and around the ) 
pear : i 
ular home, farm and shop. Sold in flat sheets 
a for screen door guards and kindred uses. 
ubts ees ‘ 
tial Remember it's extra light, strong, good 
looking. Investigate. Ask your Wheeling 
. 
om dealer 
four = 
dis- 
and Wheeling Expanded Metal Idea No. 238: Farmers make tem- 
up porary field corn cribs by tieing together eight 4 ft. x 4 ft. sheets 
our of Wheeling Expanded Metal to form a 1044 ft. circle 4 ft. high. 
Holds 140 bushels (ear corn). Quickly erected as needed. 
Easily taken down and stored. Good for years. Low cost. 
ten 
mpt 
it! 
So. 
Wis. 
ee 
WHEELING CORRUGATING COMPANY ° WHEELING, W. VA. 
Boston » New York * Buffalo « Cleveland + Atlanta » Detroit « Columbus « Chicago « St. Lovis 


Philadelphia + Richmond * Minneapolis + Pittsburgh + Lovisville + Kansas City » New Orleans 
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IF YOU WANT TO MAKE 
More Money 


BE THE 


BURKS DEALER © 


With all the advantages of the BURKS Dealership in your 
favor, you are in position to make a greater net profit 
in the water system business. 


ONLY BURKS DEALERS HAVE ALL 
THESE IMPORTANT ADVANTAGES 


@ Practically no "profit-eating™ call 
backs after a system is installed. 

@ Complete line of BURKS Super Tur- 
bine shallow well systems. All 
equipped with LIFE-LOK to give them 
longer life than competitive systems. 


Complete line of Deep Well Systems 
—both turbine and vertical centrif- 
ugal types. Lift water 210 feet. 


Year around backing of national ad- 
vertising. 
Constant help of effective local ad- 
vertising. 


Sales features, exclusively engineered 
into BURKS Water Systems, that 
clinch sales. 


@ 100% backing of the company. 


Write today for complete details about 
the BURKS Dealership in your locality. 


DECATUR PUMP COMPANY 
52 Elk St. Decatur 70, Ill. 


BURKS Super Turbine 
Shallow or Deep Well 
Systems 





always- BACKS uP | 


THE DEALER 
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Mr. Hardware Retailer, Here Is a Great New Display 
Stand That Sells the New 78 Piece Minute Mop Assort- 
ment of Cellulose Sponge Household Cleaning Aids! 


® Soap Bank ® Toi-La-Kleen Brush 
© Dish Mops © Bath Brush 

© Window Brush and Squeegee © Wash Stand Brush 
© Scouring Pad ® Bottie Brush 


And the Nationally-Known and Nationally-Advertised 


MINUTE MOP AND DRAINER 


Customers won’t pass up the popular, labor-saving Minute line 
of Du Pont Cellulose Sponge items so attractively displayed. 
Install this striking, sales-exciting display and these items vir- 
tually sell themselves. Each one specifically designed to ease a 
particular house-cleaning chore, is conveniently arranged to catch 
the eye—to stop your customers and get their buying urge to 
working fast. 


A Sure-way EXTRA PROFIT-maker! 


“Minute Mop” is a famous name nationally advertised. When you 
introduce the complete, new Minute Mop line of drudgery killers 
you tie in real reputation with real, multiple sales appeal. That 
means nothing less than rich, steady, extra profits to you. 


Set Up the New Minute Mop Display in Your Store 


Get this handsome, sturdy sales- 
builder to work for you right away. 
It’s a great, powerful merchandiser. 
Beautifully finished in colors, 
heavy metal construction. Base 
measures only 11144” x 17”. Fur- 
nished free with the 78 piece in- 
troductory assortment. 


Write or Phone your jobber today. 

Hurry as the supply of free racks 

is limited. You will be way ahead 

in consistently expanding profits. 
Beautiful 4-Color Lithographed 


fore Mews cet ae: MINUTE MOP CO. 


fi - 
Cot “Wihe war” "'" "~ 17 East 23rd St. Chicago 16, :I'. 
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IT’S NEWS AGAIN 


Plastic Pearl Tops Are Back 
On Self-Ventilating Pearl-Wick Hampers! 


Use your newspapers to shout the news! Women 
all over have been wanting to buy Pearl-Wick 
Hampers with plastic Pearl tops. Let them 
know—quick—that you have them! 


Pearl-Wick—world’s greatest hamper name 
—is also easiest to promote. Pearl tops are big 
style news today. Pearl-Wick self-ventilation 


PEARL- 


SELF - VENTILATING 


is an unbeatable hamper feature. 


Our national advertising—the greatest cam- 
paign in the hamper industry—is a continuing 
demand-builder. Get aboard the band-wagon 
with your own ads and windows... right now! 
We’ve material to help you. Write us....... 
Pearl-Wick Corp., Long Island City 2, N. Y. 


WICk 


Foi Df? LAd- 


DESIGNED AND BUILT BY HAMPER SPECIALISTS 


SHOWROOMS: 1150 Broadway, New York City * 417 So. Hill St., Los Angeles * 1115-1115A Mdse. Mart, Chicago 
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1. OPEN. Simply step on 2. DIP. Cleverly designed | 

——> the lever and the W ringer Opening guides mop | 
opens. It’s an easy, one- against front roller, where | 

footed operation. greatest pressureisexerted. | 


Easy as 1-2-3 


to DEMONSTRATE 
te OPERATE, to SELL 


THE NEW AND Pps aes 
. « Then step on 
GREATLY IMPROVED foot treadle and withdraw 
f mop. Foot keeps rollers 
tightly compressed, and 
balances Pail. No springs 
to get out of order. 





MOP WRINGER 
PAIL 


The New and 

Greatly Improved 

DeLuxe Mop 

Wringer Pail is 

the satisfying an- 

swer to the prob- 

lem of quickly, simply and easily wringing out 
dirty mops. That’s why women by the thousands 
want and will buy it. 


With the New DeLuxe, one foot does the work. 
A woman simply steps on the treadle, drops the 
mop into the water and lifts it out. Her hands 
never touch the dirty water. 


Definitely not top-heavy, the New DeLuxe is 
virtually impossible to tip over. Big enough for 
the job (actual capacity 14 quarts) it is still light 
enough for a woman, yet strong enough for a jani- 
tor. All parts are galvanized and there are no 
springs or mechanism to get out of order. 


Advertising in such widely-read magazines as 
The American Home, Better Homes and Gardens, 
House and Garden, Good Housekeeping, Ladies’ 
Home Journal and Woman’s Home Companion is 
acquainting your customers with this new and 
greatly improved DeLuxe. Women expect to find 
it on display when they come into your store. 
Order from your Jobber. 


VCHLUETER MFG. CO. 


ST. LOUIS. MISSOURI 








Vell her how ro 
ase tht... 


The toilet top tray will 

catch her eye. While she’s 

buying it, show her the 

bathtub mat to match. 

Result . . . you make two sales with only one 
effort. 

Homemakers like the popular matching colors 
of these two Rubbermaid items. The bathtub 
mat has suction cups on the bottom to prevent 
slipping and falling in the tub. The toilet top 
tray keeps toilet articles and bottles in order, 
avoids glass breakage. 

Here are other sales points . . . Rubbermaid 
Houseware is made of a high-grade synthetic 
rubber that outlives natural rubber 4 to 5 times. 
It has greater resistance to soap, grease and 
oils, heat, and hot water than ordinary rubber. 

Your customers are seeing the eye-catching 
national advertising that features the Rubber- 
maid Houseware line. Women know Rubber- 
maid products, know they are the best in rubber 
houseware. It’s a profitable line for you to carry. 


Chubbermaide @ 


HOUS EWAR E 


THE WOOSTER RUBBER COMPANY 


WOOSTER OHIO 
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As More and More Dneslo COOKERS Are Delivered Every 
Day, Thousands of Homemakers are Saying .. . 


I’m so happy ! waited 
for my 


Mreslo cooxer: 


CAST from Special 
Extra Durable Finest 
Quality Simalloy 


@ Thousands of PRESTO Cookers are being 
produced and shipped every day . . . and 
every day the demand for these remarkable 
cooking utensils grows and grows. Every 
PRESTO Cooker sale means more and more 
PRESTO Cooker friends. One happy home- 
maker tells another. 

Dealers who value most the satisfaction of 
their customers are taking more and more 
orders for PRESTO Cookers for earliest 
possible delivery. 


WORLDS LARGEST MANUF 


NATIONAL PRESSURE COOKER COMPANY sentsuadtapanies aaiealian attic 
General Offices ana Factory: cAU CLAIRE, WIS Branch Facfories: LOS ANGELES, CAL. - WALLACEBURG, ONT 
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GILBERT 


may 


GILBERT’S NEW HAMPSHIRE BRANCH 
WILL HELP 











One Gilbert factory isn’t enough. All the 
machines and every pair of hands available in the 
original plant can’t make enough clocks or make 


them fast enough to meet today’s tremendous demand. 


So now Gilbert has made Laconia “the capitol 
of New Hampshire clockmaking” . . . with a branch 
plant devoted exclusively to the assembly of those 


Gilbert Alarm Clocks you’ve been waiting for. 


Production is still limited . . . but improving 
every month. There are not yet enough clocks for 
but established Gilbert wholesalers 


get regular allocations. 


everyone ... 


Clack makers te the nation since 1807 


THE WM. L. GILBERT CLOCK CORP. 
WINSTED, CONNECTICUT 


Laconia, N. H. 


141 W. Jackson Blvd. 


551 Fifth Avenue 
Chicago 4, Til. 


New York 17, N. Y. 


70 














FOR FAST, GVER-THE-COUNTER SALES 


— and watch these ‘Beauty Packages” of Lace 
Paper Doilies and Place Mats increase the turn- 
over and profits of your paper goods department. 
Each pack contains 100 MILAPACO Doilies or 
Place Mats. Doilies are in 5, 6, 8, 10 and 12” sizes. 
Illustrated on outside of each pack is a full size re- 


production of Doily or Place Mat contained therein. 


MILWAUKEE LACE PAPER CO. 


1306 E. Meinecke Ave © Milwaukee 12, Wis 


BRANCH OFFICE ANI WAREHOUSE 


78 BLEECKER ST. NEW YORK 


HARDWARE AGE 





_.. and it will 
* It helps sell 400 million packages of food a year 


sell appliances, too! | 
y 10 million radio listene 


8 billion advertising imp 


rs a week... 


p 


* It puts 
America every year - -: 


Comune Soon To HELP APPLIANCE DEALERS... 
The most powerful consumer influence of its kind! 





What is it? 


It’s the home service program of General Mills, one of the world’s largest food 
manufacturers . . . carried on by a group of expert home economists symbolized 
by Betty Crocker — voted by homemakers America’s most helpful home service 
authority. 


it will help your customers buy appliances more intelligently through service 
advertising in magazines and newspapers, through the famous Betty Crocker 
radio programs. 

It will develop and distribute practical ideas on how to get the most out of home 
appliances — how to shorten and lighten household tasks with new appliances. 





What will it do for you? 


It will gain for General Mills Appliances—and their dealers RCS 28 
—the same swift acceptance and unshakeable loyalty that n Ln os 
has marked the success of other General Mills products. Pi PPliances 1@ 


It will open to appliance dealers a huge, rich, eager pre- 
sold market of millions of Betty Crocker followers. 


It will pave the way for easier, quicker, more profit- 
able sales of General Mills Home Appliances. 


it will broaden the market for all appliances and 
build greater profit potentials for all appliance 
dealers. 





BETTY CROCKER 16 A TRADE NAME OF GENERAL MILLS, INC. 


GENERAL MILLS, INC., HOME APPLIANCE DEPARTMENT «© MINNEAPOLIS 13, MINNESOTA 
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| Westchester Brickote Products Co., Inc. 


Manufacturers 


r sales 


ane 
alee wn faster 


other in cael tela 
Te oe 


The best copper pad on the 
market—nationally advertised 


| Andirons and other Accessories for the Fireplace 
IMMEDIATE DELIVERIES 


Red Bulbs, Aluminum Spinners and Pins for Electric 
Firelogs now available as a replacement item. 





constantly —to over five million 
housewives — and sold with a Our products are nationally known and proven best sellers. 
devble-your-money-beck Literature sent upon request 
guarantee. Order today! 


TRIANGLE MFG. CO. WESTCHESTER BRICKOTE PRODUCTS CO., Inc. 
123 N. JEFFERSON ST., CHICAGO 6 | 1528 Williamsbridge Rd., New York 61, N. Y. 

















IMMEDIATE DELIVERY 


Aluminum 
ROAST AND BAKE PANS 


Length 163% in. Width 123% in. Depth 3!/, in. JUNIOR 
Body Drawn of One Piece of CAN OPENERS 
14-Gauge Sheet Aluminum 


Packed 12 to carton. Weight 34 lbs. per carton Edlund still leads the way . . . 


Write, wire or phone for full details Pn nll with full production fast being 


| d. b 
MARTIAN PRODUCTS CO. Ji) scsi cater trches Tose 


565 Fifth Avenue, New York 17, N. Y. 
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The Black Plastic 


A Twist of the Lid 
Lets Steam Escape 
As Chicken Browns. 


Act now, to get prompt delivery on 
these sure-profit makers. Order trom 
the LIBERTY DISTRIBUTOR nearest 


you, Today! 


Albany Hdwe. & iron Co. 


dew 


Allison-Erwin Co. 


As} 


Amarillo Hdwe. Co. 


Beck & Gregg Hdwe. Co. 


Corpus Christi Hdwe. Co 


Harper & McIntire Co. 


Hoffman Hardware Co 
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Huey & Philp Hdwe. Co. 
+ W 


Hunt & Mottet Co 


s "a Wa 
Isaac Walker Hardware Co 


Kelley-How-Thomson Co 


Momsen Dunnegan Ryan 


Morley Brothers 


Morley-Murphy Co. 
cen Bay. Wiscons 
Milwaukee, Wis 
Wa . A 


Northwest Hdwe. & Steel Co. 


Orgill Bros. & Co 
M b 2 Te 

Rice & Miller Co 
Ba Pere 


Richmond Hardware Co 


Supplee-Biddie Company 


The Emery-Waterhouse Co. 
Portland 6. Maine 
The Salt Lake Hdwe. Co. 


and 


The Thomson-Diggs Co. 


The Tracy-Wells Co. 


Van Deren Hardware Co. 


J. A. Williams Co. 
Wyeth Company 


formerly Wyeth Hdwe & Mfq Ce 
M 





WOOD 


ALL SET TO 


~e- With the 


COMPLETE 
Hardware 


COMPLETE in types, sizes, weights 
COMPLETE in overall price range 
COMPLETE in exclusive selling features 


SHOVEL AND TOOL CO. of'c 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY 
IN SHOVELS, SPADES AND SCOOPS 


HARDWARE AGE 











CHARLES J. HEALE 
President and General Manager 
L. V. ROWLANDS 

Sales Manager 
J. M. WITTEN 
Circulation Manager 


KENNETH A. HEALE 
Managing Editor 


GEORGE M. SANGSTER 
RUDOLPH 8. WILD 
HAROLD 8. NMOURE 

J. R. KEAGY 
Assoctate Editors 


ALBERT J. MANGIN 
“Who Makes [t—’’ Directory Editor 


L. W. MOFFETT 
BUGENB J. HARDY 
KARL RANNELS 
Washington Bditors 
SAUNDERS NORVELL 
‘GEORGE G. HOY 
Contributing Hditors 
HARRY R. TERHUNE 
Lee Angeles, Calif. 
Pacific Coast Editor 


ADVERTISING DEPARTMENT 
Boston 10, Mass.: 
Ots B. Bercersen, 735 Rice Bidg., 10 High &t. 
Liberty 4460 
New Yorn 17, N. Y.: 
B. RB. Sanpirorp, 100 East 42nd St. 
Joun NIonOLs, 100 East 42nd 8t. 
Murrey Hill 6-8600 
CLEVSLAND 15, O10: 
Wu J. Peppsry, 709 Union Bidg., 1936 Euclid Ave. 
Cherry 7658 
Cuicaco 1, ILt. 
Wimt1aMm C. SCHOLEFIELD, 230 N. Michigan Ave. 
Room 1265 
Mat. M. WHITFIELD, 230 N. Michigan Ave., Room 1295 
Prenklia 6303 
San Francisco 4, Cat.: 
B. J. Brncm, Room 139, 306 Montgomery 8t. 
Douglas 4393 
Los ANoRteus 14, Cat.: 
4. V. Fistwr, 641 Consolidated Bidg., 607 Se, Hill St. 
Vendike 7386 


® 


Owned and Published by 
CHILTON COMPANY (Incorporated) 


Editorial and 
Executive Office Advertising Offices 


Chestnat and 56th Sts., 100 East 42nd St., 
Philadelphia 39, Pa., New York 17, N. Y., 
U.S.A. U.S.A. 


Officers and Directors 


JosePH S. HILDRETH, President 
Vice-Presidents 
EVERIT B. TERHUNE 
J. H. VAN DEVENTER Cc. 8. BAUR 
P. M. FAHRENDORF JULIAN CHASE 
WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Seoretery 
@. C. BUZBY THOMAS L. KANE 
HARRY V. DUFFY CHARLES J. HEALE 


WILLIAM H. VALLAR, Asst. Treas. 


PAUL WOOTON 
Washington Member 
of the Bdttortal Board 
1007 National Press Bidg., Washington, D. C 





JUNE 6, 1946 

















Published Every m G E 


Other Thursday 
Editorial and 


Advertising Offices 


100 East 42nd St., 
New York 17, N. Y., U. S. A 


. Executive Office 


Chestnut and 56th Sts., 
Philadelphia 39, Pa., U. S. A. 


Established 1855, succeeding and embodying “Hardware” of New York, 
“Stoves and Hardware Reporter,” St. Louis; “The Western Hardware 
Journal,” Omaha; “Iron Age Hardware,” New York City; “The Hard- 
ware Reporter,” St Louis; “Hardware Salesman,” Chicago; “Hardware 
Dealers Magazine.” New York, and “Good Hardware,” New York 


EDITORIAL CONTENTS 
JUNE 6, 1946 


Vol. 157 No. 12 
Just Among Ourselves, by Charles J. Heale . 77 
Showmanship Paves the Way for Major Appliance Sales 80 
Courtesy and Service to Customers Pay Dividends ... ~~ ae 
Cash In On the Sale of Canning Supplies! ... 85 


Increased Sales of Fishing Supplies 50 Per Cent 
in Three Months 87 


“Get the Women Into the Store—the Men Will Follow” .... 88 


Some Remodeling and Repairs Allowed Without 
C.P.A. Approval, by Eugene J. Hardy 90 


Credits and Distribution, by A. M. Sullivan .. ae . 91 


This Department Is a Reminder for the Paint-Minded 
Customer 93 


Post-War Personnel Plans of Hardware Wholesalers, 
by R. S. Wild 94 


Display and Advertising Attract the Farmers .. 97 
Aluminum in the Building Industry, by John A. Serpell 99 
Flexible Packaging for Hardware 104 
Gifts Help Them Increase Traffic 108 
A Family Enterprise Prospers . ; 114 


Hardware Age Retail Sales Idea Club .. 


Hardware Age Window Displays 118 Hardware Age Fifty Year Club. 154 

News of the Trade ............ 126 How’s the Hardware Business?. 156 

Reconversion News ............ 148 What's New ... 166 
Coming Conventions and Events 182 


Copyright 1946 by Chilton Company (Inc.) 


ADVERTISING INDEX—PAGE 192 


Subscription Prices—United States, its pos- 
sessions: one year $1.00. Mexico, Central 
America, South America, Spain and its 
Colonies: one year $1.00. Canada $2.00. 
Foreign countries not taking domestic rates 
one year $2.50. Single copies 25 cents each. 


NET PAID CIRCULATION THIS ISSUE—28,899 














































<> wee 















Sor eee srk 
























ee ee ee 




























AMERICAN CHAIN 


Answers Everyday Chain Questions... 


+++ SELL AMERICAN : : - tue computers cain Line 


American Chain Division makes all types of electric welded and fire 
welded < all types of weldless chain made of formed wire or 


ra 


ymplete line of chain fittings, attachments and 


air links — cotter pins. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN” DIVISION 
AMERICAN CHAIN & CABLE 


» . ; 
‘ In Business for Your Safety 


HARDWARE AGE 





—_ | 


Informal Editorial Comments ... 


Just Among Ourselves 
... By Charles J. Heale 








OPA Continues to Encourage 
Sales Direct to Consumers:— 


about Nylon hose and white 
shirts (See HARDWARE AGE, 
May 9, p. 101) have provoked a wide 
assortment of correspondence, mostly 
condemning the OPA arbitrary price 
ceiling rules which encourage sales 
direct toconsumers, thereby by-passing 
wholesalers and retailers. As might 
well be expected, human nature being 
what it is, we are also being impor- 
tuned to procure both Nylon hose 
and white shirts. This we will not do. 
Apropos of this discussion we 
quote, in part, from a current bul- 
letin of the National Retail Dry 
Goods Association as follows: 

“We have before us a letter from 
the Kenosha Full Fashioned Mills, 
Inc., of Kenosha, Wisc., addressed 
to a Chamber of Commerce, stat- 
ing: 

“It is with pleasure to inform 
you (sic) that we have received 
permission from the Office of Price 
Administration to sell our manu- 
factured hose direct to the con- 
sumer at mail order prices.’ . . . 


QO: recent editorial comments 


A Typical OPA 


ITH some deletions and 

changes in names and products, 
so that the source is not readily iden- 
tified, we quote in part a letter a dis- 
trict sales manager recently wrote 
to his general sales manager. The 
firms involved are well known hard- 
ware producers and distributors. The 
letter is, with the changes mentioned, 
as follows: 
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“The letter then goes on to request 
the Chamber of Commerce to sup- 
ply the names of ‘the larger indus- 
trial offices in your city, together 
with the name of the personnel or 
office manager of each, so that we 
may write them to inquire how 
many girls they have in their of- 
fices.’ 

“Any Chamber of Commerce 
would be engaged in a queer busi- 
ness if it joined in this effort to 
take business away from its local 
retail merchants, but anything is 
worth trying.” 

The N.R.D.G.A. further comments: 

“This tendency on the part of 
manufacturers at this time, how- 
ever, to sell to the consumer be- 
cause they may be dissatisfied with 
the prices which they are allowed 
to charge in the regular course of 
their normal business is something 
which hardly can be defended. If 
OPA ceiling prices for manufac- 
turers are inadequate those man- 
ufacturers should have sufficient 
courage to stand up and fight for 


““A week or so ago I went to the 
local OPA office and got some 
copies of orders SO 151 and MPR 
591. According to my _inter- 
pretation, jobbers and wholesalers 
of our products can mark-up 
33 1/3%. Am I correct in under- 
standing this means a 33 1/3% 
mark-up on their new costs? As 
an example, let’s take-———-———.. 


adequate ceilings, not take it out of 

retailers.” 

To which we add that Wisconsin, 
home of this hosiery mill, was one 
of the first, if not the first, state to 
pass an anti-trade diversion law. Five 
other states have them. They are 
Ohio, Illinois, Minnesota, Pennsyl- 
vania and Michigan. Of course such 
laws only control intra-state transac- 
tions and cannot curb inter-state 
trade diversion—more the pity. 

It might be well for wholesale and 
retail organizations in all fields, to 
get busy and articulate to promote 
the passage of an early federal statute 
banning “industrial sales” as such 
trade diversion activity is frequent- 
ly termed. Perhaps Representative 
Wright Patman of Texas, who has 
sponsored so many bills to protect 
legitimate tax-paying distributive 
business, would be the logical mem- 
ber gf Congress to start such a ball 
rolling. This would be a worthy sub- 
ject for the National Retail Hardware 
Association to consider at its Con- 
gress to be held this month. 


Problem Faced By a Manufacturer:— 


Blank is a large mill supply house 
and sells a lot of ————and 

to local factories. Before our price 
advance they had been selling 
—_——at $7.20 list, less 40%. A 
few of their sales on have 
been at 40-10% off, but the bulk 
has been at 40%. Blank’s cost on 
this size has been $7.20, less 40- 
25-10%, or a net of $2.92. Now 
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we add 10% OPA extra charge, 
making new prices $3.12 net. If 
we take that price, $3.21, and 
Blank adds 33 1/3% for mark up, 
that would be $1.07, making the 
resale price $4.28. Before this 
OPA regulation Blank’s resale 
price was $7.20 less 40% or $4.32 
net. In other words, before OPA 
regulation they bought—-———at 
$2.92 and sold them at $4.32. Now, 

cost them $3.21 and they 


have to resale them at $4.28. This 

means that they have to pay us 

29 cents a hundred more and sell 

them for 4 cents a hundred less. 

That doesn’t add up to me—may- 

be my interpretation of the order 

is all wet.” 

With all the mention of “Blanks” 
and the “blank spaces” in above let- 
ter it might appropriately be consid- 
ered one of the most “blankety blank” 
examples of the confusion that OPA 


policies bring about. 

We still urge that our readers in- 
sist to their Congressmen that OPA 
be eliminated, for we continue to 
have greater faith in competitive free 
enterprise to keep prices at reason- 
able levels than we do in any govern- 
mental bureau, especially when such 
bureaus are manned at the top brack- 
ets by persons without suitable back- 
ground experiences for handling the 


job. 


Atlantic City Housewares Show Was Crowded But:— 


fives recent Atlantic City House- 
wares Show was a great success 
from many angles. All available dis- 
play space was quickly sold out and 
a substantial waiting list, hoping for 
cancellations, was at hand. Attend- 
ance was heavy with wholesale and 
retail hardware firms, department 
stores, etc., well represented from 
every part of the country. 

But the merchandise on display, 
in the main, and the inability of those 
displaying to ship, were definitely 
disappointing factors which 
caused great grumbling and dissatis- 
faction. With a few notable excep- 
tions, there didn’t seem to be much 


most 


exciting and definitely very little new 
merchandise on display. Another out- 
standing weakness was the great 
number of booths rented by strictly 
sales agents, many of whom had a 
restricted selling territory for the 
lines displayed. This particular prob- 
lem has been corrected for subse- 
quent shows which is a good move in 
the right direction. 

One prominent wholesale hardware 
executive, in charge of his firm’s 
housewares department, character- 
ized the show as “a junk show” and 
based this rather unkind appraisal 
on the numerous displays of what he 
called “the kind of goods you took 


in desperation, but in limited quan- 
tities, during the war when you 
couldn’t get anything better yet want- 
ed to stay in business.” He felt, and 
we agree, that much of the odds and 
ends displayed at the Atlantic City 
Housewares Show were not repre- 
sentative of the future possibilities 
of the housewares business but were 
more typical of “close out” goods 
that somebody wished to unload. 

We understand that future Atlantic 
City Housewares Shows will correct 
these weaknesses and are confident 
that such a policy will make this 
show bigger and better and more 
representative. 


Too Bad the Railroad Strike Didn't Continue for a Week:— 


TI‘HE railroad strike has been set- 

tled. So has the coal strike. Per- 
haps the maritime strike will have 
been settled by the time this issue 
reaches our readers. If so, it will 
probably be settled the same way— 
largely in favor of the demands of 
the politically potent and articulate 
union leaders. 

Being one of the millions tempo- 
rarily stranded (600 miles from 
home), when the railroads quit run- 
ning, we now feel as though we are in 
a little more intimate touch with 
the seriousness of the impact of such 
labor upsets. But it didn’t last long 
enough to make us mad enough. And 
that goes for every other tax-paying 
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and voting citizen in this entire 
country. 

Had the railroad strike dragged 
along for a full week all industry and 
commerce would have been literally 
paralyzed. Everybody would have 
known it, sensed it, felt it and paid 
a full share for the loss. The chaos 
that would have followed in our ef- 
forts to resume the status quo might 
have staggered, shocked and solidi- 
fied our national thinking as did Pearl 
Harbor. 

Under such circumstances, we 
might have tackled this strike prob- 
lem just as we tacked the war that 
was forced upon us. As it is now, 
our Congress is handling labor leg- 


islative efforts on a “patchwork 
quilt” basis without showing enough 
intelligence or backbone to repeal 
the infamous Wagner Law and put 
in its place an employer-employee 
relations law fair to both but more 
important one which is fair to the 
entire American citizenry. And it is 
high time that Congress started con- 
sidering the 130,000,000 people in 
this country instead of worrying 
about election time reprisals from dis- 
gruntled labor leaders. 

A full week strike of the railroads 
might very easily have aroused the 
American people to the point where 
Congress would have been forced to 
act in their behalf. 
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This brilliantly lighted, two-floor display emphasized ranges and was featured early this year. 


Showmanship Paves the Way 


Attractive window displays, two model E 
kitchens, demonstrations and knowledge APTECTIVE  caune 
ship in selling major appliance items 


of lines get results for Scofield Co. includes both display and demonstra- 
tion, says E. J. Chaudoir, secretary 
of the Scofield Co., Sturgeon Bay, 
Wis. 

This enterprising store has “visual” 
store fronts on both the first and sec- 
ond floor, with the result that the cus- 
tomer can see a great deal of mer- 
chandise on display. Early in 1946, 
the Scofield Co., under the direction 
of Mr. Chaudoir, put forth a two- 
floor window showing of the appli- 
ances lines of two manufacturers. 
These window displays, brilliantly 
lighted at night, resulted in a large 
number of orders for appliances 
from local people. 

Because of its excellent record 


Mr. Chaudoir explains the features 
of one of the model kitchens upon 
the second floor to a customer. 
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These ranges are featured in one of the firm's two model kitchens on the store’s second floor. 


since 1888 in selling hardware and 
appliances, the firm was able to get 
a sizable amount of appliances this 
year in the way of stoves and ranges 
of various types. Before the war, the 
firm’s appliance volume ran into six 
figures and, when merchandise be- 
comes available, officials expect this 
pre-war figure to be topped consid- 
erably, especially since the front has 
been modernized and the lighting 
improved considerably. 

“With our two floor window dis- 
play set-up we can display practically 
all of a manufacturer’s line,” states 
Mr. Chaudoir, “and we intend to fol- 
low this policy during normal times 
with all the appliance lines that we 
handle. We find that by such show- 
manship considerable numbers of 
prospects can be attracted. Such a 
showing literally is the equivalent of 


Mr. Chaudoir explains the elements 
of an electric range while con- 
ducting a three-minute egg test. 
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having a showroom out in the open 
for all the public to see. It is one of 
the best forms of advertising which 
this pioneer company has.” 

While the Scofield Co.’s appliance 


showroom is located on the roomy 
second floor, various appliances get 
spot placement and lighting on the 
large first floor. Customers who come 
in to inquire about appliances are 
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The Scofield Co. be- 
lieves in the value 
of the printed word 
and advertises its 
appliances regular- 
ly in a local week- 
ly newspaper. Here 
is one of the firm 
ads. measuring three 
columns wide and 10 
in. high. 
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referred to or conducted tu the sec- 
ond floor. They do not mind climb- 
ing the easy stairs to see the various 
appliances. 

When the appliance prospect 
reaches the second floor, she not only 
sees a goodly display of available 
merchandise, but she also sees two 
model kitchens, each of which show 
the merchandise of a single manufac- 
turer. These kitchens help the Sco- 
field firm sell a lot of merchandise. 
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They were especially effective before 
the war and are again proving effec- 
tive now that appliances are slowly 
becoming more available to the buy- 
ing public. 

These model kitchens are very 
beautiful and are kept spotlessly clean 
so as to appeal to women prospects. 
The floors are of special linoleum, 
with the trademarks or monograms 
of the manufacturers cut into the cen- 


ter area. This mark of identifica- 


ne 
2 


tion helps considerably in focusing 
the attention of prospects on the vari- 
ous lines of appliances sold by the 
Scofield Co. 

Mr. Chaudoir and other officials 
of the firm believe that proper demon- 
stration of the appliances to be sold 
is half the sale. For this reason the 
electric stoves are connected and are 
so demonstrated. Gas stoves, includ- 
ing bottled gas stoves, are hooked up, 
one of each kind, so that flames can 
be lighted instantly when showing a 
stove model to a prospect. This fea- 
ture, declares Mr. Chaudoir, is ex- 
tremely important in selling electric 
and gas ranges. 

The controls of the range, the oven 
and other features are shown slowly 
and clearly so as to give the prospect 
a clear idea of what the range can do. 
This sort of selling pays off, Mr. 
Chaudoir declares. 

This firm uses the “cooked egg” 
demonstration to excellent advantage 
in selling ranges. Each appliance 
salesmen is trained in this procedure 
by Mr. Chaudoir, and all those who 
have thus been trained have discov- 
ered that the method means addi- 
tional sales. 

The cooked egg demonstration as 
used by the Scofield Co. staff goes as 
follows: it is designed to show the 
prospect that an egg can be properly 
cooked by using only three minutes 
of electricity. The stored heat of the 
unit which lasts an additional four 
minutes helps to do the actual cook- 
ing. 

Prospects usually are fascinated by 
this cooked egg taste, says Mr. Chau- 
doir. The firm has a small cupboard 

* (Continued on page 98) 


This daylight display featured appliances all the way from refrigerators to vacuum cleaners. 
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“It has been the firm’s policy to make the customer's 


purchasing as simple, fast and pleasant as possible.” 





Courtesy and Service to Customers 


Service with a smile pays off when 


Pays Them Impressive Dividends 


customers travel as far as 20 miles 
to deal at the Wright Hardware Co. 


ee customer 


satisfaction is the goal that the Wright 
Hardware Co., Manhasset, N. Y., has 
been striving toward during the 25 
years of its existence. The proof that 
fair and courteous treatment have 
been appreciated by the people who 
deal in the store can be found in the 
fact that one-third of the company’s 
volume of business comes from out- 
of-town. Although Manhasset has ap- 
proximately 2000 residents, the store 
serves a trading area of about 10,000 
and some of these customers come 
from communities 15 and 20 miles 
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away to trade at Wright’s. This fact, 
alone, proves that something more 
than the ordinary business methods 
have been used to build the store’s 
reputation. 


Customers Aided 


It has been the firm’s policy to 
make the customer’s purchasing as 
simple, fast and pleasant as possible, 
not only by maintaining an adequate 
sales staff to help them with their 
selections but also by stocking the 
items they want, when they want 
them. Seasonal supplies are promi- 
nently displayed, complete with post- 





ers giving the product’s price. At 
the present time, a complete line of 
lawn furniture is being displayed 
in the store, together with sections 
devoted to garden and lawn supplies 
and other items that are in demand 
at this time of the year. 

One part of the wall space has been 
arranged so that a fireplace can be 
inserted in the fall as the centerpiece 
for the fireplace supplies and acces- 
sories display. The year-round sec- 
tion devoted to shower curtains and 
other bathroom accessories is fin- 
ished in a manner suggesting a tiled 
wall bathroom. Bar glasses, cocktail 
shakers, mixing gadgets are dis- 
played in a section which resembles 
a home bar. Many of the displays 
are illuminated by concealed lighting 
which adds to the attractiveness of 
the section and helps to make the 
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customer’s visit to the store more 
pleasant. 

The company started on a small 
scale 25 years ago and during that 
period of years it has expanded and 
five major changes in its layout and 
size have been made. Today it is an 
up-to-date store, measuring 40 by 
125 ft. 

“Courtesy is one point that we 
have stressed,” says Arthur H. 
Wright, owner of the company. “We 
will excuse our salesmen of any 
other mistake but being discourteous 
to a customer.” 

Now that the items that were dis- 
continued during the war are being 
delivered again, the company has de- 
vised a system of distribution that 
is fair to all its patrons. 

“We have tried to be fair to all 
our customers in distributing hard- 
to-get products and have found that 
our system has worked out very well,” 
Mr. Wright says. “When a customer 
asks for an item that is scarce, we 
place his name on our cards together 
with the date and the initials of the 
salesman who took the order. When 
the product comes in, the customer at 
the head of the list gets the item and 
the salesman receives credit for the 
sale.” 

In this way, the needs of the cus- 


tomers are filled as soon as possible 
and the fact that their needs were 
remembered by the company helps to 
build good will. 

The company has found that cer- 
tain types of merchandise have sold 
particularly well in its community 
and, as a result, a complete line is 
stocked. For example, colonial type 
lamps have the greatest demand be- 
cause of the style of interior decorat- 
ing that has been done by the resi- 
dents in the town and a stock in vari- 
ous sizes is handled by the company. 
Lamp shades of all sizes, colors and 
designs are displayed in the same de- 
partment to supplement this supply 
of lamps. 


Prompt Billing Appreciated 


The promptness with which the 
customer’s bills are sent out at the 
end of each month is appreciated, 
Mr. Wright points out. The book- 
keeping system and the tabulating 
machine employed by the firm keeps 
the balances up-to-date at all times 
and when the end of the month rolls 
around, the books are closed and the 
bills sent to the post office for mail- 
ing in surprisingly fast time. 

“We pride ourselves on the fact 
that these bills have never been sent 
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Use Pre-Season Reminder Ads 


OST consumers think far in ad- 
vance of seasonal lines they will 
buy when the season arrives. Dealers 
tying in with this tendency can cash in 
on it. Anglers think of landing big 
fellows, hunters of bagging the biggest 
yet, gardeners of berry patches, etc. 
Despite a heavy blanket of snow, a 
western Pennsylvania hardware dealer 
used a newspaper advertisement with 
the message, “The Fish Will Be Bitin’ 
Soon.” A stock photo of an angler 
landing a big fish and a brief summary 
of the kinds of tackle offered by the 
store completed the reminder ad. The 
message was inspired by comments of 
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customers about the coming fishing 
season. Immediate tackle sales re- 
sulted and numerous customers made 
friendly comments. 

The fur coat industry lengthened 
and advanced its selling season by en- 
couraging August fur selling. If con- 
sumers will buy high units of sale so 
far in advance of actual need, they can 
certainly be encouraged by reminder 
ads to start looking and buying hard- 
ware store lines ahead of season. Those 
not buying immediately will at least 
start thinking and planning, in terms 
of your store, if your advertising is of 
sufficient interest—K. A. H. 


out later than the first day of the next 
month except when the first falls on 
a Sunday. In most instances, the 
books are closed at one o'clock on 
the last day of the month and the 
bills are in the post office, ready for 
mailing, by four o’clock that after- 
noon,” Mr. Wright disclosed. 

Perhaps one of the largest factors 
contributing to the popularity of the 
Wright Hardware Co. is the spacious 
parking lot at the rear of the store. 
This lot was built for the convenience 
of the customers who wished to visit 
the store. The congested facilities in 
the town, especially on Saturdays, 
prompted the construction of the 
parking space and compliments from 
the customers have been received 
ever since its completion. Several 
years ago the company had an old 
house at the rear of the building 
torn down and the parking lot con- 
structed. It is large enough to con- 
veniently accommodate 14 cars and, 
under extremely busy conditions and 
with a man directing traffic, 25 cars 
can be taken care of at one time. 

Not only has courtesy to customers 
been stressed by the company but 
also a plan to give its employees 
the best possible treatment. During 
the months of January and February, 
each employee is given one day off 
a week and during the other months 
of the year they are allowed one half 
day each week. Each member of the 
staff is given a 15-minute rest period 
in the morning and afternoon. To 
show that consideration for the em- 
ployee is appreciated, Mr. Wright 
pointed out that he has 14 ex-service- 
men in his employ at the present time 
and all of them had worked in the 
store before they entered the service. 

In order to create a greater inter- 
est in the employee’s work and to 
give each man as ‘much responsibility 
as possible, the store has been di- 
vided into 12 departments with a dif- 
ferent man in charge of each section. 
All the buying is done under the su- 
pervision of Mr. Wright and his as- 
sistant, Leslie Hart, but the depart- 
ment head is responsible for his sec- 
tion. He orders replacements, sug- 
gests new displays and keeps the 
section neat and attractive. 

“This gives a man the responsi- 
bility needed to stimulate interest in 
his work,” says Mr. Wright, “and 
gives us a man in each department 
who can answer all the questions per- 
taining to that section.” 
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A canning equipment display should be given a prominent “spot and arranged in neat, 
orderly fashion. This counter was featured by Morehouse & Wells Co., Decatur, Tl. 
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Cash In On the Sale of Canning Supplies! 






A well-stocked and properly displayed 
department can mean added profits and T. 
increased traffic in the coming months HE demand for home 







canning supplies in the next few 
mohths will be heavy and will afford 
the hardware dealer an opportunity 







This pyramid floor 




















a ae the of “cashing in” on extra sales and 
asterling Hardware . . : . 
Go, Makten Bie. increasing the traffic volume in his 
to build a canning store. . 

eng oe ee Women have always canned fruits 
rr and vegetables at home or on the 





entire community. 





farm because it is convenient, eco- ; 
nomical and healthful to have a well 
stocked pantry. The war has ended 
but the pressing need for conserv- 

ing food has not decreased. At this 

time, when the country is facing a 

reduction of food supplies in order 

to help feed the starving people of : 
Europe and Asia, new and _ inex- 
perienced housewives will be added 
to the ranks of home canners to in- 
sure their families of wholesome and 
nutritious foods throughout the win- 
ter. 

Production of civilian products is 
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under way once again and some of 
the home canning supplies that were 
restricted or limited during the war 
are being manufactured. Such items 
as pressure cookers, pressure can- 
ners and cold pack canners are avail- 
able, even though they are limited in 
quantity. 

All this adds up to a great home 
canning season and the hardware 
dealer is in a position to increase 
his sales and profits by properly 
merchandising these supplies. 

Canning supplies, window dis- 
plays, interior promotions and news- 
paper advertising will remind your 
customers of their needs and estab- 
lish your place of business as head- 
quarters for these supplies. 

During the war, Morehouse & 
Wells Co., Decatur, IIL, presented a 
creditable showing of these supplies 
and gave them prominent display 
and publicity in the local news- 
papers. Not only were profits real- 
ized from the increased sales of can- 
ning goods but, also from sales of 
related items such as cutlery, glass- 
ware, earthenware and other acces- 
sories. 


A 12-Point Plan 


The company’s carefully thought 
out selling plan, which is worthy of 
consideration by all dealers planning 
a canning supplies department, in- 
cluded the following points: 

1—Have as large a stock of can- 
ning supplies for the community’s 
needs as production will permit. 

2—Set up a separate department 
on or near the main line of traffic. 

3—Select the most strategic spot 
for staging promotion. 

4—Feature brands that are highly 
and consistently advertised. 

5—Promote sale of goods at the 
proper time. 

6—Play up to women who band 
together in neighborly groups to can 
vegetables and fruits. 

7—Master the talking points and 
drive them home when occasion war- 
rants. 


8—Use window displays, interior 
promotions and newspaper advertis- 
ing. 

9—Give quick and efficient service. 

10—Make good use of the manv- 
facturers’ selling aids and printed 
matter. 


11—Be patient and considerate 
with customers, for often they don’t 
know what to buy and need time to 
reach a decision. 

12—Give advice on canning meth- 
ods if called upon. 

The company displayed its canning 
goods in one of the most frequented 
parts of the store on the main floor 
and designated the department with 
a large sign, which could be seen 
from any angle. A spacious counter, 
with an upright section and space 
beneath it for storage, was used for 
displaying the neat and orderly array 
of supplies. 


Featured Items 


Glass jars, jelly glasses, glass top 
closures, two-piece metal caps, fruit 
jar fillers and funnels, jelly pourers, 
measuring cups and spoons, jar lids, 
glass lids, seals, bottle caps, jar rub- 
bers, sealing wax, canning books, No. 
3 tin cans and whole spices in kits 
were shown in the display. Acces- 
sories and related products were dis- 
played on the counters which were 
near at hand. 

The Easterling Hardware Co., An- 


niston, Ala., is another firm that was 


very successful in the promotion and 
sale of canning supplies. According 
to the experience of the company. 
fruit jars and other equipment will 
sell all year around if given good dis- 
play. 


Display of Jars 


This firm found that its best dis- 
play was one that showed the jars 
and accessories themselves rather 
than the pasteboard cartons in which 
they were shipped. For that reason, 
some of the jars were taken out of 
the cartons when the display was 
built, or else the side of the carton 
was cut away so that the glass could 
be seen. The company found that an- 
other good promotion idea was to 
show some filled jars of canned 
goods. Jars of colorful fruits and 
vegetables such as peaches, tomatoes, 
beans-and cucumbers were found to 
give the display considerable extra 
appeal. 

It was observed that advertising 
material such as that furnished by 
glass manufacturers, as well as gov- 
ernment pamphlets and bulletins were 
distributed to good advantage. Such 
material helped establish the store as 
headquarters for canning equipment. 





“Gifts. jor Brides” was the theme of this attractive 

store of Lombardi Brothers, Inc., Manhasset, N. Y.. as a sales and traffic builder 

during the traditional wedding month of June. Casser 

custard cups, bowls and other glass and ovenware items were displayed 

counter. In the storage space beneath the counter the packaged items were kept 
for quick service for the customers. 
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Bait and fly-casting lures, flies and plugs are arranged in groups according to types 
and makes. Corks and floats are on the table, the reserve stock is below the table top. 


Increased Sales of Fishing Supplies 
50 Per Cent in Three Months 


6 Points Hardware Co. got results 
from 8-ft. panel which eased the 
selling effort on bait and lures 


{oe it is the little 


things that count most vitally in in- 
creasing department sales and profits. 
It was one of these “little things” 
which produced a volume increase 
of well over 50 per cent in bait and 
lure sales in the sporting goods de- 
partment of the 6 Points Hardware 
Co. of Corpus Christi, Tex. An inter- 
esting fact about this rise in sales is 
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that it was produced in only three 
months. 

The idea that brought about this 
highly satisfactory jump in volume 
from a single but fast-selling line was 
a special display panel on which bait 
and fly casting lures, flies and plugs 
were hung for self-sale. This panel 
was designed and built under the di- 
rection of Paul Bluntzer, manager of 
the sporting goods department and a 


man long experienced in selling fish- 
ing tackle—and its use as well. 

The panel is upright and built 
against the wall in a space not other- 
wise especially valuable as a display 
position. It is 8 ft. long and about 

(Continued on Page 110) 
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Built-up displays 
on glass shelving 
units have helped 
in increasing the 
feminine interest 
in this section. 
The flowered wall- 
paper furnishes a 
“plus” touch to the 
alcove wall and it 
helps to brighten 
up the department. 
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“Get Women Into the Store—the| M 


Recent improvements in department 
bring added business in giftwares 
to the store of J. G. De Prez & Co. 


Rx ENTLY _ installed 


decorations and improved lighting 
have served to make the attractive 
and interesting giftwares section of 
the J. G. De Prez Co., Shelbyville, 
Ind., even more outstanding in ap- 
pearance. For as D. Wray De Prez 
puts it, “Get women customers into 
the store and the men will follow.” 
The firm has handled dinnerware for 
40 of its 65 years but its really ag- 
gressive merchandising of a wide 
variety of giftwares began about 10 
years ago. The company now is going 
after that business even more aggres- 
sively, with advertising for that de- 
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partment at least once a week in a 
local daily paper. ‘ 

Shopping is made easy for all in 
the giftwares department. Everything 
is in the open; all merchandise is 
plainly price marked. The use of 
some fluorescent lighting, with white 
fixtures give a bright appearance, and 
flowered wallpaper above displays 
adds to the “gift shop” atmosphere. 
Wall displays, mostly with glass shelv- 
ing, against a light blue background 
further enhance the display values of 
this section. 

The giftwares section has its own 
entrance from the square, but opens 






into and is clearly visible from the 
hardware department. In addition, 
part of the department is easily seen 
by passers-by and window shoppers 
on the square. The appeal of the sec- 
tion is not only due to its attractive- 
ness but also to the wide range of 
merchandise offered. Items from as 
low as 10 cents to as much as $65 
make this a department of interest to 
all. It, and other departments, attract 
people within a 40-mile radius. Like 
a gift specialty shop, the department 
is set up to gift wrap merchandise 
and offers a complete line of greeting 
cards for all types of anniversary and 
other gift occasions. 

Illustrated in these pages are two 
views of a portion of the giftwares 
section. Varied stocks are quite ap- 
parent. Dinnerware and plated silver- 
ware sets are but a part of this depart- 
ment. Both domestic and imported 
dinnerware sets, in open and closed 
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stock patterns, are offered. Stocks of 
such wares are priced from a low of 
$4.49 to as high as $60, those valued 
at from $12 to $30 being the big 
sellers. 





The variety of fancy and utility 
items was well exemplified in an ad- 
vertisement marking the company’s 
65th anniversary.” There were items 
priced below a dollar—as low as 25 
cents, in fact—up to $425 for a farm 
freezer unit. Hearkening back to the 
day of the horse drawn vehicle was a 
large illustration, with the institu- 
tional type ad appeal reading—“Do 
you remember way back when . 
there was a hitching post at every 
curb? When this fancy horse and 
buggy was the ‘cat’s eye’? That was 
1880. Yes, in 1880, in our present 
location, we launched our business 
on a sound foundation—‘The Prin- 
ciple of Quality and Service.’ We 
are justly proud of our service to the 
community for 65 years.” 





This ad, five columns 
by 19 in., saluted 65 
years of “The Prin- 
ciple of Quality and 
Service,” an institu- 
tional angle. yet it 
offered an_ interest- 
ing variety of items, 
ranging from utility 
lines all the way to 
near luxury goods. 
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1880—65th ANNIVERSARY—1945 


At the J. G. DePrez Co's Big Busy Store 


DO YOU REMEMBER 
WAY BACK WHEN.. 


There was a hitching post at every 
curb? When this fancy horse and bug- 
gy was the “cat's eye”? That wes 1880. 
Yes, in 1880, in our present location, we 
launched our business on a sound foun- 
dation—“The Principle of Quality and 
Service.” We are justly proud of our 
service to the community for 65 years. 
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DECORATED QUALITY 
DINNER SETS STEMWARE 
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SCORATIVE AND USEFUL 
WASTE BASKETS 


Specialy priced at 


SCRAP BASKET SALE 





58c™ 98¢ 


LADIFS—Take advantage of these bargains 





NOW ON DISPLAY! 
SANITARY QUICK-FREEZE 


FARM LOCKER PLANT 


12.5 Cubic Foot Capacity 
Holds 500 Lbs. of Frozen Meat 


$425.00 
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Here’s another cor- 
ner of the section. 
Supporting _ pillars 
are used as centers 
around which are a 
number of shelves 
or ledges for the 
displaying of gift 
merchandise. Easy 
customer access is 
a feature of this 
entire department. 
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Some Remodeling and Repairs 
Allowed Without CPA Approval 


Clarifying amendments to Vet Housing Order broaden $1,000 
small job ceiling for repainting and repair installations. New 
fixtures and mechanical equipment items still under tight control 


y 
Cis ENT  concen- 


tration on getting 2,700,000 veterans’ 
homes started by the end of 1947 has 
resulted in the promulgation of an 
order strictly limiting construction by 
wholesalers and retailers but authoriz- 
ing certain exemptions to permit a min- 
imum of construction, repair and re- 
modeling. 

Veterans’ Housing Program Order 1, 
did not forbid or require authorization 
for the continuance of construction 
work begun before March 26, the date 
of the order, if the work was being 
carried on at that time. Minimum ex- 
emption levels for commercial construc- 
tion were also put into effect. 

Since March 26, supplementary regu- 
lations and clarifying amendments have 
spelled out the types of construction, 
repair or alteration the trade can or 
cannot undertake, with or without 
authorization from the Civilian Pro- 
duction Administration. 


$1000 Limitation 


Any construction, repair, alteration 
or installation jobs may be undertaken 
without CPA authorization, provided 
the work will not cost more than $1,000. 

Applications for jobs costing more 
than $1,000 must be filed with the near- 
est of the 71 regional and district con- 
struction offices of the Civilian Produc- 
tion Administration. Applications must 
be made on CPA Form 4423. These 71 
offices are located in the same cities in 
which the Federal Housing Agency has 
offices. 

The most important detail for the 
trade to remember is that only jobs 
costing more than $1,000 require ap- 
proval. Certain types of equipment are 
entirely exempt from the order, but 
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By EUGENE J. HARDY 


Associate Washington Representative 
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construction necessary to their installa- 
tion is limited. 

When computing the cost of a job to 
determine whether it comes within the 
$1,000 exemption, the estimate must be 
made on the cost of the entire construc- 
tion, including paid labor, value of new 
mechanical equipment (as defined in 
the order), fixtures and materials in- 
corporated in the structure and con- 
tractor’s fees. 


Counts As One Job 


When a store, warehouse or other 
commercial building, or a part of same, 
is converted, all work incidental to the 
conversion must be counted as one job. 
even though separate contracts are let 
for the different parts of the work, such 
as contracts for roofing, flooring, heat- 
ing, and electrifying. 

Applications for work using mate- 
rials which are not in critically short 
supply are almost certain to receive 
CPA approval. 

More favorable consideration can 
also be expected on applications for 
store construction to serve a new com- 
munity area, than on applications for a 
section which already has _ several 
stores. . 

A placard, carrying the authorization 
serial number, must be posted on proj- 
ects which have been approved within 
five days after the work is started and 
kept there until the job is completed. 

Generally, store construction, repair, 
alteration or remodeling will be ap- 
proved if the project creates a mini- 
mum or no impact on veterans’ hous- 
ing or on the basis of rare and un- 
usual hardship and with the use of a 
minimum amount of critical materials. 

Authorizations to proceed do not 
carry with them any guarantee of avail- 
ability for materials. Ratings for com- 


mercial work must be applied for under 
Priorities Regulation 28, and will be 
given only where the provisions of that 
regulation are met. The granting of 
ratings for non-housing work is ex- 
pected to be vary sparing. 

Within the exemptions of the order 
there are many jobs the store owner 
can undertake without authorization. 

For example, the order does not ap- 
ply to repainting or to repairing or in- 
stalling repair or replacement parts in 
existing equipment, where no change is 
made in the structure itself. 

Nor does the order restrict the in- 
stallation of machinery and equipment 
other than mechanical equipment. 
Mechanical equipment is clearly de- 
fined and the following articles are not 
classified as such: self-contained in- 
dividual air conditioning units with no 
duct systems; conveyors; escalators, 
elevators and dumb waiters; and re- 
frigeration equipment. The cost of this 
equipment need not be included in job 
estimates. 

Building Alterations 

However, any alteration to a building 
covered by the order, in connection 
with the installation of this exempt 
equipment, is restricted. For ex- 
ample, if a foundation is built in- 
side a building to receive the equip- 
ment, or if partitions or new walls are 
installed to separate a machine from 
the rest of the building, the job would 
require authorization unless the cost of 
the alteration work comes within the 
$1,000 small job exemption. 

While installation and repair of ele- 
vators is exempt, certain work which 
might be involved is covered by the 
order. Specifically, the cost of new ma- 
terials, paid labor and contractor's fees 

(Continued on page 102) 
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More than 90 per cent of the dollar volume 


By A. M. SULLIVAN 


Dun & Bradstreet, Inc. 


Executive Staff, 












DISTRIBUTION 


Credits and Distribution 


of commercial transactions in the American 
market are conducted upon a credit basis 


\ HAT is the contribution 


that the machinery of credit reporting 
can make to American industry during 
normal or peacetime production? Well, 
what happened under the stress of 
war? 

In a statement illustrating the place 
of credit in war production, Roy A. 
Foulke, vice-president, Dun & Brad- 
street, Inc., cited the case of a small 
army plane manufacturer who secured 
parts from 200 direct suppliers and ad- 
ditional accessories from 500 sub-con- 
tractors. The failure of any one of 
these processors to maintain schedules 
in making parts, and accessories would 
have caused a serious bottleneck at the 
final assembly. 

Hundreds of manufacturers contrib- 
uted directly or indirectly to the mak- 
ing of the atomic bomb or its acces- 
sories without any knowledge of their 
participation, but failure to perform a 
necessary function might have caused a 
fatal delay. Distribution received its 
greatest test during the war, and 
reached a high peak of efficiency de- 
spite shortages, labor troubles, and 
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rapid changes in military specifica- 
tions. 

Europeans, allies and enemies alike, 
expressed their amazement at the co- 
ordination of our productive and dis- 
tributive facilities. A third but hidden 
partner was credit. The smooth team- 
work of 100,000 war contractors was 
aided by the credit reporting machin- 
ery. The impulse of credit was used to 
speed up deliveries, to insure contin- 
uity of supplies, and to eliminate any 
weak links in the chain of distribution. 


Raw Materials 


Production is often found sandwiched 
in between distributive efforts. The 
movement of raw materials from the 
mines, fields, forests, wells, and oceans 
is a primary step in distribution in- 
volving finance and credit. The refine- 
ment of raw materials into pig iron, 
bales, lumber, pulp, and crude oils is a 
second step, and also involves finance 
and credit. After the finished wares 
are on the shipping dock, the finance 
and credits are still a necessary prob- 
lem to sales and management. All 
along the wholesaling, and the re- 









tailing route, there is neeed for basic in- 
formation about the character,’ experi- 
ence and finance of the man or enter- 
prise handling merchandise. The road 
of industrial progress has been marred 
by the wrecks of good ideas because 
the idea ran into some unforeseen ob- 
stacles on the booby-trapped road to- 
ward success and profits. 
Management is much more alert to 
the fesponsibility of sales engineering 
in 1946 than it was in 1920. The origi- 
nal idea for a product which is set in 
motion must have the dual advantage 
of skilled planning and indefatigable 
follow-through. No good idea, whether 
a factory tool or consumer gadget, ever 
won a permanent market without con- 
sistent and intelligent direction. After 
the last war the cry was for sales vol- 
ume at any price, and goods rolled off 
the platforms without any shipping 
labels in sight. Momentum without 
direction is a dangerous and often 
destructive force. It contributed to the 
price collapse of 1921, and it can dam- 
age price structures in 1946 and 1947 
if competition disregards the lesson of 
1921, and attempts to capture markets 
by short-circuiting or swamping dis- 
tributive channels with inferior, or 
poorly styled or badly serviced mer- 
chandise. 
The “point of sale” is the critical test 


91 
















of the distribution of consumer goods. 
Back of the dealer handling the mer- 
chandise is the planning, finance, engi- 
neering, production, and advertising 
and sales promotion efforts. If the 
goods move according to the terms of 
sale, the profit is realized and the man- 
ufacturer, wholesaler, and retailer all 
share in that profit. A manufacturer 
can be no more successful than the sum 
total of his distributors whether whole- 
sale or retail. He had a life or death 
interest in their welfare, and it is his 
task to build a strong distributive set- 
up. 

There are many sources of informa- 
tion to help in the selection of good 
dealers and in the patrol of the various 
outlets along the line of distribution. 
One tested guide to market analysis is 
credit information acquired from any 
reliable source. The Dun & Bradstreet 
Reference Book with its current ratings 
and detailed operating and financial 
information in the credit report is fre- 
quently consulted as a basis of judg- 
ment. The rating symbol is a guide to 
the size and general financial health of 
an enterprise. An improved rating gen- 


erally indicates improved conditions, 
and perhaps an opportunity for in- 
creased sales. The agency report, or a 
special market study by agency spe- 
cialists, brings a maximum amount of 
light to bear on the enterprise and its 
markets. 

The American market comprises 140,- 
000,000 people in 42,000 communities 
in 3070 counties whose income in 1945 
was estimated at $160,000,000,000. More 
than 90 per cent of the dollar volume 
of all commercial transactions is on a 
credit basis, and the bulk of that busi- 
ness is represented by the 2,000,000 
names in the Reference Book. This 
book is constantly revised and published 
six times a year through the effort of 
thousands of credit reporters whose job 
it is to interview business men at their 
place of business. 


Signal System 
Lines of credit communication paral- 
lel lines of distribution just as the elec- 
tric signal system of a railroad with its 
light and semaphores parallels the rail 
lines. The man who keeps this signal 
system in order as a safety device is the 
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credit reporter. He is aided by the sup- 
plier and credit seeker alike who realize 
the value of having an impartial third 
party available to collect, winnow and 
then disseminate the information under 
confidential auspices. The Reference 
Book is visual evidence of the colossal 
detail necessary in keeping: pace with 
the 3600 changes of sales and credit 
significance which takes place daily in 
the fortunes of American business men. 
The whole complicated machinery of 
credit reporting revolves about the 
credit reporter operating out of 150 
offices in the United States and Canada. 

The Reference Book, reports, and 
supplemental statistical and market 
data enable the supplier of merchandise 
to make the most effective approach to 
the “point of sale.” Together they offer 
the basis for the analysis of any market. 


The Reference Book has many uses 
in sales research, especially because of 
the rapid shifts in the commercial popu- 
lation during and since the war. It is 
particularly effective in helping sales 
management visualize a community by 
size, trading importance, and purchas- 
ing levels. A study of th« trade sym- 
bols and descriptions indicate the num- 
ber of outlets for a specific line of mer- 
chandise. The rating symbol aids in 
the analysis and classification of out- 
lets according to financial stability and 
current credit standing. A comprehen- 
sive study of all of the outlets in a 
territory helps the sales manager to 
apportion advertising budgets and sales 
promotional expense according to the 
potential sales volume indicated. It in- 
creases the sales executive’s familiar- 
ity with distant sales regions, and helps 
him to weigh the complaints of sales- 
men, to measure their effectiveness, to 
make fair comparisons of selling abili- 
ties, and to set sales quotas in relation 
to the apparent productivity of a terri- 
tory. A frequent observation of the 
Reference Book reveals vital changes in, 
the number of outlets and ratings, a 
trend which might warrant close inves- 
tigation of local employment and in- 
dustrial conditions. 


Information First 


Sales strategy begins with definite 
information on the owners, officers and 
management. The report gives the 
names of officers or proprietors and 
the background of their experience. It 
provides a detailed description of the 
business and its methods, type of mer- 
chandise made or distributed, area 
served, local conditions, financial stand- 


These income tax forms show why taxpaying wage earners, and all businesses, 
are insisting that tax-free co-ops pay Federal income taxes. Co-ops escape taxes 
on their billions of business every year. This compels the rest of us to pay more 
and higher Federal taxes. You are paying the share that these co-ops escape. 

you pay taxes and survive if your competitor goes tax free? Join this fight 


for fair play and tax equality. 
—National Tax Equality Assaciation 


ing, and of especial importance, the 
amount of purchases in the trade and 
the manner of meeting bills. The in- 
formation given under the heading 
(Continued on page 112) 
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This Department Serves As a Reminder 


i. Foulke & Norman 


Hardware of Madison, Wis., is cash- 
ing in on the current demand for 
paint by maintaining an excellent 
paint department and using some 
unique merchandising features to sell 
the line. Sales of paint and supplies 
to home owners from $50 to $75 
are regular occurrences at this store. 
And, due to the current prosperity, 
such sales are all for cash. 

Aubrey Norman and Norman 
Foulke, owners of the business, have 
decorated the department by placing 
a colorful awning on the top ledge 
of the sidewall shelves. This awning 
extends the entire length of the 40 ft. 
department and helps set it off from 





The result is that sales of from 


For the Paint-Minded Prospect 


The colorful awning at the top of the shelves makes the department a store landmark. 


the rest of the store. Such identifica- 
tion attracts the attention of the 
homeowner immediately and, in 
many cases, reminds him of some 
decorating that should be done in or 
about his home. 


Turntable Window Display 


The store features a turntable 
display in its window and paint, var- 
nish and paint supplies are shown 
on this animated stand. According to 
the owners, this eye-catching motion 
display has been responsible for 
bringing many of the customers into 
the store and has proved itself de- 
cidedly worthwhile. 

Emphasis on customer satisfaction 
aids in stimulating every salesman in 





$50 to $75 are regular occurrences 
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at the store of Foulke & Norman 





this department. The owners train 
their men in paint processes, paint 
requirements and the results have 
been decidedly gratifying. When a 
customer asks about paint the sales- 
map can follow through and aid him 
in selecting the right paints and sup- 
plies to meet his needs. 

Mr. Norman states that about 50 
per cent of the customers who buy 
at this department want help in se- 
lecting paint. He attributes this to 
the fact that most homeowners are 

(Continued on page 110) 
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Post-War Personnel Plans} 9 








Moaions of men dur- 


ing the war years streamed from 
homes, schools and civilian occupa- 
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Bar No. l—represents the number of 
salesmen normally employed (pre-war) 
by 164 reporting hardware wholesalers. 

No. 2—projection of No. 1 to repre- 
sent the total for 487 wholesalers. 

No. 3—the number of salesmen actu- 
ally employed by 164 reporting whole- 
salers at the war's end. 

No. 4—projection of No. 3 to repre- 
sent total for 487 wholesalers. 

No. 5—number of salesmen the 164 
reporting wholesalers contemplate em- 
ploying. 

No. 6—projection of No. 5 to repre- 
sent total for 487 wholesalers. 
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By R. S. WILD 


Associate Editor 
of Hardware Age 


tions to the fighting fronts and to 
war jobs. During the past several 
months since the war’s end, this tide 
has reversed itself, relieving the se- 
vere man-power shortages with which 
all classes of business were faced. 

In the time since 194] American 
industry produced in astronomical 
volume for war needs and is increas- 
ingly swinging its high-volume pro- 
ductivity to consumer goods. This 
imposes on all distributors the re 
sponsibility of getting to the mer- 
chandising-hungry consumer, the fa- 
miliar items now going back into 
production and the new and ever 
newer items that will make their ap- 
pearance in coming years. And once 
supply and demand strike a comple- 
mentary balance, order taking will 
necessarily translate itself into strong 
cempetitive selling. 


Wholesalers Preparing 


That hardware wholesalers at least 
are preparing themselves through 
their sales organizations for that time 
when the first flush of ready con- 
sumer acceptance disappears and 
merchandise again must be sold, is 
indicated in a survey by HARDWARE 
AGE among hardware wholesalers re- 
garding their personnel plans. The 
survey has shown that not only are 
those wholesalers now fortifying 
their own organizations with regard 
to numbers but are strengthening 
their sales forces in the sense of 
gearing them to provide increased 
merchandising aid to retailers. 

Further, wholesalers are giving 
their sales staffs increased flexibility 
by adding specialty salesmen for ma- 
jor appliances, sporting goods, in- 
dustrial supplies, plumbing and heat- 
ing, and automotive goods. Where 
specialty lines require trained per- 
sonnel for servicing and repairs, spe- 


cialists in those services are being 
employed. 

The survey was addressed to 487 
hardware wholesalers and one out 
of every three who received the ques- 
tionnaire replied—a total of 164, or 
slightly more than 33 per cent. The 
purpose of the questionnaire was to 
uncover the employment history of 
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Bar No. l1—represents the number of 
buyers normally employed (pre-war) 
by 164 reporting hardware wholesalers. 

No. 2—projection of No. 1 to repre- 
sent total for 487 wholesalers. 

No. 3—number of buyers actually em- 
ployed by the 164 reporting wholesalers 
at the war's end. 

No. 4—projection of No. 3 to repre- 
sent total for 487 wholesalers. 

No. 5—number of buyers the 164 re- 
porting wholesalers contemplate em- 
ploying. 

No. 6—projection of No. 5 to repre- 
sent total for 487 wholesalers. 
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ans} of Hardware Wholesalers 


Hardware wholesalers throughout the country indicate 
that their greatest contemplated expansion of personnel 
is in their sales organization with the emphasis being 
upon major appliances and specialty lines 
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wholesalers prior to the war and dur- 
ing the war years as well as to dis- 
cover what their future employment 
plans were. 

The 164 wholesalers reported that 
they normally had employed 2,780 
salesmen but at the time they were 
questioned (shortly after V-J Day), 
they were operating with 22.84 per 
cent less salesmen or a total of only 
2,145 salesmen. 

With the return of peace, the 
wholesalers looked to an increase in 
their sales staffs by an average of 
4 new salesmen per reporting whole- 
saler, or a total of 669 new men. The 
over-all total of new sales personnel 
was expected to be increased to 
3,946, or approximately 29 per cent, 
over normal prewar sales staffs. 


Wartime Shortages 


Because of the shortage of person- 
nel during the war, many of the older 
employees elected to do their bit by 
staying on the job rather than retir- 
ing and many returned to work. At 
the war’s end, the 164 wholesalers 
expected to retire only 61 salesmen. 

These wholesalers also stated that 
they were operating with 7.99 per 
cent less buyers than in normal times, 
the 652 buyers normally employed 
having been reduced in rank to 600. 
Contemplated increases in buying 
staff showed that the reporting whole- 
salers expected to employ a total of 
706 buyers. 

Maintaining office personnel was a 
problem during the war. The normal 
total of office personnel employed 
by the 164 wholesalers amounted to 
4,356. But by the close of the war, 
this figure had been reduced to 3,815, 
or 12.41 per cent. The full strength 
office personnel desired by the whole- 
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Bar No. 1 — number of office em- 
ployees normally employed (pre-war) 
by the 164 reporting hardware whole- 
salers. 

No. 2—projection of No. 1 to repre- 
sent total for 487 wholesalers. 

No. 3—n er of office employees 
actually employed at war's end by the 
164 reporting wholesalers. 

No. 4—projection of No. 3 to repre- 
sent total for 487 wholesalers. 

No. 5—number of office employees 
the 164 reporting wholesalers contem- 
plating employing. 

No. 6—projection of No. 5 to repre- 
sent total for 487 wholesalers. 


salers is to reach 4,465. Slated for 
retirement are 202 office personnel. 

Normally, the 164 wholesalers em- 
ployed a total of 5,749 warehouse 
personnel which, during the war, 
dropped to 4,761, or a loss of 17.18 
per cent in warehouse help. Full em- 
ployment in the reporting whole- 
salers’ warehouses is expected to 
amount to 6,204 when full contem- 
plated strength is reached. Sixty-one 
of the warehouse personnel are ex- 
pected to be retired. 

One out of every three of the re- 
porting wholesalers indicated that he 
was contemplating the addition of 
specialty and new personnel. Fifty- 
seven wholesalers said that they in- 
tended to employ a minimum of 134 
specialty salesmen to take care of 
their appliance, farm equipment, in- 
dustrial and institutional sales. 

Wholesalers are also planning to 
increase their help to their dealer 
customers, 15 companies reporting 
that they intended to add a minimum 
of 25 men to devote their time solely 
to helping dealers in their merchan- 
dising of established and new lines. 
Seven wholesalers reported that they 
were going to set up repair depart- 
ments with a minimum of 13 men 
added to their pay rolls. 


Wholesalers’ Comments 


The plans of some of the whole- 
salers who intend to take on addi- 
tional salesmen to take care of new 
lines and expansions in sales efforts 
on their customary lines, can best be 
described by quoting their remarks: 

“We will operate an appliance di- 
vision with a manager and possibly 
six men. We are also planning to use 
a group of salesmen specializing on 
housewares items.” 
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“We expect to develop some lines 
requiring specialty salesmen. We 
are also sharply separating the in- 
dustrial and dealer salesman and we 
will attempt to serve both classes as 
completely as possible. We believe 


it will be necessary to increase our 
sales force about 50 per cent to keep 
approximately the same volume of 
sales we enjoyed from 1942-44.” 

. *. . 


“We are adding from four to six 
specialty salesmen; four to be as- 
signed to definite territories to work 
with and supervise regular territor- 
ies. These salesmen will work some 
business on a direct basis and cata- 
log men will not be compensated for 
specialty men’s sales except when 
working in conjunction with the spe- 
cialty men. New sales contracts cover 
this specialty sales arrangement.” 

* . * 


“Plan an extra man in both our 
automotive and hardware depart- 
ments to follow up regular salesmen 
as well as to work with dealers to 
improve their sales methods and to 
know more about their business gen- 
erally.” 

” - * 

“We are going to have a specialty 
man cover the hardware dealer trade 
to tie in with our regular salesmen. 
Actually we expect to have a spe- 
cialty man for large unit sales such 
as compressors, motor-driven equip- 
ment, etc.” 

aa * am 

“We will have more specialty 

salesmen to push major appliances.” 
* 7° 


“We are planning on a new man 
in the capacity of manager for our 
appliance department and we are also 
contemplating some specialty men 
on plumbing and heating.” 

om + . 

“Provided we go ahead with our 
major electrical appliance program 
which we will set up as a separate 
department, we will require a buyer, 
special salesman, and service men.” 

+ * * 

“We will hire three full-line gen- 
eral hardware men; one electrical 
specialist; one plumbing specialist; 
one industrial specialist; one con- 
tractor specialist and one new line 
specialist. We also expect to con- 
centrate our buying among fewer 
sources and will require a head buyer 
and assistant; a sales promotion man 
and assistant who will collaborate in 
buying but concentrate on sales, ad- 
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vertising, display, exhibitions and 
demonstrations. The emphasis is 
definitely on sales promotion and not 
buying.” 


a 7 


20000- 


Bar No. l—the number of warehouse 
employees normally employed (pre- 
war) by 164 reporting hardware whole- 
salers. 

No. 2—projection of No. 1 to repre- 
sent total for 487 wholesalers. 

No. 3—number of warehouse em- 
ployees actually employed by the 164 
reporting wholesalers at war's end. 

No. 4—projection of No. 3 to repre- 
sent total for 487 wholesalers. 

No. 5—number of warehouse em- 
ployees the 164 reporting wholesalers 
contemplate employing. 

No. 6—projection of No. 5 to repre- 
sent total for 487 wholesalers 


“We expect to put two service men 
at work, one servicing sound movies 
and camera repairs, the other an out- 
board motor mechanic to take care 
of all mechanical repairs. We may 
have one or two specialty salesmen 
for appliances and new merchandise.” 


* * * 


“We are considering three spe- 
cialty men for cutlery and electrical 
appliances and also a traffic depart- 
ment for control of freight, bills, rout- 
ing, etc., which would add two or 
three to our office personnel.” 


Dealer Service 


Some of the wholesalers who in- 
dicated that dealer service loomed 
large in their post-war plans had this 
to say: 

“We will continue our dealer ser- 
vice plan on an improved set-up. 
Will use two or three additional em- 
ployees in this effort to help the re- 
tailer do a better merchandising as 
well as financial job. Store arrange- 
ment, stock control and advertising 
will be stressed.” 


* * * 


“We are trying to develop a com- 
prehensive dealer merchandising ser- 
vice that will require a man to super- 
vise in the field and office.” 


* ” * 


“Our plans include more help for 
the retail dealer. We always assisted 
them in a minor way with store plan- 
ning, arrangement, window trim and 
advertising but we are going to ex- 
pand this service.” 


* * * 


“We contemplate adding a ‘trouble 
shooter’ specialty man; a dealer ser- 
vice man capable of giving special 
assistance to dealers and spotting and 
straightening out misunderstandings 
and complaints.” 


Returning Veterans 


It was also evident from the ques- 
tionnaires received that the welfare 
of the returning service man was up- 
permost in the minds of a majority 
of the wholesalers. Many were hold- 
ing in abeyance the completion of 
their plans until all service men had 
returned and had an opportunity to 
participate in them. How they were 
planning to work these veterans back 
into their organizations is best shown 

(Continued on page 164) 
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Display and Advertising Help Attract 
The Farmers to This Store 


Thos. Conron Hardware Co. features its 
farm items conspicuously. Radio and 
newspaper programs complete the job 


Poultry and dairy goods and other farm items are at the rear of the store. 


» OOD merchandising, 


including keyed display, helps the 
Thos. Conron Hardware Co., Dan- 
ville, Ill., do a splendid volume of 
farm business throughout the year. 
The store management operates on 
the idea that the farmer, as well as 
the townsman, appreciates good dis- 
play and can be induced to buy by 
virtue of it. For this reason, the 
farm goods department has many 
features which attract the attention 
of customers. 

One display idea is the placing of 
advertising and explanatory matter 
on placards which are mounted on 
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triangular stands and located near 
the farm goods. Current ads of the 
firm relating to farm items are placed 
where the farmers can see and read 
them. Items such as this, of course, 
catch the attention of rural folks and 
help to boost sales. 


Steel Goods Featured 


Steel goods are displayed along a 
wall, which has a slight, overhanging 
canopy. This canopy keeps dust off 
the tools and also helps to center at- 
tention on the area in general. Aisle 
space beside the steel goods display 
is utilized effectively for lines such 
as garden tractors, grindstones and 


other farm lines. These do not in- 
terfere with the customer viewing 
the steel goods hanging on the wall. 


V-Belts Emphasized 


Higher up on the sidewall is an 
impressive display of V belts, placed 
against a light-colored background. 
These belts are so arranged that their 
various sizes are easily visible to cus- 
tomer and salesmen, which means 
that the proper size can be selected 
very easily, Farmers in that area 
use a lot of V-belts for various farm 
purposes and constantly spot this dis- 
play and make purchases from it. 

Farther down the “farm aisle” the 
store has a counter display of electric 
brooders, daity utensils, spraying 
outfits and other articles of interest 
to the farmer. 

Farmers purchase many hand and 
power tools and their wives regularly 
patronize a fine china gift section. 
The staff makes a special effort to 
become acquainted with the entire 
farm family so as to be able to serve 
the group better. 

A weekly radio program, which 
the Conron store sponsors, reminds 
farmers of the fine store which can 
serve their needs. Farm items are 
mentioned in ad copy on this pro- 
gram from time to time, along with 
other articles, and the response is 
extremely good. Many a farm fam- 
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which contains a few eggs, a small 
pan, some spoons, water and paper 
dishes. The salesman demonstrator, 
anxious to show the prospect that he 
can cook an egg on the electric range 
by using electricity for only three 
minutes, plus four more of stored heat 
in the unit, measures off four tea- 
spoonsful of water and pours them 
into a small aluminum pan. Then an 
egg is placed in the pan, the cover is 
placed over it, the electric range 
turned on and the pan put on the 
unit. 


Demonstrates “Stored Heat” 

While the egg is cooking, the 
demonstrator begins to talk to the 
prospect, explaining the units and 
switches and controls of the range, 
some of which are displayed on a 
special table nearby. As each minute 
passes, the demonstrator calls the 
attention of the prospect to the fact, 
marking it down on a pad of paper. 
When the three minutes are up, the 
range is turned off and the demon- 
strator continues explaining the fea- 
ture of the range construction. When 
an additional four minutes are gone, 
the end of the “stored heat” period, 
the demonstrator takes the small pan 
off the stove, removes the cover and 
pours off the remaining water. This 
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Salesmanship Paves the Way for Major Appliance Sales 


(Continued from page 82) 





turns out to be three teaspoonsful, 
instead of the four starting teaspoon- 
ful, and the prospect is amazed. She 
is then told that the cooking is done 
by steam. 

The egg is then broken and placed 
on a clean paper plate. The prospect 
is invited to eat the egg, salt it to her 
taste and see how wonderful it tastes 
and how evenly it is cooked. This 
demonstration is always enjoyed by 
the housewife for it deals with every- 
day cookery whieh is often a prob- 
lem to her. 





Current advertisements on easels tell 
the farmer about the goods shown. 







ily coming to the Conron store men- 
tions that they have heard the firm’s 
radio program. 

A twice-a-week advertising pro- 
gram also features numerous farm 
items, according to J. R. Whelan, 
treasurer. The response to this form 
of advertising is satisfactory. The 
firm spends about $3,000 per year on 
newspaper advertising and about 
$3,000 for radio programs. One very 
well worth while radio program is 
that which covers the annual county 
fair. This is usually a three- to four- 
day affair. Conron’s broadcasts the 
fair events each afternoon and eve- 
ning with Bill Gleason of the store 
staff doing the announcing. 


This store also advertises its appli- 
ances quite regularly in the local 
weekly newspaper. Mr. Chaudoir 
writes most of the copy, taking care 
to include some homey philosophy in 
each advertisement, thus following 
the long-established practice of 87- 
year-old H. C. Scofield, president of 
the company. Mr. Scofield still spends 
much time daily at the big Scofield 
store, but most of its activities are 
now under the direction of Mr. Chau- 
doir who has been with the company 
for many years. 











ax-Free Oil 


HE Consumers Cooperative Association, of North Kansas City, Missouri, made 
$1,766,000 in 1945 and retained substantially the total amount in its capital 


structure. 


Several years ago this cooperative paid for a new refinery in two years out of 


tax-free earnings. 


Today it owns four petroleum refineries, 369 producing oi] wells, 104,000 acres 
of undeveloped oil leases, 1,000 miles of pipe lines, one lumber mill, one cannery, 
one feed mill, one soy bean processing plant, one alfalfa dehydration plant, one 
paint factory, one grease plant as well as part interest in other big scale under- 


takings, 


These enterprises have been paid for, in large part, out of funds that normally 
would go to the U. S. Treasury as Federal income taxes. 
It is a slogan of this cooperative that “factories are free to cooperatives.” 


” 


Actually they are “tax-free. 


Other companies and individuals, which have no 


way of escaping their tax liability, really pay for these co-op factories. 





—Ben C. MeCass, 
NTEA President 
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Aluminum in the Building Industry 





The cost history of aluminum shows 
that it is going down steadily by 
virtue of manufacturing expedients 
all along the line, while since 1940 


other metals have increased in price 


By JOHN A. SERPELL 


Industry Manager, 
Building Products Division, 
Reynolds Metals Co., 


Ri, in the use of 
aluminum is growing daily. As the 
various problems and desires of the 
building industry are presented to 
our technicians, fabricating and con- 
struction methods, gage and alloy re- 
quirements for special purposes will 
be established. As such information, 
technical and general, becomes a part 
of the increasing fund of knowl- 


Louisville, Ky. 


edge, the uses of aluminum will ex- 
pand greatly. 

Between 1883 and 1892, only 559,- 
000 pounds of primary aluminum 
were produced in the United States; 
6,600,000 in 1903; 35,400,000 in 
1910; 138,000,000 in 1920. The turn- 
ing point in aluminum production 
came in 1936 which showed an in- 
crease of 884 percent over 1935. 




































Aluminum roofing eliminates frequent installation on this plant where 
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corrosive fumes formerly had required a new roof every few months. 






















JOHN A. SERPELL 


War years saw a further growth with 
1,552,892,000 pounds produced in 
1944. 

The cost history of aluminim is 
something to take into consideration. 
Since 1940, other metals have in- 
creased in price while the price of 
aluminum has decreased steadily, 
and it is continuing to go down be- 
cause of manufacturing improve- 
ments. We are learning every day 
how to further reduce the price of 
aluminum. 









Satisfactory and Durable 


The satisfactory use of aluminum 
in the field of building products was 
demonstrated many years ago. We 
might cite a few examples: The 
aluminum roof on a church in Syd- 
ney, Australia, built some 65 years 
ago, is still in excellent condition. 
The aluminum pyramid on the Wash- 
ington Monument has been there for 
61 years. The doors of the Cincin- 
nati, Ohio, Union Station have sus- 
tained 24 hours a day use for ap- 
proximately 15 years without de- 
terioration. 


Aluminum is not being offered to- 
day as a cure-all. However, there are 
many features of aluminum which 
make it by far the most outstanding 
material in countless applications. 

The important ‘characteristics of 
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aluminum are easily apparent: First 
is its surprising durability. “Rust- 
ing” is absolutely out, the term, in 
fact, cannot be applied to aluminum. 
Further, aluminum retains its pleas- 
ing appearance even under the most 
corrosive conditions. It is suitable 
for buildings in damp and humid 
climates. 

Secondlly, it is light in weight, 
being roughly one-third as heavy as 
steel. Consequently when used for a 
roof or a roof deck, it requires a 
smaller cross-section of supporting 
members than other types of metals. 
Few structural members are as yet 
standardized. It is our aim in the 
future to establish the standardiza- 
tion of a smaller cross-section in sup- 
porting members by the wide-spread 
use of aluminum in construction. 


Reduces Interior Heat 


High heat reflection is another ad- 


vantage. Approximately 10 per cent » 


reduction in temperature inside a 
building is obtained when aluminum 
is used. The water collected from the 
drainage of an aluminum roof is 
absolutely non-toxic. This is a tre- 
mendously important fact to farmers 
in many localities. 

And finally, aluminum is readily 
available. While iron is 542 per cent 
of the earth’s crust, aluminum is 8 
per cent of this crust. So actually 
more aluminum is available than 
iron. 

A question uppermost in your 
mind may be, “When can we get cor- 
rugated aluminum sheet”? A definite 
answer is not possible at this time. 
Corrugating machines have been ac- 
quired and more are on order; and 
a vast increase in production of flat 
sheet will soon be a reality. 

A special alloy for corrugated roof- 
ing and siding has been developed. 
It is virtually the same as that used 
in aircraft production. The alloy it- 
self in the sheet is Pureclad on both 
sides; that is, 99.4 per cent pure 
aluminum covers both sides of this 
sheet. There is nothing that has to 
be done to it; no coating of any type. 
It is applied in virtually the same 
manner as galvanized corrugated 
sheet. This is the material that will 
shortly be available in volume. 


Aluminum sheet will hold paint. 
While it is not necessary to paint a 
sheet that is used on a roof or as sid- 
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EDITOR’S NOTE:—This article is 
based on a talk by Mr. Serpell at a 
meeting of the National Association of 
Sheet Metal Distributors during the 
recent convention in Atlantic City of 
the American Hardware Manufacturers’. 
National Wholesale Hardware and 
Southern Wholesale Hardware Associa- 
tions. 
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ing, it can be done successfully. Also 
we are working toward greater duc- 
tility in the alloy for forms other 
than corrugation. We are corrugat- 
ing it to the extent that we are 
equipped to do so, but we are limited 
because certain machinery is yet to 
be acquired. 

As for aluminum’s place in the 
future, it is evident from the above 
that it offers splendid possibilities for 
building materials. 

Aluminum has strength; it is light 
in weight and because of lightness it 
offers ease and speed of application; 
it is durable, has inherently a pleas- 
ing appearance and is economical. 
Many feel that aluminum is the com- 
ing building material. 

At present development work is 
continuing; that is, new. designs of 
roofing and siding are undergoing 
experimentation. As a producer of 
aluminum, we know exactly where 
we are going in developing an alloy 
that we can use and that will be suc- 
cessful when applied to roofing. How- 
ever, statistics as to types of roofing, 
the amount of each type needed and 
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Paying for Fire Protection 


ITIZENS in a cOMmunity pay for 

two types of fire protection. To 
guard against possible fire loss, they 
collectively support a fire department 
and other municipal fire defenses. To 
receive compensation when fire losses 
occur, they individually pay premiums 
to private insurance companies. The 
costs of these two services are not un- 
related. Adequate municipal fire de- 
fenses result in low base insurance rates 
for the community; and conversely, in- 
adequate fire defenses mean higher base 
rates. The problem, therefore, in pro- 
viding municipal fire protection is to 
determine the desirable level of govern- 
ment expenditures. Muncipal fire de- 
fenses must be adequately supported to 
enable the city to enjoy low rates, but 
the support must not be so liberal that 
it encourages waste and inefficiency. 


—Tax Foundation 


in demand, will come from the sheet 
metal distributors—the men who have 
their fingers on the pulse of the na- 
tion. 

Loading tables and similar statis- 
tical data so necessary in the success- 
ful application of new materials are 
being prepared. In this work, we 
must start from scratch, since all 
available material on the use of other 
metals is of no value when applied 
to aluminum. And here again assis- 
tance of the sheet metal distributor 
and dealer will be appreciated, inas- 
much as our solution of these various 
problems will be reflected by making 
available more and better aluminum 
products. 


The Question of Nails 


Just a word as to the controversy 
about the type of nails to be used in 
the application of the corrugated 
roofing sheet. We cannot recommend 
a lead-headed steel nail, although we 
have been urged to do this from all 
sides. Because of laboratory tests 
which we have conducted, we do not 
feel that we can comply with im- 
punity. We have tested lead-headed 
steel nails, copper nails and the hot- 
dipped zinc clad nail. The latter is by 
far the best. In using an unclad steel 
nail, a certain amount of galvanic 
action is encountered. The fact that 
zinc and aluminum are similar in 
their electro-chemical properties re- 
duces the chance of electrogalvanic 
action. 

In 1939 the percentage of alumi- 
num used in building and construc- 
tion was 8 per cent—a very small 
proportion. The postwar figure as 
estimated by a recognized organiza- 
tion is 9 per cent, an increase of only 
1 per cent. Reynolds Metals does not 
believe that to be correct. The in- 
herent advantages of aluminum 
coupled with foresight in its usage in- 
dicates that this estimate is far too 
low. 

When thinking of aluminum, re- 
member its weather resistance, heat 
reflection, light weight, inherent 
beauty, ease of application and its 
economy. Aluminum is a peacetime 
armor against the enemies of low 
cost and comfort, and we are plan- 
ning to offer it as an armor for all 
types of buildings. Many authorities 
feel as we do, that we are on the 
threshold of the aluminum age in 
the building industry. 
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DUCK HUNTERS DEMAND 
“REMINGTON EXPRESS” 
LONG RANGE SHELLS 


BRIDGEPORT, CONN., June 6, 1946. 
Power is uppermost in the minds of 
shooters when they buy shot shells. 


That’s why dealers can expect a great | 
increase in the number of shooters who | 
insist upon their share of the limited pro- | 


duction of Remington Express shot shells. 
For these long range power loads bring 
down ducks, geese and other game at 
distances ordinary shells can’t reach. 


These superb shells are protected by 


the exclusive Remington Wet-Proof pro- | 


cess that keeps them reliable in every 


kind of weather. And Kleanbore priming 
keeps the gun barrel clean . . . does not | 
cause rust and corrosion. ‘“‘Remington | 


Express” shells also have tough corru- 
gated bodies, high brass base, progressive 
burning smokeless powder, perfect shot 
pellets, and lubricated wadding. 





GIMME SOME 
OF THOSE 
“WET-PROOF” 
PEMINGTON 

SHELLS! 
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“Readin’ and 
Writin’. . .” 


Some people think that a man’s edu- 
cation stops when he leaves school 
... but that’s not really so. A vast 
store of knowledge is acquired 
through the education that reaches 
him every day by way of radio, news- 
papers and magazines. It’s this daily 
education that shows one how to ap- 
preciate the better things developed 
for better living. 

Thus, Remington maintains an 
extensive national advertising pro- 
gram... designed to keep the pub- 
lic informed about the finest types 
of sporting arms and ammunition. 
The sportsman’s interest in Reming- 
ton products is maintained. He is 





ee a 
sold on them before he enters his 
local store. Special efforts are made 
through Remington advertising to 
win new converts to the shooting 
sports. This advertising stimulates 
interest in shooting, creates a pref- 
erence for Remington products, and 
reaffirms experienced shooters in 
their conviction that ‘If It’s Rem- 
ington . . . It’s Right!’’ 


Remington advertising in this 
year’s issues of outdoor, farm and 
other publications will assure job- 
bers and dealers an enduring, profit- 
able business in the sale of all items 
in the Remington gun and ammuni- 
tion lines. 








“CORE-LOKT” BULLETS 
EXPAND 10 TWICE 
ORIGINAL CALIBER 


BRIDGEPORT, CONN., June 6, 1946. 
Experienced big game hunters testify to 
the tremendous stopping power of Rem- 
ington big game cartridges with soft 
point Core-Lokt bullets. When these 
powerful missiles hit big game, they 
knock ’em down... keep ’em down! 


“Core-Lokt”’ bullets will not disin- 
tegrate on impact. They stay in one 
piece . . . penetrate deeply. And the 
notched bullet jacket assures uniform 
expansion—controlled mushrooming. 


Special notching of jacket 
provides directional spread- 
ing lines for uniform, sym- 
metrical expansion. 





Uniform expansion to twice 
original caliber. 





REMINGTON “HI-SPEED” 22's 
TRAVEL FASTER THAN SOUND 


BRIDGEPORT, CONN., June 6, 1946. 
Scientific study reveals that Remington 
Hi-Speed 22’s are 25% faster than ordi- 
nary speed ammunition, with 50%, more 
energy. The Remington Hi-Speed 22 
long-rifle bullet leaves the muzzle at a 
speed greater than the speed of sound 

. with power to penetrate seven 7%- 
inch pine boards! 

There isa ente pees ’round demand 
for Remington i-Speed 22’s with 
Kleanbore non-corrosive priming—the 
mighty midgets that give maximum 
power and velocity, long range accuracy 
and dependability. Customers want 
these powerful 22 cartridges that deliver 
a smashing blow, and knock down small 
game and vermin at long range. 

Sell the complete line of Remington 22 
cartridges—Remington Hi-Speed 22’s, 
Remington 22 medium powercartridges, 
Remington 22 Palma Kleanbore and 
Police Targetmaster match cartridges 
—all with Kleanbore—all available in 
limited quantities. 





Express, Hi-Speed, Kleanbore, Wetproof, Palma 
and Targetmaster are Reg. U. S. Pat. Off.; Core- 
Lokt is a trademark of Remington Arms Co., Inc. 
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The 
FASTEST-SELLING 
APPLICATOR 
ON THE MARKET 


because it is practical 
and well-constructed. 


"TEDDY" WAX 
APPLICATOR 


comes in two sizes 
$1.00 and $1.25 


Now put up with screw-in 


handles — one dozen in a 
box. (Handles enclosed in 


every box.) 
OTHER “TEDDY” ITEMS 


Wall Dusters 
Polishing Mitts 
Buffing Bonnets 
Winter Mittens 
(lamb's wool and leather) 


ORDER FROM YOUR JOBBER 


STANTON SuppLy Co. 
187 FEDERAL ST., BOSTON 16, MASS. 
























Usefulness of Pallet System of Moving 
And Handling Materials Increased 


By Development of Aluminum Pallet 


MPORTANT savings possible in 
shipping and handling large quan- 
tities of goods of all types in load units 
on pallets was demonstrated by the 
wartime experience of the U. S. Army 
and Navy, according to a report by 
T. O. Palmer, industry manager, Mate- 
rials Handling and Container Div., 
Reynolds Metals Co., Inc., Louisville 1, 
Ky. Now the development of the light- 
weight aluminum pallet opens an en- 
tirely new field for palletized loads be- 
cause shipping charges on pallets them- 
selves are cut two-thirds, Mr. Palmer 
pointed out. 

Throughout these wartime operations, 
goods were handled on pallets in unit 
loads by means of power-driven indus- 
trial-type fork trucks. Typical savings 
in moving a shipment of 100 tons 
amount to 479 man-hours, according to 
estimates by Navy handling experts. 

These important savings are made 
possible because in palletized shipping 
the goods are handled “in bulk”—each 
“package” or piece consisting of a 
pallet and its load which is handled as 
a single unit through all moving. Such 
unit loads usually weigh a ton or more 
and are picked up, moved about and 


| set down and tiered easily by modern 


fork trucks. Of course, other mechani- 
cal handling equipment also is suitable 


| for working loaded pallets. These unit 
| loads do not have to be broken at any 


point in the shipping sequence from the 
production line to the point of ultimate 
consumption. 

Palletizing is suitable for moving al- 
most any kind of material. It has been 
successfully applied to such items as 
rakes and shovels, blankets, bulk ma- 





View of Reynolds all-aluminum pal- 
let showing upper deck with corru- 
gated surface sheet. Overhang of 
upper deck at each end of pallet 
permits the handling of pallet loads 
aboard ship by means of safety bar 
type slings. This aluminum pallet 
measures 40 by 48 in. and weighs 
36 Ibs. 


terial in paper bags, glassware, odd- 
shaped electrical equipment compo- 
nents, etc. It was successfully utilized 
by the armed forces to handle clothing, 
food, and all types of supplies. 

“Published records of performances 
by the Navy show loading and unload- 
ing of palletized shipments in as little 
as 0.5 man-hour per freight car,” said 
Mr. Palmer. “Of course these results 
were obtained under ideal conditions. 
However, records over a period of time 
show a normal expectancy for loading 
and unloading of palletized shipments 
running from 8 to 15 tons of goods per 
man-hour. This compares with 14% to 
3 tons per man-hour normally obtained 
with non-palletized shipments of. the 
same goods.” 

Mr. Palmer pointed out that handling 
experts feel it conservative to say that 
savings of 50 per cent or more can be 
obtained by nearly any shipper. 





Some Remodeling and Repairs Allowed - 
Without CPA Approval 


(Continued from page 90) 


involved in preparing the _ shaft, 
strengthening the building, etc., must 
be included in computing the estimated 
cost of the job to determine whether it 
comes within the small job exemption. 
On the other hand, the cost of the ele- 
vator car, the guide rails, motors, etc., 
and the cost of labor engaged in assem- 
bling and installing this equipment 
need not be included in the computa- 
tion. The same conditions apply to the 
installation of moving stairways and 
pneumatic tube systems. 

There is an important difference in 
regard to articles defined as fixtures 
and mechanical equipment. The cost 





of fixtures and mechanical equipment 
must be included in the total estimated 
cost of an installation or relocation to 
determine if the job comes within the 
$1,000 exemption. 


Availability of Materials 


It is this section of the order which 
will severely limit the remodeling and 
renovating plans of many wholesalers 
and retailers, dependent, of course, on 
the availability of materials in particu- 
lar areas. Covered by this section are 
practically all articles essential to do- 
ing business. 
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The following fixtures and mechani- 
cal equipment articles are covered both 
regarding the installation of the item 
itself and any alterations to a building 
involved in the installation: 

Air conditioning equipment, except 
the individual units previously men- 
tioned; bookcases, booths, counters, 
furnaces, heating equipment, lighting 
equipment, marquees, paneling, wood 
or metal partitions, plumbing equip- 
ment, electric and other signs, show 
cases soda fountains and ventilating 
equipment. 


Cost of Used Fixtures 


The cost of used fixtures or used 
mechanical equipment need not be in- 
cluded in estimating the cost of a job; 
the above restrictions applying only to 
new items. In effect, authorization is 
required if the cost of any of these new 
items plus installation or alteration 
costs exceeds $1,000. 

There are no restrictions on the in- 
stallation of any kind of equipment, in- 
cluding mechanical equipment, outside 
of and not attached to a building. 

The repair of mechanical equipment 
used to operate a building, such as 
plumbing, heating, lighting and venti- 
lating equipment, is not restricted. But 
if alterations are necessary for such 
repairs they must not exceed $1,000 
in cost without authorization from CPA. 











Damage to Stores 


Damage to stores comes within the 
$1,000 commercial exemption. If the 
front of a store is badly damaged by 
a truck, or by other means, authoriza- 
tion to restore it to its former condi- 
tien is not necessary if the cost is 
$1,000 or less. If the restoration cost 
is greater, authorization is required. 
However, the minimum amount of re- 
pair work necessary to prevent injury 
to the store and to its contents, result- 
ing from damage to the front, can be 
done without authorization. 














CITIES with a population of over 
100,000, including overlying govern- 
mental units, have regularly accounted 
for more of the outstanding govern- 
mental debt than all of the states put 
together. 








Latest News on 
RECONVERSION 
on page 148 
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Garment Brackets 





Clothing Carriers 
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banish closet blues 


K-Veniences are good news for Fibber 
. . - and for the countless thousands 
who wearily put up with cluttered out- 
moded closets. They work miracles of 
space-economy in any closet, trans- 
forming it into a smart, modern 
dressing unit so convenient it prac- 
tically hands out your clothes. Super- 
efficient, attractive K-Venjences double 
the hanging capacity .. . keep clothes 
neat, in order, within easy reach... 


and save cleaning and pressing bills. 


Good News for You, Too! 
Dealers O.K. K-Veniences because 


surveys prove they are in top demand 
by a big volume market . . . they move 
fast, yield good profits, bring extra 
traffic . . . and build prestige for the 
closet shop or department of any store. 
Answer the universal cry for more 
closet space with K-Veniences . . . the 


one complete line to meet this need. 


KNAPE & VOGT MANUFACTURING CO., Grand Rapids 4, Mich. 





Trouser Hangers 





Shoe Racks 





Hat Holders 














= were. 


= ewer? 








Flexible Packaging for Hardware 


Method developed during 
the war, for getting the 
tools of war to various 
fighting fronts in good 
condition, being adapted 
as a satisfactory means 
of getting hundreds of 
hardware items into the 
hands of the customers 


| packaging 
promises to be an important factor 
in the post-war hardware field. Large- 
ly as a result of the experience gained 
during the war, in which flexible 
packaging really did a great job in the 
protection, handling and distribution 
of metal parts, the hardware indus- 
try has become aware of what this 
same packaging can do for post-war 
sales. A 
Wartime metal-parts packaging 
grew out of the vital need for deliver- 


Flexible containers for DDT house powder used in either dust or spray form. 
Tough kraft duplex construction prevents sifting. The product contents and 
brand identity are accorded prominent display on the package. 


ing equipment and knock-down and 
replacement parts to the fighting 
fronts in perfect condition. Winning 
the war and saving men’s lives were 
dependent upon such things. 


Here is where flexible packaging 
made its outstanding contribution to 
the war effort. Whenever protection 
from air, moisture, temperature 
changes, oil, water, heat, cold, mud, 


Left to right—a double-thickness, strong heavy duty kraft container hold 100 
bridge washers; an elongated kraft wrench package; automotive parts bag — 


of duplex yellow kraft with kraft lining and tintie for 


re-cl 
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OVER A HALF-MILLION Sold last year for 1.79 
Although the Original 0.P.A. PRICE WAS 32 








See 2x7 RAORDINARY 
Hf GOVERMENT KELEASE 


an?) i PURCHASED DIRECT FROM THE R.F. 


|, ALL-PURPOSE PUMP 


THE FASTEST-SELLING LIQUID SPRAY PUMPS EVER DESIGNED 
FOR SPRAYING, BAILING, WHITEWASHING, FIRE FIGHTING, ETC. 


#)\\ 





@ No. SP546—Finest quality all-purpose pump on the 
market! Never before offered at these ridiculously low 
prices . . . and in time for Spring and Summer Sales! 
Every home owner, gardener, farmer, avutoist, fisher- 
man, etc., will find dozens of uses for this versatile 
sprayer .. . it’s absolutely indispensable! Ruggedly 
built to withstand wear and tear on all vital parts. 
Approximate height 27” overall. Complete with ten 
feet of flexible hose, ready for assembly. Order today 

. . cash-in on the extra sales and higher profits this 
fast-selling pump offers you NOW! 





PUMPING OUT BOATS 


v& vr To 1000 7.50. poz. 

* 1000 10 5000 6.25 D0zZ 

+ 500 10 10000 Do &D 007 

— # 10,000 & UP 4.50 DOz. 


NOZZLE 
with 
y Spray Adjustment 


SCREENED 
END 
PREVENTS 
CLOGGING 


% PACKED 12 TO A CARTON * WE WILL SHIP F.0.8. FROM 
CARTON WT. Sé LBS. MEMPHIS, TENN. 
WE ARE PREPARED 10 SiN? SAN FRANCISCO, CALIF. 
IN LOTS OF 5000 OR MORE. 


% Terms — Net Cash, 10 Days, F.O.B. N.Y. 


HENRY MODELL & CO., INC. 


280 BROADWAY - NEW YORK 7, N. Y. 
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This Boy can 
tell You that 


WALDEN 


WORCESTER 
WRENCHES 
stood the racket 


Heavy Duty 
%” SQUARE DRIVE 


He used a set like 


this -RUGGED 


. Va" SQUARE DRIVE 
A combination designed for 
many uses. 

Sockets and Attachments 


snap into position, locked 
by the keyless ball device. 


Send for 
WRENCH 
FOLDER 


STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 


WORCESTER, MASSACHUSETTS 


106 


i 
t% 
re: 
b 
WALDEN | 
WRENCHES 





Laminated principle illustrated by 

large container fabricated with out- 

side layer of plain kraft laminated 

to inner layer of waxed kraft. Wire 

specification, order number and 
maker are all given. 


| sand, rust, fungi and corrosion was 


demanded—an answer was found in 
flexible packaging. 
From these war demands the pro- 


| duction and use of such materials as 


| Cellophane, 


metal foil, glassine, 
waxed papers, vegetable parchments, 
and special kraft papers received 
never ending stimulus. These were 
combined with plastics, metals, coat- 
ings and synthetic rubber films to 


| produce custom-built packages under 


strict Government specifications. 
In our great assembly plants, little 


| details like placing rivets and bolts 


in unit packages, easily identified 


| and handled, helped save thousands 


of man hours of work. These pack- 


| ages, transparent ahd containing a 


particular item for a particular job, 
with printed instructions, were left 
near that place on the assembly line 
where they were needed, thus saving 
countless steps. 

Before packaging was installed, 
many plants followed a system of re- 


| questing small hardware when needed 


from supply rooms. The order was 
filled in bulk lots and sent in large 
boxes to the assembly line. It was 
then distributed, but poorly and in- 
efficiently. Confusion existed in get- 
ting the right piece to the right place 


| at the right time. Control of the flow 


of materials was hampered terrifi- 
cally and waste was the order of the 
day. 

When packaged distribution en- 
tered the picture it was amazing how 


few loose nuts, bolts and screws were 
scattered on the floor. Not only did 
this promote efficiency in the use of 
such materials, but it also cut down 
waste and eliminated employment of 
people whose sole job was to resort 
loose items picked up from floors. 

Flexible packages used in the hard- 
ware industry include a white vege- 
table parchment bag for a self-clos- 
ing faucet. This identifies the prod- 
uct, describes its use, provides space 
for the number of the plant tester 
and, of course, shows the name 
and address of the manufacturer. 
Another interesting application of 
the bag principle is one designed for 
strength. This is a double-thickness, 
heavy duty kraft package which holds 
100 bridge washers. This package 
likewise identifies the manufacturer. 

A smaller package, featuring eye- 
catching design and color, is one 
which has been specified for a piston 
ring. This package carries full in- 
structions for testing and installing 
piston rings in cylinders and for care 
and maintenance to get the inaximum 
piston and cylinder performance in 
the engine. 

The lamination principle as ap- 
plied to packaging is illustrated in 
a large envelope which is made of 
an outside layer of plain kraft lam- 
inated to an inner layer of a waxed 
kraft. This package holds hose wire 
for grease guns and shows the par- 
ticular grease gun which the hose 
wire fits. It also has spaces to show 
the wire specification and the cus- 
tomer’s order number, as well as the 
name and address of the manufac- 
turer. ‘4: % : 

* The sale*of electric light bulbs has 
been stimulated by bag type flexible 


This container holds copper re- 
“frigerator tubing coils. Corners of 
Yheavy kraft are pasted down to 

form octagonal package. All over 

design identifies product. 
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You can profit by our 
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EXPERIENCE in building 
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This “squeezit” package is designed 
so that all that is needed is a 


squeeze and the powder blows out | 
into cracks and corners as wanted. \) | | 


packaging in a specially designed 
merchandise bag. Dealers are sup- | A 4 . 
plied with these bags by the manv- | } 7 AR Ate Vee | ATTON 
facturer and fill them with bulbs al- | | of BRIGGS \ CTR 
ready packed in corrugated sleeves. | | ————~ 
The front of the package carries a | — 1G 
sales story and the manufacturer’s | <a N(; | \ |: \ 
and dealer’s name may be printed on | ; - 
the package. A lighting chart show- ¥s 
ing the correct size of bulb for any 
electrical fixture is found on the back | 
of the bag which is made of heavy 
kraft and can hold any assortment 
of sizes. 
The tin-tie top has been used on | 
- duplex kraft bag which allows the | NLY with Briggs § Stratton 
ag to be opened frequently and a . 
closed securely by bending over the ~ Bag, 4-cycle engines can you 
top and folding back the tin-tie | . profit by the skill and experience 
across both sides of the package. 
Just how far is flexible packaging 
going in the hardware field? Will it : 
be limited strictly to packaging of dependable performance through the years is your assur- 
such small items as nuts, screws and ance that “it’s powered right when it’s powered by 
bolts, or will it extend to hammers, Briggs € Stratton”—a factor of utmost importance to every 
hinges, saws, and precision tools? 
There are those who think it will be 
used even further for the larger 
household goods. BRIGGS & STRATTON CORPORATION » MILWAUKEE 1, WISCONSIN, U.S.A. 


The evidence on hand seems to 


show that flexible packaging has no tc-Cooled (ower 
limitation in its application to hard- ME 


ware. Witness the uses illustrated in 
this article. BRIGGS & STRATTON 
One prominent packaging mate- 
rials converter already has designed 
moisture-proof, vapor-proof transpar- | 


of an organization which has 
built 2% Million air-cooled engines. Their record of 


user, dealer and manufacturer of gasoline powered 
appliances, farm machinery or industrial equipment. 





(Continued on page 165) 
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Feminine customers find plenty to attract them in this sidewall display. 


The Martin Hardware finds that it's 
a popular line in the store and one 
that helps increase feminine traffic 


A DISTINCTIVE display 
of attractive giftware helps the Mar- 
tin Hardware, West Union, Iowa, at- 
tract plenty of town and rural cus- 
tomers. The gift department at this 
store occupies part of a front wall 
location as well as a center aisle table. 
The center aisle table has a three- 
shelf display arrangement with 
streamlined metal trim. On this stand 
are placed distinctive figurines, book- 
ends, etc., items which women will 
naturally inspect first. 

The ledge at the top of the sidewall 
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location bears the legend “gift sug- 
gestions” which helps to draw the at- 
tention of women shoppers to that 
area. Pottery, glassware, dinnerware 
and other items are featured there. 
Glass shelving is used throughout, 
which, with excellent lighting, helps 
to make the merchandise very attrac- 
tive to patrons. 


Browsing Encouraged 


Mr. Martin and his salespersons 
encourage the browsing customer. 
They have found that the customers 
will look over more stock than if a 


Help Them Increase Traffic 


salesman accompanies them. When a 
woman shopper browses through the 
gift section she sees everything dis- 
played and often tells her friends and 
neighbors about what she saw. 

Window displays and newspaper 
advertising also help this store to at- 
tract more attention to its gift line. 
Careful gift wrapping also makes a 
hit with many patrons. 


Sum of Good Government 


WISE and frugal government, 
which shall restrain men from in- 
juring one another, which shall leave 
them otherwise free to regulate their 
own pursuits of industry and improve- 
ment, and shall not take from the mouth 
of labor the bread it has earned—this 

is the sum of good government. 
—Thomas Jefferson 
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¢ S| THE FIRST AUTOMATIC-FEED, 
4 


Houses the solder! Measures the solder! 
Ejects the solder! Speeds the soldering! 


Every shop—every plant where soldering is a repair 
or production line operation—is a prospect for the 
Eject-O-Matic. 


Eject-O-Matic—the only automatic-feed soldering iron 
—brings soldering up-to-date, makes it a streamlined 
operation, takes another delaying kink out of the 
production line. 


Eject-O-Matic is the ideal soldering tool for the elec- 
trical worker, home craftsman, radio ham. 


THESE UNIQUE FEATURES ASSURE QUICK ACCEPTANCE 


* Automatic-feed to Non-fouling Tip 

* Micrometer Control of Amount of Solder Ejected 
* Light Weight Anti-fatigue Balance 

* One-hand Operation—Facilitates Production 

* Safety, Utility Base—Can Be Mounted on Bench 


For further details, discounts, 
e literature, etc., 
write direct to manufacturer's 


sales department. 


MULTI-PRODUCTS pgel-) & | of + am 123 Sussex Ave., Newark 4, New Jersey 
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PADDLE PUMP 
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How Would You like 


Gump 


to retail at ‘2 0” 


(without motor) 
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PUMPS CISTERN WATER 





DRAINS CESSPOOLS 


e No pump packing or stuffing box 
* Double “Squeegee” seals 
¢ Long-lived elastic impellers 


© Resists wear in sandy water 
Runs either direction 
@ Self-priming, quick, quiet 


Every customer for a pitcher spout pump is a potential buyer of 
a Simer Paddle Pump. Reasons: Low cost and upkeep, obvious 
high quality, ease of using with customer’s own electric motor or 
gasoline engine. 


While not designed to operate as a deep well water system, it 
will do almost any other job around the farm, home, factory or 
boat where the “‘lift’’ of water does not exceed twenty feet. An 
ideal sump or transfer unit, the Simer Paddle Pump will irrigate 
gardens, pump lubricating oil, empty basements, drain cess- 
pools, pump cistern water into kitchen, and stand ready to fight 
fires. 


Features: Main casing is bronze . . . polished stainless steel shaft 
. rock rubber impeller is more wear-resistant than ordinary 
rubber, leather or metal . . . double squeegee rotary seal protects 
each bearing from pump leakage and eliminates need for stuffing 
box... 34” or 1” sizes, 1750 R. P. M. direct connected. 


Write for Literature 


JEROME SIMER CO. 


422 Stinson Blvd. ¢ Minneapolis 13, Minn. 








Increased Sales 
Of Fishing Supplies 
50 Per Cent 


(Continued from page 87) 


5 ft. wide, high enough for seven 
rows of bait and lures. 

The bait and lures are hung by 
small hooks embedded into a half- 
inch strip nailed against the back of 
the panel, thus throwing the items 
far enough away from the panel for 
them to hang naturally. They are ar- 
ranged in groups according to types 
and makes. All flies are in one clus- 
ter, but not on the same line. The 
line units are price groups, whereas 
the “cluster” of two or three sections 
of lines, one below the other, form 
the group in relation to the type of 
lure or bait. 

Corks and floats occupy metal trays 
on a table about 2 ft. wide directly 
below the bait panel. Under this 
table is the reserve stock. 

The display is situated so that a 
customer may examine the stock as 
long as he desires without the assis- 
tance of a salesman. Not only can he 
see the make or type of bait that he 
wants but also the price of the items, 
which is marked plainly above each 
group. 

Before this display was built, these 
articles were carried in trays, with 
much of the reserve stock stored in 
paper bags below the table. 

Mr. Bluntzer declared that the in- 
expensive display idea, inexpensive 
both in cost and space occupied, in- 
creased volume well above 50 per 
cent the first three months it was in 
use and that was during a recognized 
“off season” for fishing with artificial 
bait. 


This Department Is 
A Reminder for the 
Paint-Minded Customer 
(Continued from page 93) 
inexperienced in applying paint, but 


| want to try their hand at a few jobs. 


The other 50 per cent are fairly. ex- 


| perienced in applying it. They usu- 


ally know what they want in the way 
of paints and supplies, although this 
class too, often needs a little advice 


on new products. 


“We work on the theory that if we 
try to make certain that every cus- 
tomer knows how to apply the paint 
that he buys here, he will be satis- 
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YOUR CUSTOMERS KNOW A. GOOD THING WHEN YOU EXPLAIN— 








More Strength—at No Extra Cost- 
thanks to 


The toughness and accurate fit you want in fasteners for heavy transportation jobs, for 
instance, are forged into Cleveland Top Quality Cap Screws by the Kaufman Double 
Extrusion Process. This process assures greater strength and uniformity in the various 
types of cap screws for any fastening requirement. Precision controlled heat treating is 
added in the manufacture of popular Cleveland High Carbon Heat Treated Cap Screws. 
It's good business to use the best cap screws you can buy—for top speed in the shop and 
strength in your finished product. Write the factory, or your nearest Cleveland representative. 


el ig Tha Cleveland Cap Seren Company 
2917 at 79% STREET * “CLEVELAND 4, OHIO 
, puses: Chicago and Philadelphia 


FA ST EN E R S | ie r Jobber for Cleveland Fasteners 


GINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND "ACCURACY 
lll 
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LEVELLAND 
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WELDED AND WELDLESS 
FOR EVERY PURPOSE 


























































® High grade welded and weldless 
Cleveland Chain merchandise has been 
a profitable seller in hardware stores for 
generations. Its fine uniform quality 


never varies. That is why it enjoys 






such widespread preference .. . why 


it can build future business for you. 





REEL SALESMAN 
DISPLAY STAND 


Tested merchandiser for a large 






















assortment of welded and weld- 
less chain. Holds four full reels 
of chain or equivalent in one- 
half or one-third reels. Finish, 







red baked enamel. Available 
with any one of nine assortments 
of Cleveland Chain. 


SALES MASTER 
A larger display stand hold- ; 
ing six full reels of chain 4/, 
and having compartments in PDR’ 
the base for storing and mer- one 169 


chandising heavier types of 
chain such as Proof Coil. 































AVAILABLE THROUGH LEADING HARDWARE JOBBERS 


The Cleveland (Chain & Yl. Co. 
Cleveland, 5 Ohio 















fied,” said Mr. Norman, “for we 
know our line has quality. We find 
that most of our customers appre- 
ciate such advice. We do not hesitate 
to ask customers if they need direc- 
tions for applying the paint and pre- 
paring the surface.” 

The firm always keeps its paint 
stock looking attractive. Even if the 
stock on certain sizes and colors is 
low at times, the remaining stock is 
spaced and always kept neat. Such 
care makes for a constantly attrac- 
tive department and helps lure cus- 
tomers. 

The customers of this store are 
farmers as well as city folks and the 
company has been able to contact the 
farm trade through its advertise- 
ments in the daily newspaper. There 
is considerable parking space near 
the store, which means much to the 
rural customers. 


Credits and Distribution 
(Continued from page 92) 


“Method of Operation” is of pertinent 
value to the sales manager. It offers 
descriptive and specific information on: 
. Street location. 

. Character of neighborhood. 

. Description of premises. 

. Territory served. 

. Annual sales volume. 
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. Percentage of cash and credit 
sales. 

. Price range. 

. Lines handled. 

. Competition. 

10. Advertising methods. 

11. Location of branches and ware- 

houses. 
12. Number of employees. 
13. Usual terms of purchase. 


Reowe =) 


The credit report, written in simple 
business English, is an intimate meet- 
ing with the buyer, just as the supplier 
might see him if he were able to visit 
him at his place of business and dis- 
cuss his prospects for the future. Re- 
ports are constantly renewed in the 
light of new information which comes 
through reinvestigation, trade reports 
from suppliers, and information which 


| is automatically received on suits, liens, 





chattel mortgages, and other legal data. 
It is easier for the sales manager to 
weigh and judge the desirability of the 
account he can visualize, and whose 
business problems he understands. It 
is easier also to engineer a sales pres- 
entation, when the requirements, sales 
volume, lines carried, price levels, and 
merchandising methods are definitely 
known. 

Each industry and trade has indi- 
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ers 
on: 


dit 


re- 





vidual selling, distribution and credit 
problems. Each successful manufac- 
turer and wholesaler adapts his selling 
methods to the nature of his product 
whether new or old, and to the habits 
of his customers. Some of the new 
postwar products are designed, manu- 
factured and priced for volume con- 
sumption, others for class appeal and 
selective selling. 

Where a comprehensive study of a 
company or individual is required, a 
special report written to specifications 
is prepared. These special reports cov- 
er the following categories: 


Marketing 


1. The competitive position held by a 
business in its industry or community. 

2. The probable effect of the conver- 
sion program on the subject of inquiry 
for specified periods in the future. 

3. The economic conditions in a trad- 
ing area. 

4. Details peculiar to highly special- 
ized lines. 

Financial 

1. Details of financing arrangements, 
existing or proposed. 

2. Interim figures and operating de- 
tails. 

3. Financial arrangements between 
parent and subsidiaries or affiliates. 

4. New and comprehensive trade 
clearances, including direct interviews 
with principal suppliers. 

5. Contractual obligations, particu- 
larly cancellation and penalty clauses. 

6. Insurance coverage. 


Operating 

1. Intimate details of background of 

the 
A. Management of a business. 
B. Ownership. 
C. Other influences. 

2. Details of leasehold arrangements, 
particularly important in chain organi- 
zations. 

3. Analysis of: 

A. Inventory, 
B. Operating and 
C. Credit control methods. 

4. Trend, particularly changes af- 
fecting operations. 

5. Facilities of contractors and sup- 
pliers to perform on contracts. 

The mercantile agency, the style un- 
der which Dun & Bradstreet was estab- 
lished in 1841, supplied a primary need 
to distribution when traders were lo- 
cated too far from their coastal sources 
of supply. It cost the big merchant 
importers of Boston, New York, Phila- 
delphia, and Baltimore thousands of 
dollars in the middle of the 19th cen- 
tury to send men to cities in the west 
or south to determine the worthiness of 
prospective jobbers or retailers. When 
Lewis Tappan, after the panic of 1837, 
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offered to act as a clearing house for 
credit information and keep them in- 
formed as to the progress of the coun- 
try stores, the merchants jumped at the 
opportunity, and most of the leading 
importers and commission houses of the 
east were soon included among the sub- 
scribers. Bradstreet founded his agency 
im Cincinnati in 1848 and came to New 
York in 1856. R. C. Dun joined the 
agency about 1853, and bought control 
in 1859 at the age of 33. For more than 
a century, the agency has participated 
in the movement of goods and the pro- 
tection of capital and merchandise. The 
Reference Book was established in 
1859. The movements of many millions 
of dollars in small credit transactions 
each day receive their impulse from the 
Reference Book ratings, while many 
more millions for new accounts and 
larger sales are approved after credit 
reports are consulted. 

Truly, the economy of America moves 
on the smooth bearing of its credit struc- 
ture. By it, the dynamos of trade trans- 
fer power almost instantly to any com- 
munity in the United States, Canada, 
and most of the countries of the world 
where trade is back on a normal basis 
of free enterprise. Information is the 
basis for action, and information prop- 
erly arranged in the sales and credit 
files of American business is a flash- 
light which can be turned on any town, 
store, factory, or individual without 
delay. 

To summarize, credit information en- 
ables the manufacturer to: 

1. Maintain complete and accurate 
files of a sales and credit nature. 

2. Watch sources of supply for finan- 
cial progress and value of guarantees. 

3. Build lists of reserve suppliers. 

4. Compile data on distribution and 
set up automatic checks on their prog- 
ress. y 

5. Select strong retail outlets. 

6. Make marketing analyses in con- 


junction with special fact-finding 
studies. 
7. Cultivate the right people in 


foreign markets. 

8. Find sources of supply for im- 
ports of needed materials. 

9. Examine any big deals, franchises, 
partnerships on the basis of special 
reports. 

Distribution is not an exact science. 
It deals with many intangibles, but en- 
gineering principles can be applied to 
its problems, and mistakes can be cor- 
rected or prevented. Production deals 
with machines, distribution with people, 
and the human equation differ some- 
what from the arithmetic or chemical 
equation. It doesn’t always come out 
proved and even, but when adequate 
light is shed on distributive problems, 
they can be solved with reasonable ac- 
curacy and confidence. 






















































in Production SOON! 


NO “BOBBING” on roughest 
x ground. Ingenious new design 
principle. 


HEIGHT-OF-CUT ADJUSTMENT 
made without tools—by a new 
method. 


REEL ADJUSTS TO BED-KNIFE 
by a simplified principle. 


GRASS CLIPPERS BRACKET to 
carry clippers right on the 
machine. 


CUTS CLOSER TO OBSTACLES 
both ahead and at sides. 


MANY OTHER REFINEMENTS. 
Wait ’til you see them! 


The SUPER D-17, Clemson’s 1947 Preci- 
sion Lawn Machine, will be in production 
soon and shipments in limited quantity 
will start shortly thereafter. It embodies 
advanced design over our pre-war model. 


A folder, giving a par- 
tial preview of the 
Clemson Super D-17, 
will soon be available. 
Write for it. 





CLEMSON BROS., INC. 


Middletown, N.Y., U. S. A. 


Mak of AR Hack Saw Blades, Frames and Ba 











Principals of the firm are, from left to right: Arthur E. Mize, president; Heber B. Mize, vice- 

president: Chester L. Mize, treasurer: and John H. Mize, secretary and sales manager. 

The latter is vice-president of the National Wholesale Hardware Association. Messrs. 
Arthur, Heber and Chester Mize are sons of one of the founders. 


A Family Enterprise Prospers 


Blish, Mize & Silliman Hardware Co., Atchison, Kan., whole- 

sale hardware firm, now marking its diamond anniversary, 

stands as a monument to fathers and sons who brought it 
through troubled times from its humble beginning. 


| 

a years ago 
Mrs. “Jack” Silliman gave her husband 
$4,500 and asked him to “invest” the 
money. Today, and three generations 
later, a large corporation stands in 
Atchison, Kansas, serving hundreds of 
retail hardware and lumber dealers in 
several midwestern states—a tangible 

result of this small “investment.” 
That corporation, the Blish, Mize & 
Silliman Hardware Co., continues to 


grow and prosper as a new generation 
moves in to take over the reins of a 
second generation now tired but suc- 
cessful through two turbulent war peri- 
ods and the ups and downs of western 
crop conditions. 


Closing the Deal 


In 1871, J. B. “Jack” Silliman, then 
in the employ of Field and Leiter, now 


Marshall Field and Co., had come to 


Kansas on a business trip and learned 
that the J. E. Wagner retail hardware 
store was for sale. On his return to 
Chicago he immediately spoke of his 
discovery to his brothers-in-law, E. A. 
Mize and D. P. Blish. It wasn’t hard 
to interest them and they immediately 
left their jobs of insurance and farm- 
ing respectively, and came west to 
Atchison to cinch the deal. The $4,500 
was the down payment and the three 
men gave their personal notes for the 


The third generation of the business is represented. from left to right. by Edward M. White. 

manager of the claim department, a nephew of A. E., H. B. and C. L. Mize: Chester L. Mize, 

Jr., assistant treasurer and credit manager, son of the treasurer; John H. Mize, secretary and 

sales manager, son of A. E. Mize, president: Walter R. Mize, salesman, son of H. B. Mize, 

vice-president. and by Raymond B. Jones, manager of the cutlery. hardware department 
and advertising departments, son-in-law of H. B. Mize, vice-president. 


HARDWARE AGE 





PlastER FIL 


Wu com Poll? 
“BATH TUBS E SiMe, 








YOUR CUSTOMERS 
WILL BE ASKING FOR IT --S0 


GET YOUR FREE TEST SAMPLE 
NOW. USE COUPON BELOW 


You know how those nasty cracks and gaps open up around 
tubs and sinks. And you know why—because with changes 
in temperature, the tub or sink expands or contracts faster 
than the wall behind. What to do about it? That’s long 
been a problem—but at last there’s an answer, PLASTER- 
FIL EDGING COMPOUND, developed specifically to 
do this job permanently. Jt stays pliable, hence prevents 
the crack from reopening. Plaster-Fil Edging Compound 
comes ready to use, right in the handy can. No delay—no 
mixing—no waste. So easy to fill the crack, then smooth- 
off the surface. And only the surface hardens—underneath 
Plaster-Fil Edging Compound stays plastic, so keeps the 
crack filled. 


SO MANY ADVANTAGES: 


@ It’s WHITE, hence needs no painting when used with 
white fixtures. 

® It’s ALWAYS READY for use, no mixing, no waste. So 
convenient. 

® It’s EASY TO APPLY—no special equipment needed. 

® It’s WATERPROOF and water-repellent. May be used 
indoors or out. 

® It’s CHIP-PROOF, because only surface hardens. Stays 
pliable underneath. 

® It’s VERSATILE—also makes a perfect fill for small holes 
or cracks in plaster, wood, tile, etc. 

® It’s ECONOMICAL, %4-lb. can retails at 35c; 1-lb. 59c; 
2 1b. 98c. 


























Sold ONLY through qualified jobbers 
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GAS APPLIANCE 
CONNECTORS 













MAKE FLUSH MOUNTING 









Not only is the Superseal way faster, it 
permits ranges to be set closer to the wall, 
thus allowing them to line up with other 
kitchen fixtures. 










Exclusive Patented Design 





The complete Superseal 
device is UNDERWRITERS’ 
LABORATORIES 
APPROVED as an appliance 
connection for all gases. 









Superseal Connector is a com- 
plete assembly of semi-rigid 
aluminum tubing and premium 
grade malleable iron Superseal 
fittings. 

Long 10° tapered cone of the 
fitting assures a permanent gas- 
tight seal . . . no shearing action 
when nut is tightened . . . tubing 
can be bent wherever desired... 
assembly can be used repeatedly 

& without damage to tube or heavy 
hex fittings. 























AVAILABLE NOW Superseal Connec- 
tors are furnished in any combination of 
elbows, straight fittings or shut-off valves 
as required. The cost, with all these supe- 
rior features, is no more than that of ordi- 
nary connectors. Write for catalog sheet 
giving complete description. Order from 
your wholesale distributor. 


SUPERSEAL DIVISION 
COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA. 






Department managers of the business are represented by R. E. Michaels, sporting 


goods division; H. C. Vanstrum, tools, builders’ hardware and paint; F. S. Johnson. 
major appliances, plumbing and heating: C. E. Smith, traffic and pricing. Two 
other department managers not shown are T. J. Dunning, farm supplies and tools, 


remainder with interest at one per cent 
per month, payable monthly. 

Expansion came rapidly and from a 
small retail store the firm soon became 
large enough to branch out into the 
wholesale business. Mr. Silliman and 
Mr. Blish did the traveling and Mr. 
Mize handled the finances. In between 
trips the purchasing was done. Re- 
stricted capital, the grasshopper scourge 
of 1874, the secondary post-war depres- 
sion years of 74 to °79, the depression 
of °84, and the panic of "93—all these 
barriers to successful operation were 
hurdled. 

One day in the late ’70’s the small 
son of E. A. Mize heard the familiar 
whistle of a steamboat and, as usual, 
ran down the main street of Atchison 
to the wharf on the Missouri River. 
The excitement was great that day be- 
cause the deck-hands were unloading 
hundreds of kegs of nails—the largest 
shipment of this commodity to that date 


and Raymond B. Jones, cutlery. household goods and advertising. 






ever shipped to Kansas, and Blish, 
Mize and Silliman. Today the boy who 
thrilled at the sight of those nails is 
now president of the company, and at 
76 years, Arthur Mize, remains the 
active head of the corporation. 


Second Generation Takes Over 
Brothers-in-law Blish, Mize and Silli- 


man gave way to the second generation 
with the death of Mr. Silliman, the last 
survivor of the three, in 1918. Within 
a few years Arthur Mize, Heber Mize 
and Chester Mize, all sons of E. A. 
Mize; and J. A. Kinney, son-in-law of 
J. B. Silliman, and J. W. Barlow, neph- 
ew of D. P. Blish, grew into the active 
management of the business. This 
generation promoted an unusual growth 
and expansion that has more than kept 
pace with the growth and expansion of 
the west. Today, only the three sons 
of one of the original founders are 


The office and main warehouse of the firm are housed 


in this five-story, reinforced concrete, fire-proof building. 
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alive, J. A. Kinney and J. W. Barlow 
having died several years ago. 

The depression years of the °30’s 
have served as the training ground for 
the third generation of the business— 
those rather rough months of the 
“Hoover” depression, the dust storms 
of Western Kansas and Oklahoma, de- 
pressed crop conditions and the result- 
ant credit losses—all this has left its 
indelible mark of experience on a new 
group now getting themselves in shape 
for the problems of the future. 

Raymond B. Jones, son-in-law of H. 
B. Mize, acts in the capacity of adver- 
tising manager and head of the house- 
wares division. John H. Mize, son of 
the president, is secretary and sales 
manager of the company. Edward M. 
White, a nephew of the second genera- 
tion Mizes, is head of the claim divi- 
sion. Chester Mize, Jr., recently re- 
turned from overseas duty, assumes his 
prewar duties as assistant to his father, 
treasurer of the company. Dick Mize, 
also recently returned from overseas 
duty, son of H. B. Mize, vice-president, 
has resumed his duties as a salesman 
for the company. 


He Didn’t Look Too High 


ye one of his hired men one day my 
father said, “Marve, why do you 
always lean forward and look at the 
ground? Why don’t you throw back 
your shoulders, stick out your chest. 
and look up?” Marve had his answer 
ready: “Never found anything yet, 
looking up!” He found more arrow- 
heads, lost knives and such things than 
anyone we ever had around the place. 
Maybe it is good that we do not all 
share the same points of view. 
—WHEELER McMILLEN 
in the Farm Journal. 





Are You Going to Move? 


Please do not wait until you actually 
move before advising us or the Post 
Office of your new address. In this 
event copies of Hardware Age will con- 
finue to go to your former address and 
you will be notified by the Post Office 








to send the postage required for for- | 
warding your copies. Due to the scar- | 


city of the copies we cannot send du- 
plicate copies to your new address. 
Kindly advise us at least thirty days 
before you move, telling us the date 
you will move, and giving us your old 
address as well as the new address. If 
you can send us the stenciled address 
from an old copy it will help. 








Latest News on 
RECONVERSION 
on page 148 
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@ Patented “Even-Heat”’ coil insures over-all, all-at-once broil- 
‘ing. @ New, specially designed all Aluminum Drip Rack. &} 
Well-Tree Sizzle Platter. @} Broils without smoke, muss or fuss. 
5) E-Z lock device for removing coil unit for thorough cleaning. 
@ Non-heat-conducting bakelite handle and legs. 7) Safety 
hinge permits easy removal of top — locks into position when 
top is raised. @) Two-heat control. 











Yes, feature for feature, your cus- 
tomer is sold by the unparalleled 
value of the HOLL 2 
Merchandise the best buy in 


broilers for volume sales and un- i 42 sl 
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FINDERS MFG. CO. 3669 So. michigan Ave 








Fully Protected by U.S. Pat.: No. 2,263,946 dated Nov. 25, 1941; No. 123,531 dated Nov. 12, 1940 
(Other Patents Pending) 
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SAVE FOOD 
THIS YEAR 


CAN wuat p 
YOU CAN. 










PRESSURE COOKERS FRUIT JARS ~CROCKS 
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Canning Supplies and Plumbing Goods 
Should Be Featured in Early July 


HARDWARE AGE Original Window Display IDEAS 


CANNING SUPPLIES 
WINDOW 


MERCHANDISE: Fruit jars, 
wide mouth and regular types, 
wash boiler canners, stock 
pots, pressure canners, can- 
ning racks, crocks in several 
sizes, stew kettles, food chop- 
pers, funnels, spices, jar tops 
and rubbers, wax, jar tighten- 
ers, collanders, cutlery, kitchen 
utensils. 

BACKGROUND: Center pan- 
els of light blue corrugated 
material or painted wallboard. 
Side panels of dark blue ma- 
terial. Cut-out letters on dark 
blue panel. 


PLUMBING GOODS 
WINDOW 


MERCHANDISE: Toilet seats, 
closet combinations, lavatories. 
medicine cabinets, glass 
shelves, towel bars, glass hold- 
ers, soap dishes, toilet paper. 
drain pipe opener, toilet bow! 
cleaner, toilet bowl brush, etc. 

BACKGROUND: Center pan- 
el of white corrugated board 
er painted wallboard. Side 
panel of light blue material. 
Cut-out letters of dark blue 
material. 
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1. Dairy farmers with 
BIG HERDS 


> oe 





OTH big and small dairy farmers are natural 
i ~— prospects for the Rite-Way milker . . . because 
> it combines the finest quality with low price. With 


, 3 Dairy farmers with 
SMALL HERDS 





Pew 


this one milker you can take full advantage of two 
markets — with twice the opportunity for profits. 





The Rite-Way milker is easy to sell . . . It’s preci- 
sion built, backed by a quarter century of man- 


ufacturing experience . . . powerful advertising and F 
FEATURE FOR FEATURE 


generous dealer support. More than 100,000 dairy 
; . 
It’s Easier to Sell a RITE-WAY farmers have proved its advantages on large and 


small herds. 





- 
- fi Te ost That’s why Rite-Way is America’s fastest selling 
so" sonee? Rey 

py of 







milker. You too can build a profitable Rite-Way 















dealership. For complete information write 






or wire today! i 







1241 BELMONT AVE., DEPT HA, CHICAGO 13, ILL. 


Eastern Branch: 248 W. Jefferson, Syracuse |, N. Y. 
Southwest Branch: || W. Reno, Oklahoma City, Okla. 
Southeast Branch: 587 W. Whitehall St., Atlanta, Ga. 
In Canada: Massey-Harris Company, Ltd. 
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Do You Offend? 


ALESMEN who have time to lis- 
ten to the radio these days are 
no doubt well posted on the sub- 

ject of “Do You Offend?” There are 
numerous radio programs which call 
attention to ways in which one per- 
son can offend another and in which 
ways are suggested for avoiding of- 
fensiveness. These remarks are for 
the employees who do not hear these 
programs and need to be reminded 
about this subject now that the sum- 
mer months are not far away. 

This matter of being unknowingly 
offensive is important. No person 
working in the hardware store wants 
to offerd customers. However, it is 
easy to become careless about bad 
breath, body odors, or “B O” as it 
is often called, and other matters of 
personal hygiene and some people 
need to be reminded of them. Sales- 
men and others coming in contact 
with customers on the sales floor or 
office should take steps to guard 
against these conditions for they 
most assuredly influence customers. 


Offends the Customer 


All will agree that the customer has 
a difficult time concentrating on a 
sales talk about a piece of merchan- 
dise if the salesman is offending 
physically. The customer will likely be 
thinking about getting out of the store 
into the fresh air and not about buy- 
ing the goods. Certainly this is a 
situation to be avoided. These situa- 
tions will be most unpleasant to 
women customers. 

Ways in which people offend can 
be eliminated. If the cause is a bad 
tooth, see your dentist as soon as 
possible and have the tooth fixed. 
If it results from an upset stomach 
it will be necessary to see your doc- 
tor. He will prescribe a suitable 
remedy so you can avoid this con- 
dition. 
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Body odor is something that every- 
one can have. Persons who are do- 
ing hard physical labor and perspire 
a lot are more subject to this than 
others. Nevertheless, it can be kept 
in check simply by keeping clean and 
wearing clean clothes. 


Clean Clothes 


Do not offend customers by wear- 
ing dirty and unsightly clothes in the 
store. There is dirty work that must 
be done in the hardware store but if 
you are careful when you do it you 
can avoid soiling your clothes. Store 
coats save the clothes and can be 
changed once a week or more often 


if necessary. You will always look 
clean and neat if you use them. 


Consider the Customer 


So much for the physical ways in 
which a customer may be offended 
by an employee of a store. In the 
next issue we will discuss another 
angle of the subject—the -impersonal 
ways in which a customer can be 
offended or displeased by the actions 
of an empolyee. After all, the cus- 
tomer is the person who, in the long 
run, pays your salary and keeps the 
store in a prosperous condition. It 
pays to consider him through every 
working hour of the day. 











Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each question correctly answered is worth 20 points. A grade of 
100 is very good; 80 is good; 60 is fair; 40 is poor, and 20 is very 
poor. The correct answers to these questions will be found on 


page 182. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Sales for the four months of this year are $10,000 in a hard- 
ware business. Sales for the same period a year ago were $8,000. 
Figure the increase in volume in per cent. 


2-—A furnace costs a dealer $140. He figures his cost of installa- 
tion at $140. He gives customer a contract price for the complete 
job of $400 which shows him 30 per cent margin on the job. Actual 
installations costs amount to $190. What should he have bid on the 
job to make 30 per cent margin? 


3—In determining size of water system for a home, it is necessary 
to know the approximate amount of water the family will use. What 
is a safe figure to use for the amount of water a person will require 


a day? 


4——-Heat loss in a house is figured at 90,000 B.t.u. per hour. De- 
termine the size warm air furnace you would supply for this job 
from the brand of furnaces you sell. 


5—Customer has 7 in. pulley. What is the largest belt he should 


use on it? 


(Answers on page 182) 
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EVERYTHING YOU NEED FOR AN 
EYE-CATCHING WINDOW DISPLAY 





A “NATURAL” FOR A SELF-SELLING 
COUNTER, SHELF OR TABLE DISPLAY 
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AGAIN SAMSON BRINGS YOU a package that keeps pace 

with the product! This time it’s the colorful display box that 
houses every SAMSON Safe-flex Fan ...a box that 
pictures and describes the fan's advantages . . . that means 
business even when there’s no salesman nearby. 


Use these handsome, fact-telling boxes to build an eye-catching 
window display. Use them for a counter, table or shelf 

display. Either way you'll have a “traffic stopper” that will 
automatically blow extra sales and profits your way. 


Don't forget, too, that SAMSON Safe-flex is the original, patented 
Rubber Bladed Fan. Its flexible rubber blades need no shield, yet 
will not harm even a child’s fingers. Its improved design and 
construction, including the Samson-built precision-quality 
motor, assure even greater quietness, efficiency, and trouble-free 
operation. And its new styling gives it beauty that blends 

with the decorative scheme of any home or office. 


SAMSON UNITED CORPORATION 


ROCHESTER 10, N.Y. 
Samson United of Caneda, Limited, Terente 


wiley, tp 
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Sargent Integralock Features Simplicity, 
Precision Parts and Ease of Installation 


& JMBINING its past achievements 
in the cylinder lock field with tech- 
nical “know-how” gained during the 
war, Sargent & Co., New Haven, Conn., 
has produced the patented Integralock, 
precision-built, said by company off- 
cials to be the first completely-engi- 
neered lock in this line of hardware 
production. Manufactured in two basic 
types -the new 
lock is simple and compact of design, 
having 30 per cent less moving parts 
than its predecessor in the Sargent line. 
Excepting knobs it is made of pressure- 


mortise and cutout 





Sargent Integralock. mortise type for 
office doors 
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formed metals—bronze forgings, ex- 
truded brass and cold-rolled steel. 

The lock case for both types is 34% 
by 2%@ in., and one that will wear 
evenly and slowly as it is perfectly bal- 
anced in its working parts, says the 
maker. 

These wrought metal parts are ma- 
chined to the desired close tolerances 
and are interchangeable, thus making 
possible mass production of cylinder 
locks. The immediate benefit to the 
trade is the stepping up of production 
schedules—Sargent’s expects to manu- 
fecture these in great quantities with 
resulting lower costs, to be passed on 
in reasonable factory prices company 
officials said. Specific price will depend 
on the lock-function ordered, enabling 
both wholesaler and retailer to sell at 
a low price and make a fair profit, 
says the maker. 

Dealer aids are expected by October 
when the new locks will be in full pro- 
The locks will be packed one 
to a box and six to a case in cradled 
cartons. and will bear the standard 
Sargent & Co. label. 


duction. 








Detailed view of the new Sargent 
Integralock, mortise type for office. 


Features applying to both types of 
locks are a novel safety device, ease 
and unfailing accuracy of installation, 
fewer parts than its previous produc- 
tion and interchangeability of keying, 
says the company. 

Outward appearance of the new lock 
which has eight functions—residential 
and non-residential entrance door, 
schoolhouse, office, vestibule, corridor 
hotel door, bathroom, communicating 
door and latch—is as simple as ifs in- 
terior. The escutcheons are cold-forged 
brass or bronze; the pear-shaped knobs 
cast brass or bronze. 

Cold-forged, cold-rolled steel is used 
for the lock case to insure greater 
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Yea bel le promud of ny new feuce” 


A farmer doesn’t wait long to show off his 
trim, new fence to the neighbors. Natu- 
rally, he’s proud of its neat, business-like 
appearance. Above all, though, he likes it 
because he knows that sturdy, well-made 
fence is a definite help in raising crops, 
protecting livestock. 

With its hinge-joint, cut-stay construction 
and its tight, protective zinc coating, plus 
general all-around durability, Bethlehem 
Fence is a “natural” for farm service. It's 
thoroughly dependable, and is made in a 


design for every farm need—for cattle, 
hogs, horses, sheep, poultry, etc. Farmers 
like Bethlehem Fence because it’s so easy 


to erect even on rolling or hilly ground - 


and because it stays tight and serviceable, 
despite the crowding of stock. 

Talk over your fence requirements with 
your jobber. It's possible that he may have 
a supply of the very designs your custom- 
ers need most. Also ask him about the other 
dependable Bethlehem products for use on 
the farm. They're listed below. 


BETHLEHEN 
STEEL 


* BETHLEHEM FENCE - 


Chen Reithhs Pall, on. he FENCE POSTS + BARBED WIRE +» GALVANIZED SHEETS FOR ROOFING AND SIDING 
fat eee NAILS AND STAPLES «+ SILVER STAR BALE TIES + PIPE + BOLTS AND NUTS 
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They Cut Longer 


Between Sharpenings 


IN THE WOODS 


at work 


AXES and HATCHETS @ 


The Collins Company, Collinsviile, Conn. 
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Cut-out type, for entrance doors 
of residential and non-residential 
buildings. 


uniformity of strength, says the maker. 
Extruded brass hubs, easily machined 
to close tolerances, are used. The re- 
tractor moves easily on self-lubricating, 
Oilite rotating bearings. 

The new safety device is an easily 
replaceable shear pin in the outside 
knob made to snap when undue force 
is applied by some one attempting to 
break in. In such cases the knob spins 
on its shank, but fails to turn the hub 
which remains operative through the 
cylinder to one who has the key, says 
the maker. 

Ease of installation is pointed up 
particularly in the case of the new 
mortise lock which consists of three 
parts contrasted with seven for the old 
lock. These are the lock case and a 
knob and escutcheon assembly for each 
side of the door. The escutcheons are 
self-aligning. 

To make installation as simple as 
possible, Sargent engineers worked to 
make misalignment impossible by en- 
tering the trim into the lock itself, 
aligning it to the lock by two studs. 
The trim has no fastenings to the door 
stile. The lock and both parts of the 
trim are secured by two machine screws 
which pass completely through the lock, 
thus assuring factory established align- 
ment for the cylinder and knob as- 
sembly. 

Sargent’s engineers point out that 
eech of the knob shanks float in the 


lock-hub, obviating the possibility of 
a bind. Close tolerances of the studs 
which face into the lock case from 
the outside escutcheon make the self- 
alignment possible, they say. The two 
machine screws are on the inside es- 
cutcheon. Lock cases of both types are 





Mortise type for entrance doors 
of residential and non-residential 
dings. 


identical, the cutout lock incorporating 
all the features of the mortise lock in 
addition to being a completely as- 
sembled unit. The dimensions of the 
front of the mortise lock are 14% by 
4144 in.; those of the cutout 134 by 
2% in. 

The new Integralock first appeared 
on Sargent’s drawing boards before the 
war, but production was delayed when 
the company diverted its facilities to 
meeting the country’s need for. war 
materiel. The company developed and 
made bomb shackles for Navy war 
planes, for which it received the Navy’s 
“Certificate of Achievement” in recog- 
nition of “exceptional accomplishment 
in behalf of the United States Navy and 
of meritorious contribution to the na- 
tional war effort.” By the war's end 
more than 100,000 highly machined 
bomb release locks, more than 25,000,- 
000—30 caliber, armor piercing bullet 
cores, over 100,000,000 intricate fuse 
components, and countless components 
for torpedoes, rifles and radar were 
made. 








Tax-Free Grain 


IGHT years ago. the Farmers Union Grain Terminal Association began opera- 


HU tions on $30.000 capital. 


Today the FUGTA has assets of $19,990,000 and a net worth of $7,482,000. 
It earned $2,266,000 during the 1944-45 fiscal year. 
A very large part of this tremendous growth has been at the expense of the 


Federal Treasury. 


Operating as a cooperative association, the Grain Terminal Association is not 


reauired to pay Federal income taxes. 


By paying its so-called patronage dividends in stock instead of cash, this coopera- 
tive, like many others, is able to pyramid its earnings into capital, which is then 
used for expansion and the purchase of competitors that have no way of escaping 


their Federal tax liability. 


If the Grain Terminal Association had paid Federal income tax at the rates paid 
by taxpaying businesses, its 1944-45 liability to the National Treasury would have 


been about $1,472,000. 





—Homer FE. Marsn, Research Director, NTEA 
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is Part-time workers can “run a cut’”’ on 
Libbey - Owens: Ford Quality Window Glass 

= like a veteran. L-O-F’s longer annealing 
makes the glass less brittle, easier to cut. 
Long, narrow strips or fancy shapes can 
be cut cleanly, with less breakage and 


e cutting loss. This easier handling means 


L:O-F also makes plate glass, safety glass, 





: Thermopane* insulating glass, Vitrolite* 
colorful glass facing, Tuf-flex* tempered Ta 
plate glass, Glastone*, the lightweight glass- iF 


: faced masonry block, and other flat glasses. 
: F 


Reg. U.S. Pat. Off. 
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EVEN FOR A BEGINNER... 


| | LE AY 1 cal LOF Widow Glass 


more profit per light for the glass dealer. 
Customers, too, prefer L-O-F window 
glass for its greater clarity," flatness and 
freedom from distortion. They know it by 
the label that certifies it as top quality. 
Libbey-Owens-Ford Glass Company, 5466 
Nicholas Building, Toledo 3, Ohio. 


LIBBEY: OWENS : FORD 
a Great Name in GLASS 
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Don G. Mitchell Elected President 
Syloania Electric Prodacts, Inc. 





DON G. 


MITCHELL 


Don G. Mitchell, former exee 


utive vice-president of Sylvania | 
Electric Products Inc., 500 Fifth | 
was recently | 


Ave., New York, 
elected president of the company 
by the board of directors. At the 


same time Walter E. Poor, who | 


has been president of Sylvania 
Electric since 1943, was elevated 
to the chairmanship of the board 
of dirctors. 


| ciated 
| since 


Before joining the company in | 


Field and Co., and the Pepsi- 
Cola Co. 

The new chairman of the 
beard, Mr. Poor, has been asso- 

with Sylvania Electric 
1911. He is a brother of 
Frank A. Poor, founder of the 
company. A graduate of M.LT. 


| in electrical engineering in 1908, 





WALTER FE. POOR 


he is a member of the American 


1942, Mr. Mitchell had been af- | Institute of Radio Engineers and 


filiated in top sales capacities | 
with McGraw-Hill Publishing | 
Co., American Can Co., Marshall | 


serves on the board of governors 
of the National Electrical Manu- 
facturers Association. 








CENTRAL STATES GOLF 


TOURNEY JUNE 28 
Friday, June 28—all day—is | 


the time of the 8th annual golf | 
tournament of the Centra! Siete: 
Hardware Club. 





The place will be the Butter. | 
field Country Club, in Hinsdale, 
just outside Chicago. 

Members will have jobber 
friends and dealers with them to 
enjoy the day, and the commit- 
tee promises fine prizes for dubs 
as well as champs. Lunch and | 
dinner will be served. 

Frank J. Koch, chairman, has 
on his golf committee G. H. | 
Beaudin, W. M. Hall, L. H. Tur- 


ner, A. J. Eggleston, W. M. 
Olsen, Ben Leve, secretary, and 
J. A. Billings, treasurer. 


CABLE ELECTRIC NAMES 
WOODARD EXEC. V.P. 


Stanley D. Woodard, for the 
past eight years assistant direc- 
tor of management operations, 
Federal Public Housing Anu- 


| thority, has been elected execu- 
tive vice-president of Cable Elec- 
| tric Products Inc., 80 N. 9th St., 


Brooklyn. 

Before joining the housing 
agency in Washington Mr. Wood- 
ard was vice-president of S. P. 


Woodard & Co., New York in- 


| vestment bankers. 
was advertising and sales promo: | 





Previously he 


tion manager of International 
General Electric Co.’s refrigera- 
tion division. 

For the past 12 years Mr. 
Woodard has served as a direc- 
tor and voting trustee of Cable 
Electric Products, Inc. He will 
supervise a new expansion pro- 
gram for the company, which in- 
cludes the establishment of a 
plant in Providence, R. I. de- 
voted to the manufacture of elec- 
tric wiring devices, fuses and 


| door chimes. 


| STANLEY NOW BUILDING 








TWO NEW FACTORIES 
IN NEW BRITAIN 


The Stanley Works has two | 


huge new buildings under con- 
struction in New Britain, Coun. 

Building No. 153, at the cor- 
ner of Burritt & Myrtle Sts., 
will provide 135,000 aq. ft. of 
space for the complete Stanley 
Electric Tool Div. I: is a six- 
story building of ccnsrete and 
brick. 

Building No. 150, at the coer- 
ner of Curtis & Myr:le Sts., 2s 
a six and one-half story concrete 
and brick building, of 240,000 
sq. ft., which will house the ma- 
chinery for the manufacture of 
regular hardware lines on an ex- 


panded scale. 








BUFFALO BOLT CO. 
HOLDS ELECTION 


At the annual meeting of 
stockholders and directors of the 
Buffalo Bolt Co., East Ave. and 
Oliver St., Buffalo, N. Y., held 
May 21, the following officers 
were elected: Raymond K. Al- 
bright, chairman of the board; 
Rudolph B. Flershem, president; 
Charles L. Turner and John J. 
McLaughlin, vice-presidents; S. 
C. Wead, secretary and treasurer; 
Charles O. Cornell, comptroller; 


| Ralph B. Plumb, assistant secre- 


tary, and J. E. Murphy, assistant 
treasurer. 

CLUSE GIVEN AGENCY 

ON ‘NEPTOX’ 

Northeastern Products, Inc., 
Boston, has appointed Robert R. 
Cluse, 1031 Sibley Tower Bldg., 
Rochester 4, N. Y., as its sales 
agent for Pennsylvania, New 
Jersey and New York, excluding 
Long Island, on its “Neptox” 
Weed Killer. 


FRESH’ND-AIRE CO. 
OPENS OFFICE IN L.A. 
The Fresh’nd-Aire Co., 221 N. 

La Salle St., Chicago 1, has an- 
nounced the opening of a new 
sales and display office at Wil- 
shire Blvd., near Western Ave., 
Los Angeles. The new office is 
done in a modern style. 








A. P. Hall Elected V.P. of American Chain; 


Continues as General Manager of Sales 


A. P. Hall has been elected 
vice-president of American Chain 
& Cable Co., Inc., Bridgeport 
2, Conn. Before joining the com- 
pany in 1944, he had been in the 
steel industry for 22 years and is 
well known in the metal and al- 
lied fields. He will continue his 
present duties as general mana- 
ger of sales, and his headquarters 
will remain at 230 Park Ave., 
New York City. During World 
War I he served in the Army and 
became an officer in the Field 
Artillery Reserve Corps. 


A. P. HALL 
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° ral Gas Co., Pittsburgh, for 14 WICKSTRUM APPOINTED 
Wilcox Heads Hardware, Sporting Goods years, in both the service and| SYLVANIA SALES MGR. 
. sales departments. His experi- reo : 
of For Mine n meilter 4 . : ae : B. K. Wickstrum has been ap- 
he Y d Si lte Supply Co _ ence with the Government in- | pointed general sales manager of 
and Glenn C. Wilcox has been ap- cluded the position of engineer | jighting products for Sylvania 
: ; and chief of the Fuels and Utili- | py,..,-:. p ; . sn fs 
eld pointed manager of the hardware ‘al t h f f th . : ". ; | Electric Products Inc., 500 5th 
ers and sporting goods division, of wind Section, Fittsburgh Ord: | Ave. New York, according to an 
1. The Mine and Smelter Supply nance District. | announcement made by Robert 
A pply y 
rd; Co., Denver, Colo. Mr. Wilcox — H. Bishop, director of sales. 
nt; joined the organization in Sep- ROBERT GOLDENHILL Mr. Wickstrum, who will make 
J. tember, 1944, editing and dis- his headquarters in New York, 
3. tributing its first general hard- wire” ~~ will be responsible to Mr. Bishop, 
er; ware catalog and assisting in the g Having completed a familiar- former lighting products sales 
er; general sales promotion of the | | ization course of products at the | manager, for the sale of incan- 
mg new department. | Hilo Research and Development | descent and fluorescent lamps, 
ie He first gained hardware ex- | Laboratories, Robert Goldenhil! flouroscent fixtures and wiring 
perience with Richards and Con- | has been assigned to the West- | devices. Since joining Sylvania 
over Hardware Co., Kansas City. ern : Connecticut industrial sales Electric in 1939, he has served as : 
Later, and for several years, he | territory of the Hilo Varnish | West Coast and Mid-West sales 5 
was special cutlery and sporting | Corp., Brooklyn. _ | manager and advertising and : 
goods representative for the | Mr. Goldenhill holds a B.S. | sales promotion manager of the 
Cn, Simmons Hardware Co., St. | degree in Chemical Engineering | lighting division. 
R. Louis. After the Simmons-Shap.- | and during the war served as a | 
“ leigh combination, he represented | — with the Army nel 
- Union Cutlery Co., in several | —'. By nna to one of wt 
entral states. | B ete ee ‘1 rst B- mb groups to ralc : 
ng * aad en ee. ee Nazi-held Europe, Goldenhill | ‘ 
” was returned to the U. S. for a | 4 
: rest after completing 50 mis- - 
GEO. D. ROPER CORP. | cept Detroit, and Northern In-} sions. He was ue eneedniad : 
ADDS TO SALES STAFF | diana as far south as Ft. Wayne. | to pilot a B-29 and had flown 
The Geo. D. Roper Corp., | 16 missions over Japan at the 
N. Rockford, Ill., has added two to | war's end, 
n- its sales organization. 
w Neal A. Eggebeen, with 15 | | 
]- years of selling in the gas indus- | EMERSON RADIO OF PA i 
ey try, has joined the midwestern IN NEW BUILDING | ‘ 
is division staff and will work with Emerson Radio of Pennsyt- | 
J. K. Busch, who was recently vania moved into its new head- | 
2. appointed division manager. His quarters at 223-25 N. Broad St., 
merchandising operations with Philadelphia, on June 1. The 
Roper dealers and utility cus- | concern recently acquired a ten- | 
tomers will cover Michigan, ex- | story building at this location. B. K. WICKSTRUM 
| | Reardon Co. to Open New Jersey Plant 
| r 
° : 
| Completely Staffed by Ex-Service Men , 
The Reardon Co., 2200 N. 2nd The plant occupies an entire P 
WILLIAM J. SULLIVAN St., St. Louis, makers of “Bon- | city block. It will serve the 
| ; dex” waterproof cement paint | eastern market. Other plants are 
He i is he Michi and other water-paint products, | in St. Louis, Chicago, Los An- 
vilead ae se of the Michi- | ;. opening a new plant in Bay- | geles and Montreal, and export 
= Junior Chamber of Com- onne, N. J., entirely staffed by | shipments will be possible from’ 5 
| — a a ; ex-servicemen. ports on either coast. 
William J. Sullivan, leaving J. Vincent Reardon, president, | A new York office has been 
| the Government service as an en-| announced that the entire per- opened at 92 Liberty St., in g 
gnect in the Redistribution and | sonnel—sales, office and plant— | charge of Kevin B. Moore, vice- 
| Salvage Branch, has joined the | will be made up of veterans, with | president and eastern division 
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| Eastern division sales staff, and 

will work with Sol Weill, divi- 
sion manager. 

He was with the Peoples Natu- 





NEAL A. EGGEBEEN 


1946 




















former employees who have re- | 
turned to the company since the | 
war forming the nucleus of the | 
new unit. : 


manager. Mr. Moore, former 
manager of the Montreal plant, 
saw service with the Army en- 


| gineers. 
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DIAMOND 


Drop forged from high 
quality tool steel through- 
out, handle as well as 
movable jaw. Scientifical- 
ly heat treated to give 
maximum wear. Handle 
unbreakable —convenient 
and durable hammer head. 
‘Has greater strength than 
‘atdinary monkey wrench 
‘and increased utility. 
Easy of adjustment. A 
practical all around handy 
tool. 


Has proven itself not only 
valuable to the implement 
‘and railroad industry, but 
a splendid tool for gen- 
eral utility. Finish, cad- 
mium plate with polished 
jaws and hammer face— 
red handle, or black plate 
with polished jaws and 
hammer face—red handle. 


Write for Catalog! 


DIAMOND CALK 
HORSESHOE CO. 


DULUTH 7, 




















MONKEY 
WRENCH 


MINNESOTA 








Program for NRHA Congress 
At Chicago, June 24 to 27 


The annual Congress of the 
National Retail Hardware Asso- 
ciation, to be held in Chicago, 
Ii, at the Congress Hotel, June 
24 to 27, inclusive, will formally 
open Monday evening with a roll 
call session to be followed by a 
cotillion. Dan E. Billman, 
Minneapolis, Minn., president of 
NRHA, will deliver his address 
Tuesday morning to be followed 
by J. F. Leopold, Dallas, Tex., 
on the subject, “Taxation of Co- 
operatives.” Phil S. Hanna, Chi- 
cago, will conclude that session 
with a talk on “The Outlook for 
Business.” 

The “Outlook for Hardware 
Production” will be the opening 
subjecteat the Wednesday morn- 
ing session. Franklin Schlitt, 
Springfield, Tll., hardware dealer 
will discuss, “Sales Training for 
Progres&,” The concluding ad- 
dress, ofthat session, by Luther 
Stein, vicé:president and general 
sales direcfax,*Belknap Hardware 


& Mfg. Co., Louisville, Ky., 
wholesale hardware distributors, 
will be on, “An Incentive Plan 
for Sales People.” At the ban- 
quet that evening De Loss Wal- 
ker, Chicago, will discuss the 
subject, “Business Needs Lead- 


ers.” 


Thursday morning Prof. Mau- 
rice Baker, Lexington, Ky., will 
discuss the subject, “Is Retailing 
a Lost Art?” Frank Kaufman, 
president, Hibbard, Spencer, 
Bartlett & Co., Chicago, IIl., 
wholesalers, will talk on, “How 
We Propose to Help Dealers 
Meet Postwar Competition.” The 
final address of that session, by a 
speaker not yet selected will be 
on, “How I Propose to Increase 
Sales in the Postwar Period.” 
The Thursday afternoon session 
will be devoted to committee re- 
ports and election of officers. The 
closing address by Dr. A. P. 
Haake will be on the subject, 





“Business Faces the Future.” 
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S. C. BERNHARDT LEAVES | 


ESTATE STOVE CO. 


S. C. Bernhardt resigned his 
position as vice-president of The 
Estate Stove Co., Hamilton, Ohio, 
effective May 1. 

Mr. Bernhardt joined the Es- 
tate sales organization in 1930 
ag sales manager and in 1938 be- 
came general sales manager at 
the home office in Hamilton. He 
was elected vice-president in 
charge of sales in 1943. 


NEW SALES MGR. FOR 
, PITTSBURGH FENCES 


George R. King has been made 
manager of chain link fence sales 
for Pittsburgh Steel Co., Grant 
Bldg., Pittsburgh, Pa. From 
1922 to 1946 he was with Cyclone 
Fence Co., and since 1930 in 
charge of sales of its New York 
office ‘except for the period of 





1943-1945 when he served in the 
U.’S. Army. 


a 


S. B. PUTMAN RETURNS 
TO AMERICAN SCREW 


American Screw Co., Provi- 
dence, R. I., has announced the 
return to its sales department of 
Seward B. Putnam, discharged 
from the Marine Corps after 22 
months overseas. His service in- 
cluded the Marshall Islands and 
Iwo Jima campaigns. 

Mr. Putnam will live in St. 





Louis, Mo., and will operate as 





SEWARD B. PUTNAM 


a direct sales representative from 
American Screw Co.’s Chicago 
office at 589 E. Illineis St., from 
which headquarters ‘he will cover 
the South Central territory. 





MASBACK, INC. APPOINTS 
TWO NEW SALESMEN 


Masback Incorporated, 330 
Hudson: St., New York City, has 
announced the addition of two 
new outside salesmen to its sales 
staff of 72 men: Orland Condit, 
formerly a lieutenant .in the 
Army, and George Bressman, for- 
merly a lieutenant in the Navy. 
Mr. Condit is assigned to West- 
chester County, New York, and 
Mr. Bressman to Essex County, 
New Jersey. 
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Commercial Standard Promalgated on 


Woven Wire Netting, Hardware Cloth 


Carefully considered com- 
mercial standards for woven wire 


netting (poultry netting, fur) 


farm netting, etc.) and galvan- 
ized hardware cloth have just 
been promulgated by the Na- 
tional Bureau of Standards, U. S. 
Dept. of Commerce, in collabora- 
tion with the Hardware Cloth & 
Poultry Netting Institute. 

These standards represent the 
first concerted efforts ever put 
forth by producers, distributors 
and consumers, working under 
the guidance of the National 
Bureau of Standards, to compile 
a nationally recognized mini- 
mum standard of quality for 
these two commodities. The 
documents set forth in complete 
detail those sizes and types which, 
in normal times, are regularly 
produced in sufficient volume to 
reasonably assure their being 
readily obtainable through regu- 
lar channels of trade. 

“Currently,” according to 
Ralph W. Bacon, secretary of the 
Hardware Cloth & Poultry Net- 
ting Institute, due to strikes and 
other conditions beyond the con- 
trol of producers, there is a 
shortage of netting in many sec- 
tions of the country. But it is 
hoped those difficulties will soon 
be overcome. 

“In the meantime, the issu- 
ance of these commercial stan- 
dards should be of material as- 
sistance to distributors and con- 
sumers who can find it possible 
to confine their requisitions to 
standard sizes, If that is done 
buyers will obtain the advantage 








of drawing against maximum 
volume production rather than 
having orders for ‘specials’ com- 
peting with ‘regular items’ for 
the restricted productive facilities 
which are available at the 
moment.” 

Copies of these two commercial 
standards may be obtained from 
the National Bureau of Stan- 
dards, Division of Trade Stan- 
dards, U. S. Department of Com- 
merce, Washington, D. C. The 
official titles are: “Woven Wire 
Netting, Commercial Standard 
CS 133-46” and “Hardware Cloth, 
Commercial Standard CS 132- 
46.” 


MASTERCRAFT ELECTRIC 
IN NEW PLANT 


The Mastercraft Electric Co., 
Inc., has moved its plant and 
general offices to 181 Bruce St., 
Newark 3, N. J. The firm 
makes the new Lasser Sure-Grip 
Fluorescent Socket. 

Nearly all parts are now made 

in the plant, thereby speeding 
production schedules. Increased 
production and the incorporation 
of a permanent research staff 
and laboratory, made the expan- 
sion necessary, according to the 
firm. 
- Jack Lasser, president, will 
have complete charge of produc- 
tion. Irving Skolnick, vice-presi- 
dent, will be in charge of sales 
and market research, and Sidney 
Blackman will be in charge of 
purchasing. 











AT THE NATIONAL ELECTRICAL WHOLESALERS 
ASSN. CONVENTION recently held in Chicago, a group of 
well-wishers surround Miss Rose M. Cleary, newly-elected 
treasurer. Left to right, standing, are W. M. Corrin, presi- 
dent, Corrin Electric Supply Co., Oil City, Pa.; Mrs. Mary R. 
Riedel, director, Information Center, Proctor Electric Co.; 
Oswald MacCarthy, eastern regional manager, Proctor Elec- 
tric; W. J. Langendorf, buyer, Tiemann Hardware and Supply 
Co., St. Louis; H. S. Perkins, Proctor assistant general sales 
manager; seated, C. G. Duy, Jr., Proctor advertising manager; 
C. P. Andrew, The Noland Co., Newport News, Va.; Miss 


Cleary, and J. M. Anderson, sales manager, Tiemann Hard- 


ware and Supply Co. 
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Galena Oil Becomes a Division of 


Freedom-Valvoline Oil Co. in Merger | 


The Freedom-Valvoline Oil 
Co., of Freedom, Pa., and Cin- 
cinnati, O., has announced the 
merger, as of Jan. 1, 1946, of the 
Freedom Oil Co., the Galena 
Oil Corp. and the Valvoline Oil 
Co. 

The Galena Div. will continue 
to sell to the hardware industry 


through regular hardware dis- 
tributing channels. 
H. M. Hart is vice-president 


and manager of the Galena Div. 
of the Freedom-Valvoline Oil 
Co.. with his offices still at 
Room 507, 431 Main St., Cin- 
cinnati 2, Ohio. C. J. Leroux, 
vice-president in charge of sales, 
and G. L. 
manager, have 
offices to Freedom, Pa 


Service, advertising 


moved their 


It is announced that the mer- 


ger effects no change in the pic- 
ture insofar as Galena is con- 
cerned, being merely a _ corpo- 


Mr. Hart will head 


organization, 


rate change. 
a separate selling 
consisting of one group of men 
selling the automotive oils and 
greases, and another selling rail- 
road oils and 


Officers of 


greases, 


the parent organi- 


Freedom-Valvoline 
William G. Bech- 
the 


zation, the 
Oil Co., are: 
chairman of 
Gus P. Doll, 
the board and 
president; and Earle M. Craig, 
president. 


man, 


executive vice- 


T. A. JUHRING JOINS 

B. M. VAUGHN & CO 
T. A. Juhring has joined B. M. 
Vaughn & Co., 3227 Milam St., 
Houson 6, Texas, manufacturers’ 


agents, to handle sales in Louisi- 
ana, Mississippi and Memphis, | 
Tenn. 


Mr. Juhring has a long Army | 
record, having joined the Texas | 


National Guard in 1915 and | 
served on the Mexican border 
until the 36th Div. was activated 
for duty in World War I. He} 
was commissioned as a reserve | 
oficer in 1920, and four years 


later organized a company in the 
36th Div. which served with dis- | 
tinction in the Italian campaign. 
In World War II he established 
protection for the atom 
plant at Oak Ridge, Tenn., and 
was responsible for the control 


bomb 


board; 
° . | 
vice-chairman of | 





T. A. JUHRING 


of all M.P. and P.O.W. guard- 
ing within the 4th Service Com- 
mand. In 1944 he was sent to the 
Caribbean Defense Command in 
the Panama Canal Zone. 


ALCOA TO BUILD 
$30,000,000 PLANT 








| to supply 


to cost more than $30,000,000, 
will have the capacity to pro- 
duce more than ten million 
pounds of sheet and plate per 
month when placed in operation. 
Construction is scheduled to be- 
gin as soon as the project has 
been approved by the Civilian 
Production Administration, and 
completion of the plant will re- 
quire approximately 18 months. 
The new plant is being built 
to serve customers throughout 
the nation, and more particularly 
the aluminum sheet 
and plate requirements of the 
midwestern and western areas. 





ALBANY HARDWARE CoO. 
WHOLESALING ONLY 
The Albany Hardware Co., 
Inc., Albany, Ga., as of June | 
closed its retail hardware depart- 


| ment and is now doing solely a 


wholesale business. 
The firm announces that it has 


| five salesmen on the road, cover- 


Aluminum Company of Ameri- | 


ca, has announced the plans for 
the construction of a large new 
plant near Davenport, Iowa, for 
the of aluminum 
and plate. The plant, which is 


rolling 


| 


sheet | 


ing a radius of approximately 
125 miles from Albany, and that 
more salesmen will be added to 
call on all hardware, furniture 
and building supply dealers in 
the area as more merchandise 
becomes available. 











METROPOLITAN NEW YORK HARDWARE MEN HONOR CHARLES J. HEALE:—More than 130 leading hardware 
men, representing all branches of the Metropolitan New York trade, and a number of his business associates, attended a 
testimonial dinner for Charles J. Heale, Monday evening, May 27, at Whyte's Restaurant, New York. The occasion was a 
celebration of Mr. Heale's recent appointment as president and general manager of HARDWARE AGE. 

August C. Flamman of Hughes, Flamman & Simpson, legal counsel for many hardware organizations, presented a hand- 
some leather desk set, suitably inscribed, as a gift of all those in attendance. A sheaf of congratulatory letters and telegrams 


was also given Mr. Heale. 


Thomas J. Crofton, H. B. Sherman Mfg. Co., was the toas‘master. Others who spoke included: Joseph S. Hildreth, presi- 
dent of the Chilton Co., publishers of HARDWARE AGE and other business publications; Charles F. Rockwell, secretary, 
American Hardware Manufacturers’ Association; Harold E. Masback, Masback, Inc.; Edward Dugan, Thomas W. Kiley 
& Co., Inc., Brooklyn, speaking for industrial distributors; Sydney H. Atkinson, R. J. Atkinson, Inc., who brought greetings 
from the retail hardware trade, and Irving Feldman, Keystone Bolt & Nut Corp., who spoke in behalf of the Hardware 


Square Club. 


A souvenir of the occasion was an abbreviated edition of HARDWARE ACE with a cut of the guest of honor on the cover. 
It included a biography of Mr. Heale's 30 years with this publication, as well as the program and menu. 
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the Famous 
Goulds Jet-O-Matic 





EYSTONE 


OF THE PROFIT ARCH 





WHY YOU’RE NOT GETTING AS 
WANY GOULDS WATER SYSTEMS 
AS YOU NEED 


Everything possible is being done 
to speed the day when we can 
supply you with your full require- 
ments for Goulds Water Systems. 


We are all set to go, but like most 
other rhanufacturers, we are un- 
ible temporarily to obtain the nec- 
essary component parts to build 
our water systems in quantities 
large enough to meet the ever- 
increasing demand. We trust you 
will understand that this situation 
is caused by circumstances over 
which we... and, of course, our 
distributors ... have no control. 


Just as soon as conditions get back 
to normal, we will be in a position 
to supply you with all the Goulds 
Water Systems you need for this 
highly important and profitable 
department of your business. 








OULD 





Goulds Water Systems provide the firm founda- 
tion for a sizable volume of business; they are 


the keystone of the profit arch in the sale of many 


high-unit-cost items of equipment that utilize 
fresh, running water on the farm and in the home. 


Sell a Goulds first—it leads to the customer’s 
purchase of running water accessories such as 
bathtubs, milk coolers, washing machines, water 
heaters, sinks, water cups, stock tanks, and many, 
others. 


Goulds leadership is backed by 98 years of build- 
ing dependable pumps. The envied name that 
Goulds enjoys, plus the complete Goulds line, 
provides the foundation for establishing your 
store as ‘‘ Water System Headquarters” for your 
full share of this business in your community. 


Write for the name of your nearest Goulds dis- 
tributor. 


GOULDS PUMPS Inc., Seneca Falls, N. Y. 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 











meres" INSTANT EXIT 
SAFETY... 
SPECIFY MO N ARC ‘i 


PANIC EXIT DEVICES 


Means 








FACTORIES 





a. 
€ 


SCHOOLS 


THEATERS 


OFFICE BUILDINGS 


Today -.,... safety exits are being used 
wherever prompt, positive exit action may 
mean the saving of lives. Wherever people 
gather, there is the need for a Monarch 
Panic Exit Device. To this growing market 
Monarch offers a series of quality exit de- 
vices, both mortise and rim types, in a variety 
of styles for a wide range of applications. 


Monarch’s exclusive construction features 
provide swift, sure action always. Mon- 
arch’s functional design and choice of metals 
and finishes assure beauty as well as safety. 
Write today for details on these quality 
exit devices. 

Monarch—long recognized for quality 
builders finish hardware—is now a division 
of Clayton & Lambert Mfg. Co. 


CLAYTON & LAMBERT MFG. CO. 


1730 Dixie Highway ° Louisville 10, Ky. 
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Geo. D. Roper Corp. Training Program 
Designed for ‘Duration’, New Salesmen 


“Springboard to Action” is the 


title of a series of dealer meet- 


ings now being presented by the 


| sales department of the Geo. D. 





Roper Corp., Rockford, IIL, 
throughout the country to se- 
lected dealer groups. The pur- 
pose of the presentation, timed 
with deliveries and breaking of 
Roper’s national advertising in 
national magazines, is to inspire 
its dealers with the tremendous 
selling opportunities which lie 
ahead in the gas range market. 

Inasmuch as during four years 
of war time economy, in which 
practically no appliances were 
available in volume, many older, 
experienced, and highly produc- 
tive salesmen had to seek other 
lines for steady employment. On 
the other hand, young men just 
returned from the armed services 
would have little or no selling 


| experience. The Roper plan 
| offers a training service as the 


company feels it is necessary to 
train salesmen now with a plan 
that will not only be a short cut 
to the reconditioning of “dura- 
tion” men, but will also rebuild 
the organization with a high per- 
centage of productive new men. 
The plan consists of a series of 
pocket size pamphlets, the sub- 
ject matter of each being keyed 
to a specific requirement to pro- 
duce well-rounded educational ma- 
terial. Some of the subjects 


| covered are “Gas versus Elec- 








tricity,” “Gas Range Buyer’s 
Guide,” “Product Visualizer,” & 
“Selling Wisdom.” Another 
series deals entirely with what 
each part of the Roper Range 
will do for the ultimate con- 
sumer and reasons why. 

Offered for sales in this plan 
are action demonstration units, 
including a “cutaway” or “X- 





Ray” Roper model of a DeLuxe 
range and a Giant Simmer Speed 
burner mounted in _ porcelain 
case. Each can be hooked up 
for demonstration purposes and 
the single burner unit can be 
carried by salesmen, home econo- 
mists, or service men, into a 
prospect’s home to be hooked up 
and demonstrated. 

As an incentive to dealer sales- 
men becoming more proficient in 
the sale of Ropef Gas Ranges, 
they are offered an opportunity 
to become members of the na- 
tional dealer organization the 
“Roper Knights of the Sauce 
Pan.” Admission to this “Order” 
is based on the ability of the 
salesman to present simple cook- 
ing demonstrations. 





ECLIPSE LAWN MOWER 
ELECTS OFFICERS 


Heading the Eclipse Lawn 
Mower Co., Prophetstown, II1., is 
the following list of officers, 
elected May 21: Rudolph B. 
Flershem, president; Charles S. 
Turner, vice-president; S. P. 
Cary, secretary-treasurer; K. S. 
Moore, comptroller, and C. Neal 
Turner, general manager. 

Manufacturers of a complete 
line of both hand and power 
mowers, the company is a sub- 
sidiary of Buffalo Bolt Co., Buf- 
falo, N. Y. 


PETERSON & ASSOCIATES 
HANDLING ‘MARGY-MAID’ 


Harry M. Peterson & Associ- 
ates, manufacturers representa- 
tives, 1133 Broadway, New York 
City, have been appointed eastern 
sales representative on _ the 
“Margy-Maid” Mixer, manufac- 
tured by the Margy-Maid Divi- 
sion of Floyd T. Lovens & 
Associates, San Jose, Cal. 








Jobber Catalog Page Size 


The subject of catalog page sizes has long been a problem in 
the hardware field. A survey among its members by the National 
Wholesale Hardware Association—late in 1944—showed that 81 per 
sent of those replying favored 8%- by 11-inch pages for use in the 
post-war era. Ten per cent expressed the desire for 7%- by 10%- 
inch pages and 9 per cent favored 14 different sizes. 

In announcing results of the survey George A. Fernley, Phila- 
delphia, Pa., managing director, N.W.H.A., stated: “The survey 
shows there is a definite tendency toward the use of three columns 
| to the page, with a number using both two and three columns. 

“For loose leaf catalogs, of course, an allowance is made for the 
loose leaf binding, this varying from % to 2% inches.” 

A recent letter from Thomas A. Fernley, Jr., executive secretary, 
N.W.H.A., states, “Advices we are receiving indicate that manufac- 
turers are observing varied catalog page dimensions. In addition, 
quite a few manufacturers are not providing the extra margin on 
the left hand side of the page for loose leaf binding.” 
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THOMAS J. FARRELL 


ED. T. LOCKE CO. 
ADDS SALESMEN 


The Ed T. Locke Co., 906 
Main St., Cincinnati 2, Ohio, 
factory representatives for lead- 
ing electrical appliance, house- 
wares and hardware manufac- 
turers, has added three new 
members to its sales organiza- 
tion. 

Thomas J. Farrell, with head- 
quarters in Cincinnati, will 
cover parts of Ohio, West Vir- 





J. H. ROBERTS 





H. E. KELLEY 
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|ginia and Tennessee; 








Jack H. 
Roberts, with headquarters in 
Indianapolis, Ind., will cover 
parts of Indiana and Kentucky; 
and Harold E. Kelley, with head- 
quarters in Knoxville, Tennessee, 
will cover parts of Tennessee, 


Virginia, Kentucky and West | 


Virginia. 
NEW YORK WIRE CLOTH 
ANNOUNCES WINNERS 
IN NAME CONTEST 


The New York Wire Cloth Co., 


500 Fifth Ave., New York City, | 


makers of 
screening, has announced the 
winners of its contest for a short, 
descriptive name for the Multi- 
Strand selvage edge featured in 
the company’s products. Hard- 
ware and building supply dis- 
tributors, their employees and 
their customers were offered 
$1250 (maturity value), in bonds 


Multi-Strand wire | 


for the best names suggested for | 


this edge found in Opal, Liberty | 


Bronze and Aldura wire screen- | 


ing. 

Over 900 contestants from 46 
states and three foreign coun- 
tries submitted almost 3000 
names, First prize, a $500 bond 


was awarded to Mrs. S. L. Atkin- | 


son, Moss Hardware Co., Rome, 
Ga. Stanley D. Cattelle, 1 High- 
wood Avenue, Tenafly, N. J., took 
the $200 second award bond and 


Billy B. Steed, American Legion | 
Post 205, Leachville, Ark., won | 


third award, a $100 bond. 
A special $25 bond award was 


made to Andrew Denny, Jr., Rt. | 
1, Pineville, Ky. Regular awards | 
of four $50 bonds and ten $25 | 


bonds went to 14 other con- 
testants. 

Judges in the contest were 
Kenneth A. Heale, managing 


editor, Harpware AcE; John L. | 


du Fief, Civilian Production Ad- 
ministration, Washington, D. C.; 
and M. J. Hoover. eastern mana- 
ger, Sun Chemical Co., New 
York City. 





FRIEDMAN REJOINS 
HILO VARNISH 


After an absence of five years, 


Sam C. Friedman has rejoined | 


the Hilo Varnish Corp., Bronk- | 


lyn, and has been named to 


cover the Chicago trade sales | 
territory. He left the Detroit | 


territory early in 1942 to work 
for the Army Air Forces in a 
civilian capacity. 

During World War I he served 
in France with Battery D of the 
129th Field Artillery. Com- 
manding officer of an adjoining 
battery was President Truman. 

In Chicago, Mr. Friedman 
makes his headquarters at the 
Hilo offices, 2420 Washburne 
Ave. 






































































What’s in a package? 


There can be plenty in a good 
package in addition to the merchandise! 
Look at this new Camillus box. Note that 
the big, clear number is not on the cover 

but on the bottom section with the knives 
—no more mix-ups. Beside the number 
is a picture of the knife—for quick 
identification. Key selling points for, 
dealer sales clerks are on the bottom. 
The red and black modern design 
makes attractive displays. Add to all 
this cellophane-wrapped knives for 
more eye-appeal, as well as to cut 
down handling and the resultant 
rust, and you have packaging that 
works for you. Yes, there’s simpler 
_ handling and stocking, faster dis- 
tribution and sales in this new 
package in addition to the fine, 
top-quality CAMILLUS knives. 
Camillus Cutlery Company, 
New York 17, N.Y. 


A 
n America 


ars ago by Adolph Kastor 


et Le... 
CAMILLUS 
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M. H.°PRYOR BACK AGAIN 
WITH BARNES MFG. CO. 
AFTER NAVY DUTY 

After three busy years of Navy 
duty Millard H. Pryor is back 
at his old post as president of 





MILLARD H. PRYOR 


the Barnes Mfg. Co., 701 N. 
Main St., Mansfield, Ohio. Mr. 
Pryor’s last mission before doff- 
ing his Navy “blues” was to go 
to Japan last November where 
he uncovered valuable informa- 
tion on a Japanese development 
—a defensive weapon to be used 
against amphibious landings, 
known as “Fukuryu.” 

This equipment involved the 
use of Japanese navy divers. 


Each carried torpedoes for use 





against enemy craft. Just as the 
“Kamikaze” involved suicide for | 
Japanese pilots, this “Fukuryu” | 
program meant suicide to their | 


navy divers. 

Mr. Pryor entered the Navy | 
as a lieutenant commander in 
March, 1943, and for the first 
two years was stationed in the 
Shore Facilities Section of the 
Bureau of Ships. It was the func- 
tion of this section to review and 
determine building and equip- 
ment requirements for all conti- 
nental Navy activities such as 
navy yards, supply depots and air 


stations. 


In May, 1945, he went to 
Bremerton, Wash., as assistant 
to the manager of the Puget 


Sound Navy Yard. 
NEW MIRRO SALES 
TRAINING PROGRAM 
A new sales training program 
for store personnel has just been 


announced by the Aluminum 
Goods Mfg. Co., Manitowoc, 
Wis. The big feature of this 


new program will be the presen- 
tation by the “Mirro” salesmen 
of two sound slide-films to sales 
persons at stores throughout the 
country. 

After the salesman completes 
the showing, each sales person 
will receive manuals that provide 
an interesting and colorful re- 
view of the films, to keep for 
reference purposes. The program 
is designed not only to help them 
understand the selling features 
of the cooking utensils in the 





“Mirro” line, but also to point 
out the general advantages of 
aluminum for cooking. 


W. E. COPELAND NAMED 
TO RESPONSIBLE POST 
WITH TEXAS JOBBERS | 


W. E. Copeland, who has just 
returned after service with the 
Marines in China, has been ap- 
pointed sales manager and as- 
sistant manager of the Wm. 
Van Hoogenhuyze Wholesale 
Hardware Co., 641 S. Flores St., 
San Antonio 6, Texas. 

Mr. Copeland started as an 
order clerk, and worked in all 





Ww. E. COPELAND 


departments of the firm before 
going on the road for it before 


the war. He is the son-in-law 
of N. F. Van Hoogenhuyze, 
president. 











NEW OFFICERS OF THE CHICAGO RETAIL HARDWARE ASSOCIATION posed for 
their picture after their election at the 55th annual meeting, May 15. Seated from left 
to right are: Charles Chouffet, Oak Park, immediate past president and chairman of the 
board; Walter J. Switalski, Chicago, president; John W. Weiss, Evanston, vice-president; 
Edward Vondrak, Cicero, advisory committee member; standing, |. to r., Robert Kozelka, 
Amis, Chicago, secretary-treasurer; Samuel Miller, Chicago. 
director; Joseph W. Lensing, Oak Park, director; John W. Burkhart, Chicago, retiring 
director, and Edgar U. Hamel, Chicago, director. Not shown are Daniel Trotter, Chicago, 


Chicago, director; J. C. 


and A. T. Anderson, Chicage, directors. 


Reports given at the meeting showed that there has been a healthy growth in both 
and finances. A rising vote of thanks was given to the retiring president, 
Mr. Chouffet. After the meeting J. A. Hutt, sales manager of the Ferro Enamel Corp., 


membershi 


showed a slide film, “Modern Porcelain Enameling. 
Offices of the association are at 1416 Merchandise Mart. 
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WOLKENHEIM SALES MGR. 
OF HOTPOINT HEATERS 
Stanley E. Wolkenheim, U. S. 

Navy, has been appointed sales 

manager, water heater sales divi- 








STANLEY E. WOLKENHEIM 


sion, Edison General Electric 
(Hotpoint) Appliance Co. Be- 
fore entering the Navy in 1941, 
he was with the company in the 
treasury department and as man- 
ager of the Buffalo, N. Y., 
branch, 

L. O. Braun has returned to 
the eastern sales region as sales 
promotion manager. He served 
in the Marines three years, part 
of the time on duty in the South 
Pacific. 

W. W. Gibbs, Knoxville, Tenn., 
has been named sales promotion 
manager for the southern sales 
region, in Atlanta. Mr. Gibbs has 
spent the past three and a half 
years in the company’s Chicago 
organization. 

W. R. Hall has been appointed 
district sales manager for the 
Boston district. He is located at 
the newly established Boston of- 
fice, 207 Park Square Bldg. 

W. A. Summers, Syracuse, 
N. Y., has been named district 
sales manager for the Buffalo 
district, with his office at 1104 
Marine Trust Bldg. 

D. H. Risher has been named 
district sales manager for the 
Charlotte, N. C., district. His 
headquarters are at Room 516 
Wilder Bldg. 

H. L. Cushing, Newark, Ohio, 
has been appointed district sales 
manager of the Dallas, Texas, 
district. 

HOUGHTON, OF CORNING, 
HEADS BOY SCOUTS 


Amory Houghton, chairman of 
the board of the Corning Glass 
Works, Corning, N. Y., who has 
been a leader in Boy Scout work 
since 1923, was elected president 
of the National Council, Boy 
Scouts of America, May 16. 
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new Cérbin tubular latch set 
for low-cost home and commercial construction 


This new and improved 
Tubular Latch Set in- 
corporates CORBIN’S 
newly designed square 
face and curved lip 


Functions For Every Need 
#345 Standard Latch Set 
#345'2 Closet Latch Set 
#359 Bedroom or Bath- 
room Latch Set, with locking 
button and emergency un- 
locking device. 





strike with square ends 
to match. 

This latch proved its ability to “take it” by 
performing as smoothly at the end of over half 
a million ‘Open and Close Tests” as in the be- 
ginning. This excellent performance was achieved 
as a result of three new Corbin features: — (1) 
Reinforced latch bolt; (2) Extra large hub arms; 
(3) Cold rolled steel shoe and lever for retracting 
the latch bolt. The increased strength of these vital 
parts results in a better tubular latch set that will 
give added years of smoother service. All sizes 
are standardized to fit the time saving pre-mortised 


doors specified by The Fir Door Institute. 

The name CORBIN means quality to your 
customers. Owners of houses in the lower priced 
brackets are usually pre-sold on the name Corbin 
but they sometimes feel that Corbin Quality Hard- 
ware is beyond their means. This new and improved 
line of Tubular Latch Sets is designed and priced to 
make Corbin quality hardware available to owners 
of low cost homes. Display these new Corbin 
Tubular Latch Sets. Their sturdiness and style will 
arouse interest in your Corbin line of economical, 
high quality builders hardware. 


P.& F. Corbin 
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HARRISON RETIRES 
AFTER 40 YEARS 
WITH OLIVER CORP. | 
With a record of nearly 40 | 
years in one industry, with one | 
company and in one territory, | 
Charley Harrison, branch man- 





CARL BARCLAY 


| land branch, succeeds Mr. Har- | 
rison. Before going to Portland 
| Mr. Barclay had been assistant 


manager of the Columbus 





| branch. He has been with the 
firm for 20 years. 

CHARLEY HARRISON H. C. Gates has been ap- 
pointed credit and _ collection 


manager of the Portland branch. 
— of the Portland —— * He was division collection man- 
= ‘ae pda d mnct | ager, working out of the Chicago 
~ ’ ” | office, si 1934. 
of agricultural implements, re- | 
linquished his duties as of June 
1, and now plans to catch up on | 
hunting and fishing which he TO LARGER OFFICES 


has neglected for so many years.| The sales and shipping depart- 





SCOTT SALES MOVES 


| wood. 
will remain at 4547 Ravenswood. 


| Ravenswood Ave., Chicago, has 
| moved into larger offices in the 
‘company’s building at 4541 
Ravenswood Ave. 

The general offices and the 
engineering departments of the 
company are also at 4541 Ravens- 
The services department 


SILEX CO. ACQUIRES 
FOUR-STORY PLANT IN 
NEW HAVEN 


As part of its expansion pro- 
gram the Silex Co., on May l, 
acquired a modern four-story 
plant on Waterfront St., New 
Haven, Conn., where production 
is already under way. 

At the same time the Silex Co. 
sold its plant in Circleville, as 
current production and future 
plans call for more space and 
facilities than could possibly be 
provided at Circleville under 
present building restrictions, ac- 
cording to Wesley R. Becher, 
Silex vice-president and general 
manager. 

All facilities and production 
work formerly located in Circle- 
ville have been transferred to the 
New Haven plant. The new plant 
has a railroad siding, an inter- 
coastal steamship dock and good 
trucking facilities, 





Carl Barclay, who has been| ments of Scott Radio Labora- 
assistant manager of the Port-! tories, Inc., formerly at 


4A50 | 


Some manufacturing opera- 
tions will be transferred from 








the main plant in Hartford where 
expanded facilities are already 
claimed to be severely taxed. 
Employment at the main plant 
has been increased four-fold 
since V-J Day. 

G. H. KENNEDY RETIRES 
FROM WICKWIRE BROS. 
George H. Kennedy has ter- 


minated 35 years of activity with 
Wickwire Brothers, Inc., Cort- 





GEORGE H. KENNEDY 


land, N. Y., manufacturers of 
wire products, 

For 28 years, until 1939, Mr. 
Kennedy was sales manager, and 
then became sales consultant. 











HARDWARE SQUARE CLUB HOLDS RECORD BREAKING SHORE DINNER :—Hawaiian in decorative theme was the scene 
at the recent annual shore dinner of the Hardware Square Club, at the Hotel Astor, New York City, attended by 1375 mem- 
bers and guests. It was a pre-war style shore dinner, with plenty of sea food and beer, followed by an unusually fine variety 
show, part of which was of Hawaiian style. The cocktail lounge had Hawaiian decorations, table favors carried out the same 
idea and the stage backdrop reproduced a scene typical of the islands. Ralph S. Allen, Diamond Expansion Bolt Co., headed 
the Shore Dinner and Outing Committee which put on the party and show, entertainment being under the personal direction 


of Harry W. Kornrumph, Long Island Hardware Co. 


ther members of the committee were: George Carstens, Topping Bros.; 


Fred A. Demarest, Biddle Purchasing Co.; Conrad Kunz, Stellwagen & Kunz, Inc.; Fred A. Scholl, Long Island Hardware Co., 


and George W. Warner, George W. Warner & Co., Inc. 
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NEW PRODUCTS 
That Eliminate 


Clothesline Troubles 
May be used together...or separately 








Retails at 


25° 


Specially plated to re- 
sist weather and wear. 
Will not soil clothesline. 


Makes it easy to put-up or Remarkably efficient...simple 
take-down clothesline to use...will not rust 


Cash in on the demand for this high quality, This new, scientifically-designed clothesline pulley 
smooth-working appliance. Reel Tite Clothesline is free-turning and free-swiveling... always in perfect 
Reel has sales appeal... it is just what your cus- alignment with the rope. Of steel and brass construc- 
tomers are looking for. Saves time and work gn tion, it is extra strong and most practical. Furnished 
wash day Reel Tite is a profit maker. with screw hook. Stock these fast-selling pulleys now. 

















g ~ an 
Retails at ry. 
$95 Ra 
a 
with Bracket 









Order from your jobber today...or write for full information, prices, discounts. 


8007 GRAND AVE. - CLEVELAND 4, OHIO 


JUNE 6, 1946 








HAROLD R. LINEBAUGH 

IS B. F. GOODRICH CO. 
APPLIANCE BUYER 

Harold R. Linebaugh is the 


new buyer and merchandiser for 
electric refrigerators, ranges, 


and later as Chief of the Ter- 
mination Section in the Michi- 
gan and Ohio Central District. 

Mr. Linebaugh has had 20 years 
of appliance experience in the re- 
tail and wholesale trade. Pre- 
vious to his entry into the Army 


as an Air Force captain, Mr. 
Linebaugh headed the appliance 
section of one of the largest dis- 
tributors in the Omaha area. 

Since taking over his new posi- 
tion he has traveled extensively, 
meeting manufacturers who sup- 
ply Goodrich’s 450 company- 
owned stores and the other re- 
tailers using Goodrich as a 
| source of supply. 








NOMA SUBSIDIARIES 
ARE MERGED 
Noma Electric Corp., has an- 
nounced that Nuevo Industries, 
Inc., a subsidiary of Pressed 











cx WILLARD H. KEMP HEADS HARDWARE BOOSTERS :— 
More than 60 members and guests attended the annual meet- 
ing of the Hardware Boosters, at the Midston House, 38th 
St. and Madison Ave., New York City, May 23, at which 
time Willard H. Kemp, The Yale & Towne Mfg. Co., Stam- 
ford Division, was elected president, succeeding August 
C. Flamman, Hughes, Flamman & Simpson, legal counsel. 


Products Corp., was merged with | Ernest W.. Law, Abrasive Products, Inc., and Robert J. Dun- 


HAROLD R. LINEBAUGH Pressed Products, as of April 30. 
Pressed Products Corp. is a sub- 
home freezers, water heaters and | sidiary of Noma Electric Corp. 


traffic appliances for the B. F.| Beth Nuevo Industries, Inc., and | 


canson, Richards-Wilcox Mfg. Co., were mamed first and 
second vice presidents respectively. Reelected secretary and 
treasurer was Harry J. Schmitt, H. Blumberg & Sons, Inc., 
Hempstead, Long Island, N. Y. Mr. Kemp urged the Boos‘*ers 











: P . rece > te CC > ’ . 

Goodrich Co., Akron. mo Pressed Products Corp. on lo- | to do the usual things uncommonly well as a means of suc- 
Mr. Linebaugh comes to this| cated at Holyoke, Mass., in the | cessful operation. Left to right, front row: Messrs Law, 

position after service with the | manufacture of pressed toys for | Schmitt and Duncanson. Rear row, left to right: Messrs. Flam- 

Army as a contracting officer| the parent company. | man and Kemp. 





THE NORTHERN WHOLESALE HARDWARE CO. entertained independent retail 
hardware men representing over 250 stores throughout Oregon, Washington and Idaho, 
at its new location in Portland, Ore., May 5, 6 and 7. The above picture was taken at 
a dinner meeting, May 6. 

More than 300 manufacturers showed their regular lines, together with a number of 
new products. Luncheon and dinner meetings were devoted to talks by manufacturers 
or their representatives, in order to disseminate first-hand knowledge on the reconversion 
problems of manufacturers. Other talks were given by local men on subjects having a 
definite bearing on retail trade. One of the outstanding talks was given by E. C. Sammons, 
president of the U. S. National Bank of Portland on the subject “Where Do We Go From 
Here?” Mr. Sammons stated that in his opinion there's a tendency of the Government to 
stray away from the Constitution and the American way of doing things, and urged the 
dealers and their business associates to recognize what is going on and to take immediate 
steps to let their congressmen know how they feel about it. 

The Northern Wholesale Hardware Co. now occupies a modern re-inforced concrete 
building covering an entire square in downtown Portland. It has also purchased a four- 
story concrete building for its Seattle branch. Modern display rooms have been installed 
at both places and special attention is being given to the development of electrical and 
sporting goods departments in addition to hardware, tools, housewares and paints. 
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G'LLETTE FORMS SALES 


| DIVISION OF 12 CENTRAL 


STATES 


Creation of a central sales divi- 
sion embracing 12 states from 
border to border as the second 
step in its realignment of na- 
tional sales areas has been an- 
nounced by the Gillette Safety 
Razor Co., Boston, through Boone 
Gross, general sales manager. 
First step in the program, estab- 
lishment of the western sales di- 
vision, was accomplished a month 
ago. 

The new central sales division 
takes in the Midwest and plains 
states from the Canadian border 
down the Mississippi Valley to 
the Rio Grande and the Gulf of 
Mexico, with district offices lo- 
cated in Chicago, Minneapolis, 
Detroit, Kansas City and New 
Orleans. 

Managing the central division, 
with headquarters in Chicago. 
will be Harry W. Risberg, a 
Gillette veteran, who has been 
district manager in Chicago for 
several years, District managers 
under the new set-up will include 
Paul <A. Shipman, Detroit; 
Franklin A. Miller, Kansas City; 
and Patrick H. Montgomery. 
New Orleans. Managers of the 
Chicago and Minneapolis dis- 
trict offices will be named at a2 
later date. 
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Vhy 
” CHAMPION 


belongs on your counters... 















AL Everybody who enters your store is a prospect for electric bulbs and tubes. And every- 
body knows that the few cents they spend for lamp replacements gives them one of 
a the biggest bargains they can buy today. 


an- The hardware store is a logical and convenient place to buy lamps. Every lamp cus- 
tomer you get means sure and steady repeat business, when you sell lamps of 
= CHAMPION quality. 


CHAMPION Fluorescent and Incandescent Lamps net you the gréatest return on this 
volume item. Low cost production, low overhead, attractive packaging and display 
ins material and a clean-cut hardware wholesale distribution policy combine to get you 


to all there is in lamp volume and profit. 











lo 

lis, 

“© ASK YOUR WHOLESALER FOR 

" CHAMPION LAMPS 
CHAMPION LAMP WORKS 
; Lynn, Massachusetts 
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National Stamping & Electrical Works 
Acquired by Eureka Williams Corp. 


Eureka Williams Corp., 6060 
Hamilton Ave., Detroit 2, has 
acquired the National Stamping 
and Electrical Works, Chicago, 
makers of “White Cross” home 
and commercial electrical appli- 
ances, H. W. Burritt, president, 
announced May 27. 

Purchase of the National com- 
pany also includes the Acorn 
Brass Mfg. Co., a subsidiary. 

The National Stamping & 
Electrical Works will be contin- 
ued under its own name as 4 
subsidiary of the Eureka Wil- 
liams Corp. No change in the 
present method of distribution 
of the “White Cross” products is 
contemplated. 

New officers of the National 


Co. are: H. W. Burritt, . presi- 
dent; George T. Stevens, vice- 
president; H. M. Switzer, vice- 
president; and Fred Stocker 
(former president), vice-presi- 
dent. Frank Matthies, secretary 
and treasurer, will continue in 
the same position. 

As one of the first manufactur- 
ers in pioneering in electrical 
home appliances, the National 
Stamping and Electrical Works 
was founded in Chicago in 1891. 

Eureka acquired the Williams 
Oil-O-Matic Co., Bloomington, 
Ill., leading makers of oil burn- 
ers, a year ago and changed the 
corporate name from Eureka 
Vacuum Cleaner Co. to Eureka 
Williams Corp. 








MASBACK SALES MGR. 
ADDRESSES BALTIMORE 
DEALERS 


Ralph H. Langsam, vice-presi- 
dent and sales manager of Mas- 
back, Inc., 326-330 Hudson St., 
New York jobbers, addressed a 
meeting of the Baltimore Retail 
Hardware Association, May 17. 
The dinner, at Mueller’s Restaw 
rant, was attended by 78 mem- 
bers. 

Mr. Langsam, in his talk on 
“Our Challenge of the Future,” 
discussed the past, present and 
probable future economic condi- 





tions of the country. 

Edgar C. Gast, president, made 
a talk on “How to Make an 
Asset of Your Voice.” 

Form letters in regards to im- 
posing taxes on cooperatives on 
an equal basis with small busi- 
nesses, were distributed to mem- 
bers for use in contacting their 
Senators or Congressmen. 

Plans were made for the first 
annual convention and merchan- 
dise fair, to be held Jan. 21, 22 
and 23, 1947. It was also de- 
cided to hold the annual summer 
outing at the Postmaster shore. 











GEORGIA ASSOCIATION'S NEW PRESIDENT, left, W. S. 





SALIENT FEATURES OF THE NEW DUO-THERM 
CHIPPENALE MODEL are pointed out by M. F. Cotes, vice- 
president of the Motor Wheel Corp., in charge of Duo-Therm 
Div., to sales representatives of David Kaufmann’s Sons or- 
ganization, Duo-Therm distributors of Baltimore, Md., at- 
tending one of the three distributor conventions which were 
held in Chicago, New York and Atlanta, last month. 

The highlights of the shows were the Chippendale model in 
a’ handsome blonde finish, especially designed to fit into mod- 
ern interiors, and its counterpart in Heppelwhite, in a walnut 
finish. The spotlight was also turned on the four models 
which comprise the 1946 line of fully automatic fuel oil 
water heaters. 

Mr. Cotes, Karl Egeler, advertising manager, and other 
members of the Duo-Therm organization presented the com- 
plete story on the plans for production, advertising and 
promotion of the two space heaters in their new dress of 
famous period furniture design, as well as the established 





Williams, Cordele, with William W. Howell, Waycross, sec- 
retary, and J. B. Harley, right, Waycross, retiring president. 
Mr. Williams along with E. A. King, Covington, vice-presi- 
dent, were elected to office at the annual convention in At- 
ianta, May 7-8, of the Georgia Retail Hardware Association. 
Association directors are: Mr. Harley; R. W. Hatcher, Mill- 
edgeville; E. C. Miller, Sparta; Charles Campbell, Jr., Macon. 
Advisory board members include Alex Hall, Moultrie; A. C. 
Rodenbury, Cairo; and H. Kilpatrick, Thomaston. 

The association went on record opposing the OPA price 
absorption policies and tax exemption of cooperatives and 
favored retention of the Miller-Tydings Amendment for the 
protection of small retailers and the consumer. 
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models in Duo-Therm’s line of space and water heaters. 
Over 500 distributor representatives attended the three 


conventions. 








SEATTLE POT & KETTLE 
HAS DINNER-DANCE 


The annual spring dinner- 
dance of the Seattle Pot & Kettle 
Club, held at the New Washing- 
ton Hotel, April 27, was attended 
by 250 members and their guests. 
A cocktail hour, preceding the 
dinner, put everyone in good 
spirits for the ensuing festivities. 
President Allen Myers was toast- 
master. 

Officers of the club are: Mr. 
Myers, president; Phil Smith, 
vice-president; Harvey Sturgis, 
second vice-president; Verse 
Forgey, recording secretary; O. 
M. Thompson, corresponding sec- 
retary; Stan Clark, treasurer; 
and J. P. Cummings, C. B. Mills, 
H. C. Gleason and J. F. Parker, 
directors. 


E. E. PETERSON CO. 
EXPANDS TERRITORY 


J. H. Bockstruck and J. 
O’Donnell have been added to 
the sales staff of Eugene E. Peter- 
son Co., manufacturers’ repre- 
sentatives, 30 Church St., New 
York. Mr. Bockstruck will cover 
Pennsylvania and Mr. O’Donnell 


will be located in New York | 


State. 
The company recently added 
Virginia, West Virginia and Ohio 





to its territory, which recently 
comprised New England,, New 
York, New Jersey, Pennsylvania. 
Delaware, Maryland and Dist. of 


Col. 


—_—_ 


HORROCKS-IBBOTSON 
GETS TONKIN CANE 


The first shipment of Tonkin 
canes to be imported from China 
since the war has been an- 
nounced by the Horrocks-Ibbot- 
son Co., Utica, N. Y., fishing 
tackle manufacturers. 

Tonkin cane is claimed to be 
the best material for the fabrica- 
tion of split bamboo fly and bait 
casting rods. 





MILWAUKEE CREDIT MEN 
ELECT BERRYMAN 


O. H. Berryman, of the John 
Pritzlaff Hardware Co., Milwau- 
kee wholesalers, has been elected 
vice-president of the Milwaukee 
Association of Credit Men. 





JOHN L. WREGGE HEADS 
CREDIT GROUP 
John L. Wregge, president of 
the Louisville Tin & Stove Co., 
Louisville, Ky., on May 24, was 
elected president of the Louis- 
ville Credit Men’s Association. 
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a, 7 yee "e 
: Add value to your product by specifying the justifiably famous line 
of Shinyheads, securing extra sales appeal and extra quality. 





8 Here’s character which you can distinguish at a glance: 
. Hexagon heads — full finished — completely machined — top and 
: bottom . . . bearing surface washer faced. 

Top of head chamfered . . . sides parallel and smooth, mirror- 


finish. Clean-cut and precise. 
Threads uniform and accurate to close tolerance dimensions for 
perfect fit to standard gauges. 


More and more buyers simply specify Shinyheads.. Justifiably famous 
| —Shinyheads have earned the reputation as “America’s best looking 
: cap screw”—they are also America’s most popular cap screw. 





a eattalitinycemaatal FAMOUS 


heads 











i 


NC or NF Thread 








The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD * . 


CAP AND SET SCREWS * CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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B. B. DAWES SALES MGR. 
OF JACOBSEN MFG. CO. 


B. B. Dawes has been appoint- 
ed general sales manager for the 
Jacobsen Mfg. Co., Racine, Wis., 
manufacturers of power mowers. 

Mr. Dawes has been identified 
with the hardware 
many years and comes to Jacob- 
sen from the Eclipse Lawn 
Mower Co., Prophetstown, IIL, 


business for 





DAWES 


B. B. 


where he was sales manager. 
Prior to his joining Eclipse, Mr. 
Dawes was associated in various 
executive capacities with several 
nationally known concerns in- 
cluding H. Channon Co., Chi- 


cago, and Borg-Warner Corp. 


BUFFALO INTL. CORP 
OFFICERS ELECTED 
At a meeting of the stockhold- 
ers and directors of the Buffalo 
Bolt Co., held May 21, the fol 


lowing officers of the subsidiary 


export company, Buffalo Inter 
national Corp., were elected: 
Joseph °C. Walker, president; 
Colman Curtiss, Jr., vice-presi- 


dent, and S. C. Wead, secretary 
and treasurer. 


FRED BOURNE RETURNS 
TO HARDWARE TRADE; | 
SEEKS LINES 
Fred C. Bourne, who prior to 
the war was the district cutlery 
manager for the Pal Blade Co., 


dle west. Included in his experi- 
ence is considerable time with 





FRED C. BOURNE 


the Winchester Simmons Co., 
Hibbard, Spencer, Bartlett & Co., 
J. Wiss & Sons and the Sandvik 
Saw & Tool Corp., as well as 
several years as an independent 
broker. Mr. Bourne is anxious to 
acquire tool, cutlery or hardware 
lines available for the north and 
middle west, and may be reached 


at 62 N. 12th St., Minneapolis 3, 





Minn. 





ROBBING PETER 
TO ROB PAUL 


A burglar who didn’t have 
the tools broke into the Mor- 
rison Hardware store, Tulsa, 
Okla., on April 26, took a 
screw driver and other tools 
(plus $5 in cash) and then 
proceeded to rob the nearby 
Crown Drug Store of $354.36. 











ALUMINUM CO. SHOWS 
TWO NEW FINISHES 


Two new methods of finishing 
aluminum for consumer markets 
were recently introduced by the 
Aluminum Co. of America, at a 
meeting for the business press, 
at the Hotel Biltmore, New York. 

One is a successful method of 
plating aluminum with  chro- 
mium, a development aimed at 
automotive lines, and the other 
is a system of adding dye to the 
final electrolytic oxydizing to pro- 
duce all colors of the spectrum 
for household articles, orna- 
mental trim and a wide variety 
of miscellaneous uses. Alumilite 
is the name given the new color 
finish. 








SPORTING ARMS, AMMO 
MFRS. ASSN. MOVES 


Major C. Stewart Comeaux, 
secretary, has announced that the 
headquarters of the Sporting 
Arms and Ammunition Manufac- 
turers Association, has moved 
from 103 Park Ave. to 343 Lex- 
ington Ave., New York 16. 





HOIST FIRM CHARTERED; 
PLANS EXPANSION 


Chester Mfg. Co., Lisbon, 
Ohio, manufacturers of chain 
hoists, trolleys, etc., which has 
heen operated for the past five 
years as a partnership. has an- 
nounced that in order to take 


adequate care of greatly in- 
creased business, it has incor- 
porated as Chester Hoist Co. 


The change took effect April 8. 
The officials are: President, 
Hal F. Wright, the founder of 
the business; vice-president, 
Mary T. Wright, and secretary 
and treasurer, Harry E. Hill. 

The company plans to materi- 
ally expand its line. 

Recently the firm moved into 
its large new building, specially 
designed and built for the mod- 
ern manufacture of chain hoists, 
trolleys and allied products. 














covering the middle west, has 
just been released from defense 
work and is planning to get back 
into the hardware industry. 


He comes of a hardware fam- 
ily. His father, a member of the | 
Harpware Ace 50-Year Club, | 
served with the old Simmons | 
Hardware Co. and the Hall Hard- | 
ware Co., Minneapolis. 

Mr. Bourne himself has put in | 
over 25 years calling on the hard- | 
ware trade in the north and mid- | 
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HOTPOINT DISTRIBUTORS’ PRODUCT SERVICE MANAGERS are shown grouped 


at four tables for individual instruction during the 


first session of a new 


“streamlined” 


product service institute originated by Edison®General Electric (Hotpoint) Appliance Co., 
Inc., 5600 W. Taylor St., Chicago 44. Twenty-five service managers of distributors 


were “graduated.” 


Three two-week intensive study and Clinical sessions, similar to the one recently com- 
pleted, will follow for other product service managers. It is expected that by late summer, 
Hotpoint’s 100 wholesale distributor offices will have product training crews in the field, 


using a 


“one-man portable school.” 


The “portable school” is an ingeniously-devised case and chart stand with which a 
complete training school may be carried by one man and set up for a class of one or 50. 
The materials include 100 charts, a blackboard and displays of switches and control 
parts. Equipped with tools, students learn inner workings of each appliance by actual 


repair work. 


Trainees are also given instruction in the proper utensils for cooking as well as cor- 


rect ways to use equipment. 


At the Hotpoint Institute students are shown 


how new 


appliances perform and later they use the appliances themselves, cooking meals, freezing 


foods and ironing clothes. 
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yas One of a series of excerpts from the Hotpoint 
‘hes dhe library of Planned Electrical Merchandising. 
Sporting * 
[anufac- 
moved e 
43 Lex- 
6. 7 
e 
ERED; ° 
IN 
a Ve end Co diyplay SELLING / 
chain 
ch has * 
st five * 
a3 an- 
0 take * 
ly in- 
Aor @ Floor display can do a tremendous emotional 
it Co. selling job...the kind that makes a prospect FEEL she should e 
hg own the appliance, instead of just thinking about it. e 
lex of I li h 
vy fg n appliance stores the country over, not one e 
retary display in ten does the best possible job 
. piay P J 
we with all customers. Not enough importance . 
hateri- 
is attached to arranging appliances to 
1 into answer these customer-questions at a glance: a 
cially 
mod- What is it? Why look at it? « 
ei What does it do? How does it do it? 
a Does it open up to show more? . 
@ For an effective range display, follow these simple steps: @ 
Group enough ranges together to shout to a customer:'‘Here are 
the ranges!” An overhead banner says: ‘See the important new e 
convenience features of the Hotpoint Automatic Electric Range.” e 
As the customer comes closer the group “stops talking’’ in favor 
of a range that calls the customer's attention to a single + 
feature with a sign: ‘“This range cooks a meal for 8 people 
automatically.” The specific appeal brings the customer e 
over to see how it is done. She will want to open the oven e 
door and investigate all the other important features. 
, ‘ 2 
The display has done a SELLING job! 
Copr. 1946 Edison Genera! Plectric Appliance Co . Inc., Chicago e 
d 
HOME APPLIANCES 
Dependability Assured by 40 Years Experience! 
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“Welcome—’”’ is written—on the entrance 
door that is graced with hardware by 
SAGER. And as a “‘line”’ of builders hard- 
ware—from first to last—SAGER is made 
with firm accent on durability and depend- 
ability, on precise operation, convenience 
and ease of installation. So for modest 
cottage or imposing sky-scraper, SAGER 
stands for distinctive style in builders 
hardware, for enduring charm and beauty 


. .. for hospitality moulded in metal. 


BETTER STYLE IN BUILDERS HARDWARE by 


iu 


NORTH CHICAGO, ILLINOIS 





SHIPMAN REPRESENTING | 


GILLETTE IN DETROIT 


Paul <A. Shipman, Grosse 
Pointe Farms, Mich., has been 
appointed district sales manager 
in Detroit for the Gillette Safety 
Razor Co. 

Mr. Shipman’s district covers 


| Michigan, Ohio and Kentucky. 
| With him will be the following 


newly - appointed local repre- 
sentatives: Phillip R. Olson, 
Lansing, Mich.; R. A. Tibbetts, 
Columbus, Ohio, and J. J. 
Michelson and M. A. Seabury, 
Detroit. Other local representa- 
tives in this district are N. H. 
Webb, Bay City, Mich.; James 
Serage, Cleveland, and R. H. 
Malay, Cincinnati. 


20TH HARDWARE GOLF 
ASSOCIATION TOURNEY 
SEPT. 9, 10, & 11 

The 20th Hardware Golf As- 
sociation Tournament will be 
held at the French Lick Springs 
Hotel, French Lick, Ind., Mon- 
day, Tuesday and Wednesday, 
Sept. 9, 10 and 11. 

Only members of Hardware 
Jobber, Mill Supply Jobber and 
Hardware Manufacturer Associa- 
tions will be eligible to partici- 
pate. Those planning to attend 
must indicate to which associa- 
tion they belong when writing to 
A. J. Eggleston, secretary-trea- 
surer of the golf association, 31] 





W. Lake St., Chicago. 








HARDWARE BRIEFS 








ARKANSAS 


. Glenn Wimberly and J. B. Hil- 
ton have purchased the stock, 
fixtures and accounts of the 
Ralph Turner Hardware and 
Furniture Co., Mena, Ark., from 
Mr. and Mrs. C. B. Cox. 





ILLINOIS 


Sam Perlberg, well-known to 
the Chicago trade during the 
past 23 years as half partner of 
Greenhut & Co., has dissolved 
connection with that firm and 
has taken over one of its stores 
at 4605 S. Ashland Ave., which 
he will operate as the Ashland 
Supply Co. The store has been 
used for the sale of hardware for 
over 50 years. Mr. Perlberg will 
have a son-in-law, a returned ser- 
yiceman, associated with him. 





MASSACHUSETTS 
J. Russel Scott, president of 
the Scott Hardware Co., Bridge 
St., Centralville, Lowell, Mass., 
is seeking office as a state sena- 


| tor. He is at present a city 


councilor, serving his second 


term. 


The Giant Store, Dutton St., 


| Lowell, Mass., has begun an ex- 


tensive renovation of its hard- 
ware department. 





MISSISSIPPI 


Gulfport Hardware Co., 13th 
St. and 27th Ave., Gulfport, 
Miss., opened May 15. Jerome 
M. Barber and W. R. Thatcher 
are the principals. General 
hardware, sporting goods, tin- 
ware, enamelware, graniteware, 





paints and toys are stocked. 


NEW MEXICO 


R. D. and Gerald Champivr 
have sold their hardware stores 
in Alamogordo and Tularosa, 
N. Mex., to a corporation re- 
cently formed by M. R. Prest- 
ridge and Carl Seligman. 

The McKinney- Block Hard- 
ware Co., Gainesville, Tex., has 
changed its name to the McKin- 
ney Hardware Co., Inc. 





NEW YORK 


Ira Sherman has sold the Sher- 
man Hardware, at South Otselic, 
N. Y., to A. W. Dietz. 

Leon Washburn, Odessa, N. Y., 
has sold his hardware business to 
John Carley. 

E. M. Perkins has purchased 
the interest of his partner for 
many years, W. G. Goodard, in 
the Homer Hardware Store, 
Homer, N. Y. 

The George W. Peck Co., has 
modernized the hardware depart- 
ment of its Elmira, N. Y., store. 
This department, occupying most 
of the second floor, has been re- 
decorated and new fixtures have 
been installed. 


OHIO 


The LaGrange Hardware 
Store, LaGrange, Ohio, owned 
by P. J. Jackson and Frank Wol- 
cott and sons, was destroyed bv 
fire, May 14. The store had been 
in operation 45 years. 





OREGON 


Beaumont Hardware Co., 4217 
NE Fremont St., Portland, Ore.. 
was recently purchased by Lloyd 
Gluth from Winifred Miller. 


HARDWARE AGE 
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OBITUARIES 








Walter S. Knapp, lowa 


Walter S. Knapp, 71, president 
of Knapp & Spencer, Sioux City, 
Iowa, wholesale hardware firm, 
died May 21, at his residence, 
2121 Summit St., that city, after 
an illness of four months. He | 
had been confined to a hospital 
most of that time and had only 
recently returned to his home. 

Mr. Knapp was the son of the 
late Clarence A. Knapp, who | 
established Knapp & Spencer, | 
originally known as Knapp &| 
Spaulding, at Northfield, Iowa, in | 
1881. The business was subse- 
quently moved to Oskaloosa, | 
Iowa, and then to Sioux City in| 
1887. 

Mr. Knapp left school at the 
age of 16 to work for his father’s 
firm as an errand boy. In 1916 
he succeeded his father as presi- 
dent, the position he held until 
his death. 

Mrs. Knapp died July 23, 1945. 
He has no immediate survivors. 

Mr. Knapp was a member of 
the executive committee of the 
National Wholesale Hardware 
Assn. from 1918 to 1925. The 








Wholesaler, Succumbs 





WALTER 8S. KNAPP 


deceased was active in civic 
affairs all his life. He was a 
director of the Sioux City Cham- 
ber of Commerce for three years 
and a founder of its Traffic 
bureau and an officer of it since 
it was started in 1910. He was 
president of the Wall St. Mission 
for the last 12 years. He loved 
outdoor sports and belonged to 
several clubs and also had nu- 
merous fraternal affiliations. 
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RICHARD BATTIN 


Richard Battin, 67, Townsend, 
Mass., assistant treasurer of the 
Lockwood Hardware Mfg. Co., 
Fitchburg, Mass., died May 12. 
Mr. Battin was with the Lock- 





RICHARD BATTIN 


wood concern for 40 years and 
before coming to Fitchburg was 
treasurer in New York City. 








WILLIAM B. PATTERSON 


William B. Patterson, 89, 
known as the “dean of Dayton 
businessmen,” died May 20, at 
his Dayton, Ohio, home, after 
a two weeks’ illness. Until his 
retirement last year, he was 
president and treasurer of the 
Patterson Tool & Supply Co. 

Mr. Patterson came to Dayton 
65 years ago to establish the 
business with his father. It was 
the Patterson firm that sold the 
Wright brothers their first ma- 
chinery for their bicycle shup. 
National Cash Register Co. also 
received its first equipment from | 
the Pattersons. Some ot their | 
early equipment is housed in the | 
Ford Museurm in Detrcit. 





BATES M. THATCHER 


Bates M. Thatcher, 66, identi- | 
fied with the wholesale hardware 
trade in Texas for many years, 
died unexpectedly, May 12, at | 
the home of his brother, T. C. | 
Thatcher, in Oklahoma City, | 
with whom he made his home. | 
Prior to the sale of the business 
about two years ago, he was gen- 
eral manager for the Ed. S. 
Hughes Co., hardware jobbing 
concern in Abilene, Texas. 





YOU WANTED 
BRASS TANKS 


and moi Yay 


_,. SAYS 
















































TURNER 


TORCHES 


Yes, sir! Two popular, fast-selling Turner models — 
No. 206A and No. 39A — are again in production 
with brass tanks and bottom fill. Of course, orders 
aren’t being shipped as rapidly as we wish they were, 
but we’re doing our best...and so is your jobber. 
You'll find these Turner torches as outstanding as ever 
in quality, value, and dependable service. 














W. I. MOODY, (left) with 


Thomas J. Sloyan, a returned 


60 YEARS OF SERVICE with 


Orgill Bros. & Co., presents a service award emblem to 


serviceman, who is practically 


a “beginner” with the wholesale firm, with only 19 years 
of service to his credit. Mr. Moody and Mr. Sloyan and 66 
other employes with more than ten years of service were 


honored at the 99th birthday 


party of the company. 


Orgill Bros. & Co. Marks 99th Year 
As Memphis Wholesalers With Parties | 


To mark the beginning of its 
100th year of wholesale hard- 
ware business Orgill Bros. & 
Co., 32-48 W. Calhoun Ave., 
Memphis 2, Tenn., entertained 


| Orgill, 27; Miss Lillian 
| mons, 27; Edmund Orgill, 26; 
| Dick Swantz, 25. 

| W. M. Davis, 23; Mrs. Mar- 
garet M. Black, 22; Mrs. Thelma 


99. 


about 300 employees and their} Ingram, 22; W. W. Lane, 22; 


wives, recently, at a party at the 
Peabody, Memphis. 

W. I. Moody, who started 
with the company in 1886 as a 
bill clerk and worked his way 
up to general manager and is 
now chairman of the board, as 
the oldest employee presented 67 
awards to employees with more 
than ten years of service. 


Edmund Orgill, president, wel- 
comed home the 37 war veterans 
who worked for Orgill Bros. be- 
fore entering the service. Thir- 
teen other veterans who recently 
joined the firm were also intro- 
duced. 


The service awards were pre- 
sented to the following: Mr. 
Moody, 60 years; K. I. Gary, 
42; David W. Burrus, 40; Tom 
Slattery, 40; Robert F. Miller, 
39; B. T. Jarratt, 36: Oscar 
Kahlfield, 35; Gordon Hartzell, 
33; Maury Leftwich, 33: J. 
Mack Williams, 33; H. M. Lau- 
derdale, 33; R. L. Boadwee, 32: 
Harry D. Best, 30; Howard 
Lemon, 29; Joe Balk, 28: B. C. 
Cloyes, 28; Mrs. Hattie Hol- 
combe, 28; Miss Bettie Rose 
Lauderdale, 28; J. W. Montgom- 
ery, 28; John W. Morris, 28: 
Miss Lena McLemore, 28; Mrs. 
Emma Schwab, 28: 
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Kenneth | 


Bill Latham, 22; 


} ¢ ,oodyear Tire 


Sim- | 


Harold Payne, | 


22; T. B. Bailey, 21: Earl Jayne, | 


| 20; E. K. Stalons, 20. 
| Nelson, 19; Joseph Orgill, 19; 
| Thomas J. Sloyan, 19; Arthur 
|E. MacDonald, 18; Fred D. Or- 
| gill, 18; John Boulton, 17; Louis 


| L. Brown, 17; Clyde Julian, 17; | 
H. 


E. McRae, 17; Mrs. Ruth 
|Henry Simmons, 17; Arthur 
| Thompson, 17; John Parker, 14; 
| Merrill D. Crawford, 13; George 
| P. Frazer, 13; Joe L. Haaga, 13; 
| Joe Helms, 13; Birch L. Houseal, 
113: John F. Hunter, 13; J. L. 
| Mahaffey, 13; James Aubrey 
| Sullivan, 13. 


| Robert Eugene McClure. 
| Miss Eva Gloster Payne, 12; G. 


B. Tucker, 12; Tommy Barron, Birmingham, are left to right, front row: R. B. 


11; Jimmy Crawford, 11: J. 


The firm’s colored employees 
were given a party March 28 at 
Booker T. Washington High 
School. Service emblems were 
given 32 colored employees who 
have been with the firm more 
than ten years. 


COLOMBIAN IMPORTER 
SEEKING LINES 


Francisco Welton, Medellin, Co- 





has built as many passenger tires 
in the first four months of the 
year as it did during the first 10 
months of 1945, he asserted. 


E. R. SCHMIDT MANAGES 
STAR EXPANSION BOLT 
RICHMOND BRANCH 

E. R. Schmidt was recently 
appointed manager of the new 





| tires this year as against 50,000,- 
| W. P. Duffey, 19; Patrick M. | 





Miss Florence Ethel] Coley, 12; | 
12; | 


Howard Morris. 11: P. L. Tip- | 


ton, 11; Mrs. Martha Thompson 
| Brown, 10; Frank L. Casey. 
| 10; J. Ed Green, 10; Miss Helen 
| Hearn, 10; R. Burt Hurd, 10; 
and George P. Phillips, Jr., 10 


| years. 
Veterans retired on pension 
|are: Miss Annie Averv. 59 


| vears: John Willins. 49: Walter 
| Hippel, 47; R. L. Davidson, 30. 
Mrs. Maie Walters, 30 


| and 
years. 


lombia, is presently in New York, | Richmond, Va., branch of Star 








and is interested in obtaining | 
hardware lines to be imported 
into Colombia. He may be | 


reached at the 
until June 15. 
Walter G. Reethof, of the Ex- 
port Division, American Window | 
Glass Co., at 51 Madison Ave., 
New York, offers his name as a | 
reference for Mr. Welton. 


Hotel McAlpin | 


66,000,000 TIRES 
SEEN FOR 1946 


Adequate supply of passenger 
automobile tires to meet the pub- | 
lic’s Summer demand is forecast | 
by R. S. Wilson, vice-president of | 
& Rubber Co., 





Akron, Ohio. 
Mr. Wilson says that the rub- | 
is producing 


EDWARD R. SCHMIDT 


ber industry now 
passenger automobile tires at the 
highest rate in its history and 
expects supply will balance de- 
before the Summer is 


Expansion Bolt Co. and its af- 
filiate Star Expansion Products 
Co., located at 929 Brook Road. 
— For the past five years he had 
over, 

Reconversion of the industry, 
Mr. Wilson said, will enable it to 
66,000,000 passenger 


been a salesman in the metro- 
politan New York area for Star. 
Previous to his affiliation with 
the New York office he was in 
the Philadelphia office. 


produce 





000 in 1941. Goodyear already 











ALABAMA RETAIL HARDWARE ASSN’S. new officers 


elected at the annual convention and exhibit, May 15-17, 
Green, York, 
director; O. E. Owen, Fort Payne, president; Mrs. J. H. Crowe, 
1906 N. 5th St., Birmingham 3, secretary-treasurer, and W. 
C. Martin, Aliceville, past president and chairman of the ex- 
ecutive committee. Rear row, left to right: F. O. Braswell, 
Demopolis, first vice-president; C. W. Spradley, Birmingham, 


| director; and J. H. Crowe, Birmingham, assistant secretary- 


| treasurer, E. L. Crew, Anniston, second vice-president, is not 


shown in the photograph. 
The convention adopted a resolution urging the Alabama 


| legislators to amend the sales tax act and substitute for the 


present token system a percentage or bracket system of col- 
lecting sales taxes. The association also went on record against 
repeal of the Miller-Tydings Amendment; against the OPA 
nrice absorption policies and urged that cooperatives be taxed 
on an equal basis with other businesses. 


HARDWARE AGE 
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Another 


SILE 


Exclusive... 


ANYHEET THERMOSTATIC TEMPERATURE CONTROL 


Standard on some models of Silex Glass 
Coffee Makers . .. available on all 


“LL 
LESEAL 
ELC Lhe! 
L/L C Lil. 














@ In tempo with Silex Leadership . . . this exclusive Silex item .. . the Anyheet 
Temperature Control. Permits you to select the desired degree of temperature. . . 
luke warm to boiling or a hundred heats between... “dial” the way you 
want it and it stays that way till you turn it off. As simple as that .. . 
with no temperature variations due to voltage changes. 

© Just another reason for the word exclusive becoming synonymous 


with leadership . . . with Silex . . . a fact of which distributors 


and retailers are quick to take advantage. 





THE SILEX COMPANY 


HARTFORD ‘2, CONN ST. JOHNS, P. Q@., CANADA 
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Bicycles Given 10 P.C. Rise 
Over Pre-War Retail Prices 


Prewar model bicycles will re- 
turn to the retail market at prices 
about 10 per cent above 194] 
levels, the Office of Price Ad- 
ministration said recently. 

The full amount of the increase 
will go to manufacturers to cover 
wage and materials cost rises 
since the last period of normal 
production, OPA said. The in- 
crease at retail results from an 
18 per cent increase authorized at 
the manufacturing level. 

Before the war, bicycles retail- 
ed from about $20 to $50 or 
more, depending on size, type of 
brakes and accessories provided. 


Victory models—stripped of all 
extras for purposes of saving 
metal during the war years—were 
produced in limited quantities 
and sold at dollar-and-cent prices 
in the neighborhood of $35. 
Present ceiling prices of these 
models will not be raised. 

The models now being pro- 
duced will have the lamps, stands 
and other features considered 
standard before the war, 
agency said. 

(Order No. 16 under Section 
1499.159e of Maximum Price 
Regulation No. 188—Bicyclese— 
effective May 21, 1946.) 








GAS AND DIESEL ENGINE 


PARTS OFFERED BY GOVT. 


AT 50 P/C. OFF 


The United States 
Commission has announced that 
large quantities of new engine 
parts and equipment for many 


39 Broadway, New York, N. 
Y.; 1015 Chestnut Street, Phila- 
delphia, Pa.; 1212 N. Lake 


| Shore Drive, Chicago, Ill; 348 


Maritime | 


| 


types of gasoline and diesel en- | 
gines will be sold at 50 per cent | 


of government cost with addi- 
tional discounts to quantity buy- 
ers. 

The engine parts and equip- 
ment, declared surplus by the 


Armed Services, are for such | 


well known engines as Buda, 
Clark, Enterprise, Fairbanke- 
Morse, Gray, Hercules, Continen- 
tal, Kermath, Packard, Scripps 
and Sterling. 


| Price Administration 


Manufactured under rigid gov- 


ernment specifications, much of | 


this materia] is interchangeable 


and should be of great interest, | 


not only to the marine engine 
field, but to stationary engine 
owners, engine repair shops, and 
both wholesale and retail engine 
dealers. This offering is being 
made at a time when it is dif- 
ficult to obtain immediate de- 
livery from manufacturers. 

Permission to inspect, along 
with more detailed information 
and specific locations, may be 
obtained by contacting the Ma- 
terials Disposal Section. U. S. 
Maritime Commission, Washing- 
ton 25, D. C.. or any of the fol- 
lowing Maritime Settlement Sec- 
tion offices: 
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Baronne Street, New Orleans, 
La., and Maritime Adm. Bldg., 
Moore Drydock West Yard, Oak- 
land, Calif. 


ELEC. TEMP. CONTROL 
MFRS. MAY RAISE 
PRICES 20 P.C. 


Manufacturers and resellers of 
automatic electric temperature 
controls for heating, air condi- 
tioning and refrigeration have 
been authorized by the Office of 
to raise 
their prices 20.8 per cent over 
their Oct. 1, 1941, prices. The 
action supersedes a 5 per cent 
increase over Oct. 1, 1941, prices 
granted last October when the 
industry qualified as reconverting 
industry. 

The new ceilings, covering ad- 
vances in costs and selling ex- 
penses, are expected to make 
possible profits to the industry 
comparable to those realized in 
the 1936-1939 base period. They 
went into effect May 24, 1946. 

Approximately 85 per cent of 
all sales of the controls are made 
to manufacturers of other equip- 
ment who incorporate the con- 
trols in, or furnish them with 
their products and who include 
their cost in their selling prices. 
Sales over the counter to con- 
sumers are less than one per 


the | 





cent of the dollar volume. There- | 
| fore no absorption by resellers | 
| is being required. The action 


today does not cover industrial 
process controls. 

(Amendment 14 to Order 1 
under Section 22 of Maximum 
Price Regulation—591—Specified 
Mechanical Building Equipment 
—effective May 24, 1946.) 


PRIORITIES FOR REPAIR 
RENTAL BUSINESSES 
TIGHTENED BY CPA 


The Civilian Production Ad- 
ministration announced that it 
had tightened the rules under 
which priority assistance would 
be granted to rental businesses 
and repair shops. 

Under the newly issued Direc- 
tion 14 to Priorities Regulation 
28 (the bottle-neck breaking 
regulation) it was announced 
that CC ratings would “rarely if 


ever” be granted where the item 
& | 


for which a rating is requested 
will be rented by the applicant 
without substantial change in its 
forms, except in cases where 


such items were rented as a regu- 


lar business practice in pre-war | 


days. The same restrictions ap- 
ply if the applicant operates a 
repair shop making commercial 
or domestic repairs and requests 
a rating for materials which he 
will sell or install in the course 
of his repair work. 


SURPLUS TARGET KITES 
OFFERED FOR SALE 


Kites which can be made to 
dive and maneuver like airplanes 
—originally designed for use as 
aerial targets for wartime train- 
ing of anti-aircraft gunnery 
crews—have been placed on sale 
by the War Assets Administra- 
tion. 

WAA has approximately 130,- 
000 of the kites and is offering 
them at $2.65 per kite when pur- 
chased in quantities of 750 or 
more and $2.79 each if bought in 
smaller lots. The kites are pack- 
ed 10 or 25 to a crate, and mini- 
mum purchase is a crate of 10. 
All purchases must be in mul- 
tiples of 10 or 25. 

The kites are of two-stick, 
diamond-shaped “Eddy” pattern 
with a five foot span and are five 
feet in height. They are covered 
with water-repellent fabric and 
are fitted with twin control lines 
and a rudder. An experieneed 
operator can make them do 
many maneuvers that piloted air- 
craft can perform, it is said. 

Orders for kites should be sub- 
mitted directly to the Office of 
Aircraft Disposal, 425 Second 
Street NW, Washington 25, D.C. 
Price of the kites is f.0.b.loca- 
tion. They are stored in ware- 
houses in various sections of the 
United States, and orders will be 
filled from the point nearest to 
the buyer. 








Some Plumbing Fixtures Given 
CPA Priority Assistance 


The Civilian Production Ad- 
ministration has made manufac- 
turers of certain types of plumb- 
ing fixtures eligible for priority 
assistance. The step was taken 
through amendment of Schedule 
1 of Priorities Regulation 28 
(the Critical Product list). 

Manufacturers of residential- 
design models of bathtubs, lava- 
tories, laundry trays, sinks, sink- 
and-tray combinations, shower 
stalls, receptors, stall-and-receptor 
combinations, and water closet 
bowls and tanks can now obtain 
CC ratings with which to secure 
capital equipment and mainte- 
nance, repair and operating sup- 
plies. 


The ratings will not apply to 
trim nor to materials for mak- 
ing trim, officials 
“Trim” is considered to be such 
items as metal faucets, ballcocks, 
flush valves, traps and exposed 
nickel plated and chrome supply 
pipes and the like. 

Requirements and production 
figures for 1946 except for 
shower stalls, which are not 
available, are as follows: 


Estimated 
duc- 

Total tion (with 

Require- priortttes 

ments assistance) 

Bathtubs ... 1,359.000 1,076,000 
Lavatories . 2.115.000 1,670,000 
aa 2.339.000 = =1,400,000 
Toilets . 2,220,000 2,000,000 
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explained. 
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COMING UP STIMULATING ADS LIKE THESE 








APPEARING recurarty 


IN MAGAZINES LIKE THESE 


WILL HELP INCREASE YOUR 


WILL REGISTER MORE THAN PROFITS rrom 


4,000,000 3 
PROFITABLE IMPRESSIONS DURING 1946 ~ FASTENERS DURING 1946 


BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N.Y. + SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 












INSURE YOUR BLADE SALES 


ber today — for a complete stock 
of Trojan Saw Blades and 
Frames. Offer your trade only 
the best and at an interesting 


price and profit. 
co. 


STEFFAN & 


This policy can only mean in- 
creased sales and pyramiding 
re-sales of scroll, jig, jewelers 
and copying saw blades. 

Place your order with your job- 


ACKERMANN, 





4534 Palmer Street ° Chicago 39, Illinois 
Sen Francisco: Montreo!: 
New York: 
Heuston & Merton W. Claire Shaw 
088 Ghevch Sheet 1270 Bush Street 407 McGill Street 

















MILFORD 
FLEXIBLE REZISTOR 


Made of high-speed steel, with real 
flexibility, it has all the advantages of 
the all-hard blade plus these . . . 7 


<3 


@ 't will not shatter or break re- 
gardiess of how it is punished. 


it is safe .. . anyone can use 
it safely on any job. 

It cuts faster, lasts longer, costs 
less. 


it has “Easy-Starting Teeth,” 
exclusively MILFORD. 


It will pay you to sell and display the 
FLEXIBLE REZISTOR . . . the hack saw 
blade you can recommend to everyone. 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN 5, CONNECTICUT 
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| declared surplus by the armed | 





| OPA Prices Set for Two Types 


Of Surplus Barbed Wire 


(Washington Bureau | 
of HARDWARE AGE) 


OPA has announced that max- 
imum prices have been establish- 
ed on two types of barbed wire 


forces and offered for sale in 
regular civilian channels. 

One is two-strand galvanized 
steel, type A, 12 or 12% gage 
wire of four point barbs, 4 in. 
apart. 

The other is single-strand con- | 
certina barbed wire of 14 gage 
with barbs spaced 2% in. apart. 
This wire, somewhat deteriorated 
because of the weather, will be 
sold “as is” but can be put into 
prime condition by annealing, 
pickling, galvanizing and rewind- 
ing. 

Large quantities of both types 
are now stored in various military 





| depots and will be offered for | 


sale by the regional offices of | 
War Assets Administration. 

Effective May 21, the retail 
ceilings are $1.65, $4.85 and 


| and 100 Ib. spool, respectively, of | 


| MORE ELECT. EQUIPMENT 





| tors which are: wet process por- 


the first type barbed wire. 

For the single-strand concer- 
tina wire, the retail ceilings are 
$1.33 for a 55 Ib. coil, and $15.50 


for 100 lb. coil after it has been 
annealed, pickled, galvanized 
and rewound. 

On all sales to wholesalers by 
a government agency, the ceil- 
ings for the double-strand wire 
are 95 cents for the 28 lb. spool; 
$2.80 for the 80 rod spool, and 
$3.25 for the 100 lb. spool. 

For all sales by brokers the 
ceilings are $1.05, $3.08 and 
$3.58, respectively. 

And on all sales to retailers 
and exporters (provided the ma- 
terial is warehoused) the ceilings 
are $1.25, $3.66 and $4.25, re- 
spectively. 

On sales to wholesalers, the 


single strand concertina wire has 


| a ceiling of 75 cents for a 55 lb. 


coil; 83 cents for sales to brok- 
ers and $1 for all sales to re- 
tailers and exporters. 

After this wire has-been an- 
nealed, pickled, galvanized and 
rewound, the ceilings are $9.73 


| $5.65 for the 28 Ib., the 80 rod | per 100 lb. for all sales by brok- 


ers, and $11.68 for all sales to 
retailers and brokers. 

On all sales at retail, the ceil- 
ing price must be conspicuously 
displayed. 








FREED FROM OPA 
(Washington Bureau 
of HARDWARE AGE) 
Suspension of price control on 
additional electrical machinery 
and equipment items which were 
not included in the Apr. 8 order 
has been announced by OPA. 
This action became effective May 
24 and extends decontrol action 
over electrical transmission 
equipment with the exception of 
wire and cable. Items covered 
are as follows: 


Coils specifically designed and 
made for motors, generators and 
related equipment; distribution 
cut-outs (not including building 
equipment and supply items) ; 
pole line hardware and line con- 
struction specialties; and power 
switching equipment except that 
of 601 volts or lower. 


Specified high voltage insula- 


celain or glass low voltage pin 
type; high voltage insulators in- 





cluding posts, clamps and varia- 
tions; guy strain and spoon type 
insulators; suspension type in- 


cluding hewletts; outdoor switch 
and bus insulators of all types; 
special and apparatus insulators 
except those with metal parts; 
hi-line or suspension hardware 
including clamps and fittings. 


CEILINGS ON WINDOW 
SHADES ADJUSTED 


To remove all price obstacles 
to the production of window 
shades urgently needed in the 
veterans’ housing program as well 
as by householders who have 
been unable to get _replace- 
ments during the war, the OPA 
has granted industry-wide in- 
creases varying from 15 to 20 
per cent. 

Effective May 9, manufactur 
ers’ ceilings for cloth shades and 
rollers may be increased by 15 
per cent; paper and fibre shade 
prices by 20 per cent. Con- 
sumers will pay only the dollar 
and-cent amount of the manufac- 
turer increases so that new 
retail ceilings will differ from 
current ceilings by only two to 
10 or 12 cents per unit. (Order 
5000 under MPR No. 188). 
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CEILINGS RAISED ON | 
AMERICAN CLOCKS 


Ceiling prices on the entire 
output of the American clock in- | 
dustry have been raised by the | 
OPA to cover war-induced in- | 
creases in labor and materials 
cost. As a result, consumers will 
pay on the average about six per 
cent more than they paid in pre- 
war years for spring-wound and 
electric clocks and the relatively 
inexpensive watches commonly 
called “non-jewelled,” although 





they may contain from one to 


| seven jewels. The action became | 


effective May 13. 

In the present action, manu- | 
facturers’ ceiling prices were in- | 
creased 20.5, 17, and 15 per cent 
| respectively for watches, spring- | 
wound clocks and electric clocks. | 
At the same time, dealer margins | 
were fixed so as to permit only | 
about the dollar amount of the | 
manufacturer increase to be fe- | 
flected in consumer prices. | 
(Order No. 14 to Section 1400.- | 
159e of MPR No. 188.) | 








FEDERAL SIMPLIFICATION NEWS 








METAL BAND SAWS 


Printed copies of Simplified 
Practice Recommendation R214 
45, Metal Cutting Band Saws 
(Hard Edge, Flexible Back) are 
now available, according to an 
announcement of the Division of 
Simplified Practice of the Na- 
tional Bureau of Standards, 

The recommendation  estab- 
lishes a simplified list of types 
and sizes of hard edge, flexible 
back, metal cutting band saws} 
for regular stock — purposes. 
Width, thickness, and number of 
teeth per inch are given for two 
types of saws, and general pro- | 
visions are included covering | 
type of tooth set, shape of teeth, 
hardness of saw, and tolerances. | 
The recommendation conforms 
closely to the simplified line of 
metal cutting band saws included 
in a limitation order in effect | 
during the war, and its purpose | 
is to retain, for the industry, the | 
benefits resulting from the pro- | 
duction and use of that line of | 
saws. 

Printed copies of Simplified | 
Practice Recommendation R214- | 
45, may be obtained from the | 
Superintendent of Documents, | 
Government Printing Office, | 
Washington 25, D. C., for 5 | 


cents. 


a? 








BOLTS AND NUTS 


Printed copies of Simplified 
Practice Recommendation R169- 
45, Bolts and Nuts (Stock-Pro- 
duction Sizes) are now available 
according to an announcement 
of the Division of Simplified 
Practice of the National Bureau 
of Standards. 

The recommendation estab- 
lishes a simplified list of stock- 
production sizes for square-head 
and hexagon-head machine bolts, 
square-neck carriage bolts, 
square-head lag bolts, square- 
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| tire bolts, as well as regular, 


| plified list of 
| standard stock production sizes 


neck step bolts, elevator bolts, 
heavy, light and machine-screw 
and stove-bolt nuts, also milled | 
studs. 
This is a revision of the orig- 
inal Simplified Practice Recom- 
mendation R169, promulgated in 
1937. It is confined to nomirel 
sizes for stock production pur- 
poses. 
ering precise details of dimen- 
sions, threads per inch and the 
tolerances therefor,. are avaii- 
able in other publications. 

Printed copies may be ob- 
tained from the Superintendent 
of Documents, Government 
rinting Office, Washington 25, 
| D. C., for 10c. 





STEEL RIVETS 


A Simplified Practice Recom- 
| mendation covering steel rivets 
has been approved for promul- 
gation. 

The recommendaticn, 
oped in cooperation with man 
ufacturers, distributors, users | 
and other interested groups, be- | 
came effective for new produc- | 
tion on June 1, 1946 and is 
identified as R221-46—Steel Kiv- 
ets, 

It establishes a voluntary sim- 
recommended 


devel- 


for small rivets having round 
head, flat head, truss or wagon 
box head, and countersunk head; 
also, belt rivets, tinners’ and 
coopers’ rivets, and large rivets 
with button head. 

The general use of the simpli- 
fied list of recommended stock 
production items is expected to 
benefit the entire industry as 
well as consumers. Among other 
things, purchasers and users are 
provided with a guide te sizes 
of rivets that are readily avail- 


Technical standards cov- |’ 





able from stock. 
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BRICK, 


Shefheld 


ready mixed form. 


METAL oR WOOD 


offers you the original Super Chrome finish in 
Satin-smooth finish, free flowing. 


Super Chrome will not lose its brilliancy regardless of 
how long it remains in the can. 
Write for catalog and prices of Sheffield’s 40 Fast Sellers 















THE SHEFFIELD BRONZE PAINT CORPORATION 


CLEVELAND 6, OHIC 








IT'S THE 


ONLY PAINT 


AROUND 


WE CAN USE- 











is required. 


THE SHEFFIELD BRONZE PAINT CORPORATION 





OUR PLACE 
Ma y| 


WILL STAND OVER 
1000° OF HEAT 


For use wherever a heatproof aluminum paint 


faction it gives on all high-heat surfaces in 
homes or industries. 


Write for list of Sheffield’s 40 Fast Sellers. 






































Nothing compares with the satis- 









CLEVELAND 6, OHIO 

















@ Hardware dealers all over the country are cash- 
ing in on the sale of Stewart products. A few are 
shown below. There are many others in iron, wire 
and bronze. You make no investment, and you are 
not required to carry any stock. Plan NOW to get 
your share of a tremendous backlog of this business. 
Write for complete details. There is no obligation 


if They on whatever. 
CONSTANT LEVEL OIL CONTROLS | 


> 



































A-P Constant Level Oil Control. Standard Equip- 
ment on Leading Veporizing Burner Appliances. 





STANDARD equipment on leading Vaporizing Burner Appliances 
— A-P DEPENDABLE Constant Level Oil Controls assure economi- 
cal heat through accurate control of oil to the burner. 








YOUR customers will appreciate the simplicity of operation, the 
complete reliability, safety and economy you can promise with 
A-P Controls. And their assurance of trouble-free service will 
save you money avoiding extra service calls to protect your 
profits on every sale. 
ASK your appliance manufacturer for A-P DEPENDABLE Constant 
Level Oil Controls on all the Vaporizing Burner Appliances you 
stock and sell. You'll build greater good will, faster sales, 


higher profits. balconies will be available in a wide variety of 






























































AUTOMATIC PRODUCS COMPANY 


2442 North Thirty-Second Street 


Milwevkee 10, Wisconsin THE STEWART IRON WORKS Cco., INC, 


AD) vepewoapit Oit Controls 


Experts in Metal Fabrications Since 1886 
DESIGNED TO ELIMINATE SERVICING 
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DELUXE SINGLE 4.2 HP. 
O.B.C. Certified 4300 R.P.M. 
Other Models are the 
Standerd Single 
Standerd and Deluxe 
Alternate Firing Lite Twins 


All Deluxe models hove 
Pull-o-matic Starters 


ike afawninthe forest, the 

l new 1947 Blue Ribbon 
Champion is always 
poised for action, ready to leap into flight because it has 
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an instant startability. . . a phenomenal perform- 
ance...the result of exclusive features plus advanced 
engineering. 


Its great reservoir of power flows 
steadily and smoothly. 

You can really go places with 
the new 1947 Champion. No finer 
workmanship—no finer materials, 
have ever been put into an out- 
board. Not only is it America’s 
great outboard motor .. . it is 
America’s great outboard value. 

There’s profit ahead with 
Champions. 

Every Champion Motor Carries This Seal of Quality 





PRONE Fe Pea eel atts Te Ale A a aE Soe 


CHAMPION 
MOTORS CO. 


MINNEAPOLIS, . MINNESOTA 
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UNION Cleaning Rod” 


No luck hunting for UN1ion Gun Implements 
the last four years! So you’ve a back-log there 
of over-due SALES as soon as we can ship sporting 
goods again. 


Your sportsmen-customers know UNION Quality 
from “way back”. Now they’re looking forward 
to a still finer line of UNion Cleaning Rods and 
Brushes, with quality and utility at a new high. 
We'll have them for you—along with new-feature 
items in UNION 


Roller and Ice Skates 
Fishing Tackle 


Chisels and Screwdrivers 


Hack Saw Frames 


HARDWARE COMPANY 
aw EWE Gw EY 


US PAT STABLISHEO 1654 


sod -4-11 \ich ae) <onod <1. E 


NEW YORM OFFICE ISI CHAMGERS STREET 





INCREASE YOUR 
SUMMER — 


THE 
ONLY 
LOW COST 


UNDERGROUND: 
LAWN SPRINKLING 
SYSTEM 





Be the FIRST in Your Community 
ogee, 10 SELL These Popular 





ATTRACTIVE 12 HEAD 
DISPLAY CARTON 


This counter display—together 
with circulars—included with 
each order for a dozen nozzles 
—is so attractive and informo- 
tive that the system actually 
sells itself. 


INSTALLATION PROFITS TOO 


Dealers — install AQUA-SPRAY 
for your customers—and cash 
in on extra profits. Full instal- 
lation Instructions Furnished. 


PRICED FOR PROFIT 


Retails at $2.49 each 
Costs you $1.49 each 
Your profit $1.00 each 





JOBBERS and 
DISTRIBUTORS 


There cre still many volv- 

able AQUA-SPRAY distri- 
bution franchises and ter- 
ritories open. Write on 
your letterhead for com- 
plete information. 


y 
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Deon" wait —if 
your jobber 
can't supply 


order direct te 


SPRAY HEADS 


Every home owner will want a set 
of AQUA-SPRAY underground 
lawn spray heads, which, with 
standard |.” pipe provides a prac- 
tical, efficient, yet low cost under- 
ground sprinkling system that any- 
one can install. 


Since spray heads are self-draining 
and won't freeze, the entire system 
of heads and piping is installed 
only 3” below the lawn surface— 
and is connected to outside faucet 
—turning on and off like garden 
hose. 


Made of sturdy aluminum castings 
—with brass fittings—spray heads 
will last a life time. Each head 
sprays an area of 80 sq. feet—and 
is adjustable from full circle spray 
to 4% circle for sides and \ circle 
for corners. 


IMMEDIATE 
DELIVERIES 










RETAILS FOR 


$49 


PER HEAD 


AQUA-SPRAY 


LAWN SPRINKLER CO. 


439 —. FORT ST. DETROIT 26, MICH 








your 
















PHILIP J. THOMPSON, 
chairman of the board of the 
Stambaugh- Thompson Co., 
Youngstown, Ohio, wholesale 
hardware distributors, is 73 
years of age and has been 
identified with his company for 
over half a century. Born 
Sept. 11, 1872, Mr. Thompson 
started to work for the com- 
pany in 1895 as a clerk. His 
initial salary was $40 a month 
and he states that it remained 
at that level for four years. 
Conditions didn’t remain sta- 
tionary, however, for in 1900 
he became secretary of the 
company. Six years later he 
assumed the position of its 
general manager. In 1915 he was elevated to the presi- 
dency and held that office until 1945 when he was 
elected chairman of the board. His son, James B. Thomp- 
son, succeeded him to the positions of president and gen- 
eral manager of the company. Mr. Thompson has been 
president of the local chamber of commerce and is still 
an active member of the tax committee of that body. He 
has been president of the Youngstown Merchants Asso- 
ciation and is a director of the Union National Bank, 
trustee of the Stambaugh Auditorium and a director of 
the Butler Art Gallery. He is deeply interested in educa- 
tion and has held the position of chairman of the budget 


PHILIP J. THOMPSON 


HARDWARE AGE 

















wee 























committee of the city schools. Active in the work of the 
Community Chest, he has served on its executive com- 
mittee and took part in the War Chest campaigns in 1918 
and in 1942. Mr. Thompson’s hobbies are two-fold— 
flowers and painting. He has been growing flowers for 
40 years and specializes in peonies and iris. He did not be- 
gin painting or sketching until he was 40 years of age. He 
paints in both oils and water colors and is the possessor 
of a collection of oil paintings which he did in many sec- 
tions of the United States, Mexico, the West Indies and 


Europe. 


FRANK F. SCHADE, 
traveling representative for 
the Logan - Gregg Hardware 
Co., Pittsburgh, Pa., whole- 
sale hardware distributors, has 
been with the company for 
over 50 years, 47 of. which 
have been spent on the road, 
and is still going strong. Mr. 
Schade became identified with 
the Logan-Gregg organization 
on Dec. 24, 1896. His first 
position was that of bill clerk. 
Somewhat. later on, he was 
brought down to the first floor 
to help out in emergencies by 
waiting on customers. In 1899 
he was sent out on the road 
as a traveling salesman. His 
territory at first ranged from western Pennsylvania to 
northern Ohio, West Virginia and Maryland. During 
those days he traveled almost entirely in rural districts by 
horse and buggy which he hired from livery stable men 
in his territory. And he called on his customers every 
four weeks. He finally gave up the southern territory 
and now travels in Pennsylvania only. Nowadays he 
makes his trips by automobile and calls on his trade every 
two weeks. 





FRANK F. SCHADE 


WILLIAM MOORE, in 
partnership with his son, W. 
J. E. Moore, Detroit, Mich., is 
81 years of age and has been 
in the hardware business 
since 1878. Born May 12. 
1864, Mr. Moore entered the 
hardware field at the age of 
14 and was with the company 
for two years. Following this 
he learned the trade of sheet 
metal worker and followed 
that line of activity for 10 
years. He then formed a part- 
nership to manufacture bath- 
room fittings. In 1895 his plant 
was destroyed by fire and the 
following year he opened his 
present hardware store. Mr. 
Moore has been a Sunday School superintendent for 
47 years and has been treasurer of the Michigan Retail 
Hardware Association for the past 40 years. 





WILLIAM MOORE 
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No. 83 X-ACTO ALL-METAL KNIFE CHEST 


Retails for #5. 


It’s the dream gift for hobbycrafters— amateur or 
expert—any time, anywhere. With X-acto’s wide variety 
of knives and blades and tools, you'll find every sale is 
only the beginning of a long and profitable friendship. 
Send for free mats and feature X-acto Knife and Tool 
Chests for Father’s Day, June graduates, campers and 
other vacationers. 


WHY YOUR CUSTOMERS 
PREFER X-ACTO 


13 blade shapes — quickly 


WHY DEALERS 
PREFER X-ACTO 


¢On-sight seller — smartly 


interchangeable 

¢3 all-metal knives — no 
more substitute plastics! 

¢ Precision-perfect for safe- 
ty and sure control 
«Complete line—a knife, a 
tool for every job : 
¢ Price appeal—best buy in 
the field 





styled and packaged 

«Big repeat sales — blades 
and extra items 

¢ Prestige among experts — 
in every art and craft 

¢ National Advertising — 
consistent, convincing 

¢ Fair Trading Policy—Pro- 
tected Profits 


X-acto Knives & Tools, sell singly or in sets, from 50c to 
$12.50. If you want to ride along with this fast-selling line 
in the fast-growing hobbycraft field... send for details today. 


*Reg. U.S. Pat. Off. 





x-acto 10: 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, N.Y. 
In Canada: Handicraft Tools, Ltd. 


Hermant Bidg., T: 
— er eS eS ee ee ee ee oe eee 


oronto 








Knives and Tools. 





SSB ee eS eS ee 
Zz 
> 
= 
ica] 


Alfred Field & Co. (Sole Distributorsin the Hardware Field) 
93 Chambers Street, New York 7,N. Y. 


Please send me complete information on X-acto 
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Cutlery—Jobber buyers say that 
since OPA has decontrolled most cutlery 
items, many of the cutlery manufacturers 
have come through with an advance aver- 
aging about 15 per cent. In common with 
other lines, labor difficulties have cut down 
production very materially on all cutlery 
items. 

* ” 

Electrical appliances — Retail 
price ceilings increases of 4 to 5 per cent 
for toasters, heating pads, space heaters 
and other small electric appliances were 
authorized May 20 by OPA. They result 
from a 9.3 per cent raise in manufacturers’ 
ceilings, effective immediately. Higher 
retail prices may not be charged, OPA 
warns, until dealers have been notified of 
the exact increase by their suppliers. 

. - . 

Mill-work and moldings—Effec- 
tive May 21, OPA authorized an increase 
of 20 per cent in mill ceiling prices for 
western pine house moldings, and 6 per 
cent for industrial moldings. The increases 
are granted to offset a price. rise of $4.50 
per 1,000 board ft. on western pine lumber, 
which became effective last month. OPA 
said the increase for house moldings will 
amount to 10 to 13 per cent at retail. 
Manufacturer’s ceiling prices for fir stock 
millwork are raised by OPA to 26 and 29.6 
per cent above existing ceilings, in amend- 
ment to price regulation 589, effective May 
24. A revised method for pricing certain 
stock millwork items sold by jobbers is 
prescribed by OPA in an amendment to 
regulation 525, effective May 27. A 23 per 
cent “discretionary” price increase amount- 
ing to $5.75 per net ton for manufacturers 
of baled southern pine wood excelsior pro- 
duced in 13 states, was authorized by 
OPA, effective May 27. A 


Lawn mowers—house wares — 
Effective May 18, OPA issued a supple- 
mentary price order, 158, providing a new 
method of computing ceilings on three 
lines, otherwise governed by price regula- 
tion 188, and affecting only resellers who 
act both as wholesalers and retailers. As 


156 


to household aluminum cooking utensils, 
“factory cost” may be increased by such 
sellers, 81.8 per cent, to arrive at “retail 
prices” on sheet aluminum ware, and by 
94.2 per cent on cast aluminum items. As 
to hand lawn mowers, the retail prices of 
these “distributor-retailers” are arrived at 
by a mark-up of 73.7 per cent over factory 
cost, As to small electrical appliances, the 
retail mark-up is set at 88.6 per cent over 
factory cost. Zone differential increases for 
farther destinations are provided, also dis- 
count allowances for resales by these dis- 
tributor-retailers, to small dealers. The 
latest general price ruling on lawn mowers, 
under regulation 188, was on May 1, when 
manufacturers ceilings were confirmed at 
28 per cent over their Oct. 1-15, 1941, base 
prices, and when distributors’ differentials, 
retailers’ prices, and a far-western “zone” 
increase, were explained in detail. 
7 . 7 

Asphalt and tarred roofing 
products—Effective May 10, OPA revised 
price schedule 45, allowing an average in- 
crease of 7% per cent to manufacturers of 
“built-up roof materials,” asphalt and tar- 
red felts, f.o.b. shipping points in the east- 
ern and central area. Revised list prices 
are enumerated for “standard” rolls and 
weights, and a per-roll equivalent increase 
is named for “non-standard” items. Whole- 
salers and dealers may pass along an in- 
crease not to exceed the actual dollar-and- 
cent rise in their cost, as a result of the 
mark-up granted to manufacturers. 

. 7 * 

Abrasive products — Effective 
May 10, OPA revised maximum price regu- 
lation 136, authorizing an interim price in- 
crease of 22.3 per cent on artificial abrasive 
grains, and a mark-up of 24.2 per cent on 
coated, bonded and natural stone abrasives, 
dressers, shaped tools and wheels. Resel- 
lers may increase their mark-ups by a 
percentage equivalent to the increase in 
their net invoice cost. 

* a « 

Late OPA briefs — Discretionary 
increases ranging from 4%4 per cent to 
12% per cent in producer ceilings on hard- 
wood flooring, comprising 70 per cent of 
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domestic production, are authorized by 
OPA in an amendment to regulation 458. 
A retail ceiling price of $2.65 is established 
by OPA for new one-pound insecticide 
liquid: aerosol bombs declared surplus 
by the government. Manufacturers of in- 
dustrial air compressors, 10 h.p. and less, 
including integral parts and accessories, 
are granted an interim OPA price increase 
amounting to 18 per cent over October, 
1941, prices, effective May 21. 
” . 

Copper wire and cable — Effec- 
tive May 8, OPA amended price regulation 
82, setting forth increases permitted to 
manufacturers, over their ceilings used up 
to May 7, on copper, copper alloy, and 
copper-clad products. A greater “lift” was 
conceded to manufacturers who had insti- 
tuted recent wage increases under the na- 
tional stabilization formula. The basic 
advances authorized, together with the 
larger advances to the higher-wage group, 
were: 


Wire rods .....ceseeeees 2 to 3.14 per cent 
Bare and tinned wire and 
strand sold to insula- 


QOFB cccccccccccccccese 6.5 to 10 per cent 
Bare and tinned wire and 

strand sold to others 

than insulators ....... 75to12 percent 
Weatherproof wire 

GRRED ccccccccccccccces 11 to17.5 percent 
Magnet wire, including 

Be WED cccacdecscses 11 to1l7.5 percent 


All other insulated wire 
and cable products 
(copper, copper alloy, 
copper-clad), including 
replacement cord 


nd non-metallic 
sheathed cable ........ 11.5 to 18 
2 * « 

May 16 price rulings—Effective 

May 16, OPA granted an 8 per cent in- 
crease in ceilings to Aluminum Cooking 
Utensil Co., over its July, 1940, schedules 
on commercial and institutional utensils. 
Cedar chests, made by West Branch 
Novelty Co., may be increased by 15 per 
cent over the company’s October, 1941, 
ceilings, by a ruling effective May 16. Also, 
OPA granted (May 16) a 19.3 per cent 
raise over October, 1941, base prices, on 
metal household furniture made by Ameri- 
can Fixture & Mfg. Co. Muralo Co., Inc., 
was authorized by OPA on May 16, to 
raise its “Super Mural-tone,” white or 
tinted, in gallon containers, by 20 cents per 
gallon, and its “Murex,” in barrels or bags, 
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Extra Long, Cool Handle . . , 
Sun-ray Finish Inside . . . 
Highly Polished Outside. 
























"Heavy 12 Gauge 
... Solid Aluminum. 
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From the gourmets of sunny France ¢@l 
—and from the engineering laborator@gas 
Paysee Company came a creation:-the F 
CHEF FRYER! It is the answer to every housewite 
dream...big and roomy, easy to clean, and s 
easy to wash! Hot water and mild soap keeps 
it bright and shiny! The triple weight, heavy 
aluminum conducts heat evenly‘Yand three 
times faster than other materials—providing 
a big saving in time and fuel... This is an 
opportunity to cash in on an item wanted 
by all your customers! 





THE PAYSEE COMPANY, INC. 


Seneral Offices and Display Rooms 


162 North Franklin Street, Chicago 6, Ill. 
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The original hand tool and today’s finest for work 
on any metal, alloy, plastic, wood, horn, bone, 
glass, etc. 

Pits the hand comfortably, 
Weighs only 12 ounces—it’s 


lectly balanced. 
“non-fatiguing” 
tool And, Handee’s usefulness is as extensive as 
the sumber of quick and easy-to-change acces 
sories on hand—300 to choose from. 


Operates on AC or DC current at 25,000 1.9.m. 


Nationally advertised, $18 50 


with | accessories 





THE HANDEE KIT 


A Handee Tool and 45 of the most popular ac- | 





cessorics, all packed in a h 
carrying case. As featured in National Advarti 
ing “Gift of a Lifetime for a Friend 


or Vourself” ....cccccscccscceeses $25.00 


NEW DISPLAY CASE 
BUILDS ACCESSORY SALES 


rrr MAN DEE n 
cc th 
1 Aetent abe 


nearer ee 





Sian covet, Same, ee up ont & ote. 

Customer can make his own selection from 

a ame. He can —_ see 87 diferent 

accessories with 

any pa. inside for 

It’s a real money maker for dealers. 
Write today for special deal on 
Accessory Case and contents. 

CHICAGO 
WHEEL & MFG. CO. 
1101 W. Menrce $t., Dept. HA 

Chicege 7, ii. 
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by $1.00 per 100 lbs. These adjustments 
may be passed along by resellers. 
> . 7 

Further price changes—Effective 
May 13, OPA authorized for Kitchen Maid 
Corporation, an 11.9 per cent increase on 
its wood kitchen cabinets (except under- 
sink cabinets) over previously established 
ceilings. Resellers are not to compute 
their revised ceilings under the general 
order 153, but usually under regulation 
580 (for retailers) or 590 (for whole- 
salers). Effective May 14, OPA set a re- 
tail price of $42.55 each, f.o.b. factory, for 
the Pioneer Mfg. Company’s Pioneer out- 
board motor, and establishes a 25 per cent 
discount for sales to retailers. The line of 
brass plumbing fittings and trimmings 
made by Trenton Brass & Machine Co. was 
authorized for a 22.9 per cent price ad- 
vance by OPA, effective May 14. The in- 
erease will apply to the company’s Oct. 1, 
1941, base prices. Resellers may add the 
dollar-and-cent increase, in establishing 


their prices. ae 


Farm machinery raised — On 
May 10, a 10 per cent increase in the man- 
ufacturers’ prices on farm equipment, to 
cover increases in wage and material costs, 
was approved: by OPA. For farmers, the 
result will be a price rise averaging ap- 
proximately 3 per cent. The 10 per cent 
step-up for producers was calculated by in- 
creasing the manufacturers’ list price by 5 
per cent and at the same time shortening 
the discount allowed dealers so that the 
latter suffer a 4 per cent absorption in the 
price increase. Hardware men, and other 
merchants in the farming areas, know that 
a mechanical revolution already has taken 
place, and that it will eventually have a 
far-reaching effect upon their business. The 
University of Illinois College of Agricul- 
ture, making a survey in Champaign and 
Piatt counties, Illinois, found that 14.4 man 
hours were required to produce an acre of 
corn in 1920-22, whereas tle labor outlay in 
1942-44 was only 6.9 hours. Man hours 
needs, for the production of wheat, as indi- 
cated by the University of Illinois survey, 
dropped from 11.6 per acre in the early 
20’s to 3.6 hours in 1942-44. These latter 
figures are being still further reduced, for 
today’s demand is for machinery still more 
modern in performance, and greater in ca- 
pacity. William Goettler points out that, 
“Farmers have started to count movements 
and steps as does the efficiency expert in a 
large manufacturing plant. Colleges of 
agriculture are making stopwatch time 
records of various chore routines.” All this 
means that when war-devastated countries 
have recovered some of their agricultural 
production, and when the farm labor situ- 
ation here has improved, the American 
farmer is going to have leisure time for 
better living. He will be a logical market 
for countless goods and services that make 
up the American standard of living in 


cities and towns, but have not always been 
enjoyed by the farm family. 
> > . 

Building materials raised—OPA 
on May 22 authorized higher prices for 
three building items. It raised manufac- 
turers’ ceiling prices another 4% per cent 
on cast iron soil pipe and fittings, to cover 
increases in wage and materials costs. The 
increase is the second for these items in 
six months. It is to be absorbed by re- 
tailers, and raises prices to approximately 
35 per cent above the 1942 level. OPA also 
announced an increase of 15 per cent in 
manufacturers’ ceilings for asbestos cement 
roofing shingles and 5 per cent for asbestos 
cement siding shingles, over March, 1942, 
levels, both effective May 27. At retail, 
the equivalent increases are 10 and 3 per 
cent, respectively. 

7 * * 

Clocks and watches—On May 13, 
OPA increased retail prices on mechanical 
and electric clocks an average of 6 per cent 
above pre-war values. OPA said the in- 
creases meet higher labor and materials 
costs. Manufacturers’ ceiling prices were 
increased 20.5 per cent for inexpensive 
watches, 17 per cent for spring wound 
cloeks and 15 per cent for electric clocks. 
The actual dollar amounts of these in- 
creases were added to dealer margins, and 
OPA said this would result in an average 
of 6 per cent above pre-war prices. The in- 
creases did not affect products of the 
jeweled-watch industry, watches usually 
containing 15 jewels or more. 

* cod * 

Other May 13 increases—Manu- 
facturers of fractional horsepower motors 
were allowed ‘a price increase of 27 per 
cent trom base period prices. At the same 
time makers of integral horsepower motors 
were granted a 16% per cent increase. 
OPA said that the increase for fractional 
horsepower motors replaces a 9 per cent 
price rise granted last October. A rise of 
approximately 10 per cent in manufactur- 
ers’ price ceilings for bleached sulphite 
waxing paper was announced also by OPA, 
and amounts to $15 per ton for most pro- 
ducers. It will be absorbed, says OPA, by 
waxed paper manufacturers, to prevent an 
increase in retail prices. A 7 per cent 
price ceiling for converters of coated and 
combined fabrics was allowed, effective 
May 14, “to cover recent advances in 
prices for the base textile materials used in 


manufacture of the fabrics.” 
. 7 . 


Autos higher at retail—On May 
22, OPAvtraised retail price ceilings for 
16 makes of new automobiles by from $33 
to $167 to offset higher costs for steel, 
other materials and parts. The increases 
range from 4 to 8 per cent on previous 
ceilings. The higher prices may be charged 
only for cars shipped by manufacturers on 
and after May 22. Other cars must be 
sold at former ceilings. A principal reason 
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for the general increase, OPA officials 
said, is the price hike of $5 a ton for 
steel granted by the government in Feb- 
ruary when steel workers won a wage 
increase of 184% cents hourly. This boost 
in new car prices came, even as the CIO 
United Auto Workers announced that the 
union had filed a formal protest against 
previous increase in retail auto prices. 
These had been hiked $1 to $60 a car in 
March and April to compensate for wage 
increases in the industry early this year. 
OPA even hinted at possible further 
higher prices for new cars, saying: “The 
result of these price adjustments, together 
with those recently made in consideration 
of higher wage rate is expected to make 
unnecessary any further auto price adjust- 
ments until actual operating experience at 
normal volume is available.” The full 
amount of the May 22 price increases will 
be paid by the public, OPA decided, com- 
menting that dealers’ pre-war profit mar- 
gins already have been trimmed 4.5 per 
cent and they will not be required to take 
a further cut. 
= cal * 

OPA and radios—<As of May 16, 
OPA came through with the promised 8 
per cent price increase for manufacturers, 
on radio receiving sets. Regulation 599 
was amended accordingly. OPA also raised 
retail price ceilings for radios (other than 
auto types) an average of 4 to 5 per cent. 
The increase will apply on all sets shipped 
by producers beginning May 16. Sets pre- 
viously shipped must be sold at previous 
prices, OPA said. It stated that “the 
higher prices will cover labor and ma- 
terials cost increases incurred by manufac- 
turers since reconversion ceilings were 
fixed last fall.” Ceilings on auto radios 
are not affected by the May 16 action. Just 
previously, industry spokesmen had said 
that price ceilings were holding production 
in the radio parts and radio set industry 
down to 50 to 60 per cent of what the in- 
dustry could 
lifted. 
dent, Radio Manufacturers’ Association, 


produce if controls were 
Bond Geddes, executive vice presi- 


declared, at a recent press conference, that 
radio set manufacturers needed at least a 
15 per cent increase to break even, and 20 
per cent to make a profit. Increases need- 
ed by radio parts suppliers vary, said Mr. 
Geddes. Radio tube makers need from 10 
to 15 per cent, cabinet manufacturers need 
25 per cent and transformer producers 40 
per cent more. 
+ . * 

Price controls suspended Sus- 
pension of price control over several types 
of industrial materials, “which do not sub- 


stantially affect the cost of living or busi- 
was announced by OPA, effec- 
tive May 22. Control was lifted from cop- 
per engravers’ sheet and plate, non-ferrous 
lockseam tubing, metal washers, steel strap- 
ping, industrial steel wool, steel gas cylin- 
By another 


ness costs,” 


ders, and asbestos textiles. 
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DON'T LET 
THIS PROFIT 


GET AWAY FROM YOU 
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ELIMINATE HOME CANNING DRUDGERY 


SECS CORN CUTTER “4 
Cuts Corn 3 


FASTER- 
EASIER 


@ Seve unbearable 
labor ... time and en- 
ergy ... Eliminate the mess and spatter 

of home corn canning. Lee's Corn Cutter is the 
world’s fastest and easiest way to can corn. 5 strokes 
finishes an ear in less than 10 seconds. Improves 
flavor, cuts down spoilage, fits all size ears. 


Buy ot Local Dealers or Send $1.00 Postpald 







We are telling our story to 40,000,000 women. This 
ad appears in periodicals with over 12,000,000 sub- 
scribers TO HELP YOU SELL more Lee’s Corn 
Cutters. 


Food is scarce—women are conserving it. 
Lee's Corn Cutters sell like hot cakes! Act now. 


SEND YOUR ORDER 
TO ANY JOBBER 


OR 


LEE SALES CO., 104 So. Record, Dallas, Tex. 
Dealer's Price $7.20 Doz. Postpaid. 
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BERKSHIRE 


READY MIXED MT 


ALUMINUM PAI 


Sead zs 1! 
‘CrnShipe paint COMP! 
rang st 





FOR USE OW 


SURFACES 
ONE GALLON 


POINGFICLD maASSACHUSE 


ALL IN ONE 
CONTAINER 


You no longer need to stock many 
different types of aluminum paint — 
one for heat — one for metal — one 
INTERIOR axe EXTERIOR for 

, SHIRE ALUMINUM PAINT in the one 
can is the perfect paint for every 


purpose. 


concrete, etc., because BERK- 


NOT JUST ANOTHER PAINT! 
BERKSHIRE ALUMINUM PAINT DOES ALL THESE THINGS 


RESISTS HEAT 


@ MAY BE PAINTED DIRECTLY OVER DAMP SURFACES AND 
WILL SEAL THE SURFACE PAINTED 

@ PREVENTS RUST—ONE COAT COVERS METAL 

MAY BE USED ON ANY TYPE SURFACE—WOOD, METAL. 


CONCRETE, CANVAS, ETC. 


MAY BE APPLIED ON INTERIOR OR EXTERIOR SURFACES 
WITH BRUSH OR SPRAY GUN 
NEVER DISCOLORS OR HARDENS IN CONTAINER 


Ask your distributor for BERKSHIRE 


BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS “DARI-GLO” 
Box 251, Highland Station, SPRINGFIELD, MASS. 











THE 
WINDMILL 


BUILT LIKE 


AN AUTOMOBILE 






in windmill con. 
struction make the 
Monitor storm-safe 
windmill a strictly 
modern farm 
pumping unit: 


@ Wino “‘sPEeD- 
OMETER’—Automatic 
wind governor regu- 
lates pumping speed 
in any wind from a 
nor’easter to a gentle 
breeze. 


Oautomaric 
LUBRICATION —Fifty 
drops of oil per min- 
ute! That’s the steady 
drip of oil supplied to 
the upper pitman 
bearing and pitman 
_— by a special 

onitor “oil ring.” 
Needs change of oil only once a year. 
© NEW TYPE “CLUTCH”—A pull-in 
control that relieves shock and strain. 
Pulls into the wind rather than out 
ef the wind. e 


@ STORM SAFE V-BRAKE— As mod- 

ern as hydraulic brakes. Eliminates 

brake drag. 

@ “Ron -vautt” GEAR CASE— 
indmill head is sealed in a turret- 

like iron case. Puncture-proof 

against .22 rifle. 


Investigate our special dealer plan. 
Write your nearest Baker branch for 
complete details. 


Monitor 


546 ¢ POY S5i WINDMILLS 











* BRANCHES - 
BAKER MFG. CO: Mwumseapolis. Mina; 
Madison. Wis: Fort Dodge. la: Cedar 


Rapids, la.: Omaha, Neb: Kansas City 
Me.; Eaid. Okla; Hutchinson. Kansas 
BAKER MFG. LTD.. Winnipeg. Canada 
AXTELL CO. Fort Worth. Tex; Amarillo, 
Tes: Lubbock, Tex; San Angele, Tex. 





BAKER MANUFACTURING CO., EVANSVILLE, WIS 
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OPA action, animal hair, vegetable fiber 
and bristle, except broom corn domestically 
processed for use in manufacture of 
brushes and brooms, were suspended from 
price control by OPA, in an amendment to 
order 126. Effective May 15, OPA re- 


| moved from price control, with a long list 
of other items, bird and pet foods, also 


household disinfectants, insecticides and 


pest-killers. 
* 6 6 


Other OPA moves—The pricing 
system provided for specified sales by man- 
ufacturers of tools, dies, jigs, fixtures, 
molds and patterns on April 26, is extend- 
ed by OPA to cases when these industrial 
equipment items are made and used spe- 
cifically with any product and sold to the 
buyer of that product. Manufacturers’ 
ceiling prices for corrugated metal culverts 
are increased 7 per cent from former maxi- 
mum prices frozen at March, 1942, levels. 
Manufacturer and user prices for cast iron 
boilers, boiler-jackets and repair parts are 
increased about 15 per cent, and user 
prices for cast iron radiators 4 per 
cent, as a result of wage-price increases 
granted by OPA. The “profit factor” 
manufacturers of metal office furniture 
may use in calculating individual re- 
conversion adjustments, is reduced from 
5.4 per cent to 2.9 per cent, by OPA effec- 
tive May 27. Retail mail order ceiling 
prices for waterproof rubber footwear were 
increased approximately 9 per cent by 
OPA, in a recent amendment to price 
regulation 229, 

* > 

Copper output down—The strike- 
ridden copper industry saw production in 
April decline 30 per cent from March to 
the lowest level for many years, a Copper 
Institute report reveals. Crude copper pro- 
duction last month fell to 29,379 tons, a 
decrease of 12,453 tons from March. As 
production dipped, April shipments to 
American consumers rose sharply, by a 
greater release of government-owned for- 
eign copper. April shipments rose to 75,- 
756 tons, an increase of 17,166 tons from 
March, but domestic metal accounted for 
only 23,790 tons of the April deliveries, the 
difference being made up of government- 
owned releases. The estimated metals re- 
serve stockpile of foreign copper at the 
end of April was 399,000 tons. 

. * s 

Fall shooting outlook—An inven- 
tory by the fish and wildlife service has 
disclosed a drastic decline in the popula- 
tion of most species of wild ducks for the 
second successive year, Secretary of the 
Interior Krug said recently. Albert M. 
Day, director of the fish and wildlife ser- 
vice, reports that the continental popula- 
tion of migratory wildfowl is about 25 
per cent less than last year, and is about 
at the low level it reached in 1941 and 
1942. As a result shorter wildfowl seasons 


, and more severe restrictions may be ex- 


pected this fall. Forecasts are made that 
the 75-day shooting season of the last few 
years will be reduced to 45 days for the 
1946-47 season. “It is obvious,” says Mr. 
Day, “that American sportsmen will be 
called upon next season to take a smaller 
portion of the 1946 crop so that more 
breeders can be permitted to fly north in 
the spring of 1947.” Apparently the birds 
not only have suffered reverses on their 
breeding grounds, but have been seriously 
depleted by excessive shooting.” The only 
exceptions to the general decrease are 
black mallards and blue-winged teal, which 
are at about their 1945 population, Mr. 


Day states. 
7 . 


Crops generally benefited—The 
latest government weekly crop bulletin 
said in part: “Many sections of the Ohio 
Valley reported only about 10 per cent of 
corn planting completed, while in northern 
Illinois more than half has been put in. 
In Iowa, cool persistent rains were un- 
favorable with about 76 per cent of the 
crop planted in this state. The generai 
rains in the lake region were very bene- 
ficial in conditioning the soil. “Rains dur- 
ing the week were beneficial to small 
grains, especially to winter wheat in west- 
ern Kansas and Oklahoma and to spring 
wheat in the northern plains. Winter wheat 
is mostly in good condition. It is begin- 
ning to head in southern Kansas. 

“Small grains are in generally good con- 
dition in the far west, although more rain 
would be beneficial. Spring wheat is in 
fairly good condition in the northern plains 
states. Oats are in generally good condi- 
tion in the north, but harvesting was de- 
layed in the south by frequent showers. 

“Much replanting of flax was necessary 
because of damage by frost of the preced- 
ing week. Considerable acreage of rice 
was washed out in the Lower Mississippi 
Valley and planting was delayed.” 

* ¢ @ 

Fertilizer gain expected—Be- 
cause of the need for high production of 
food, the fertilizer industry can expect two 
to five years of good business, Louis Ware, 
president of International Minerals & 
Chemical Corp., told stockholders at a re- 
cent meeting in New York City. The com- 
pany is a producer of fertilizers, potash, 
phosphate, and other chemicals. With 
plants operating at capacity, Mr. Ware pre- 
dicted that sales, which have been setting 
new high records, will show a 1946 in- 
crease of about 15 per cent. 

* ” - 

Steel rivet simplification — A 
simplified practice recommendation for 
steel rivets has been approved for distribu- 
tion by the National Bureau of Standards, 
to be effective from June 1, 1946. The 
recommendation, developed in cooperation 
with manufacturers, distributors, users and 
other groups interested, recommends a vol- 
untary simplified list of standard stock 
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sizes for small rivets, round head, flat head, 
truss or wagon box head, and countersunk 
head, also belt rivets, tinners’ and coopers’ 
rivets, and large rivets with button head. 
It is expected that the general use of the 
simplified lists will aid purchasers and 
users alike, providing them with a guide 
to sizes of rivets readily available from 
stock. Until printed copies are available, 
mimeographed copies of the revised list 
may be obtained from the Division of Sim- 
plified Practice, National Bureau of Stand- 
ards, Washington 25, D. C. 
7 7. > 

Grain saving reduces hatching 
—The U. S. Department of Agriculture 
finds the feed situation more serious than 
anticipated even two weeks ago. Continued 
hatchery cutbacks will reduce the total 
chick production by 20 per cent from last 
year and about equal to the 1944 hatch, 
the Department estimates. Its recent report 
showed a reduction of 50 per cent in eggs 
set, and 25 per cent in the number of 
chicks hatched, in the first 15 days of 
May, with June and July bookings down 
79 per cent, from the comparable 1945 
period. The cutback, taken voluntarily by 
commercial hatcheries after consultation 
with the Department, is in line with gov- 
ernment goals, and practically eliminates 
the possibility of any hatchery control 
order for this year. Several hatcheries are 
already closed down, the survey showed, 
and other commercial hatcheries will shut 
down by the end of May. 

. s * 

The coal strike and freight—A 
35 per cent decline has been éstimated in 
the volume of freight traffic handled by 
Class I railroads in April, as a result of 
the coal strike, according to a preliminary 
report by the Association of American 
Railroads. Revenue freight loadings were 
believed to have amounted to about 40,- 
000,000,000 ton-miles in April, compared 
with 61,406,982,000 ton-miles a year ago. 

- 2 * 

March-end inventories—The end- 
ing of the steel strike had aided a fair in- 
crease in the nation’s invenories at the end 
of March, a fortunate back-log in view of 
the serious coal and rail strikes which have 
followed. The U. S. Commerce Depart- 
ment says that total business stocks—those 
of manufacturers, wholesalers, and retail- 
ers increased 504 million dollars during 
March to 27 billion 500 million at the end 
of that month. Inventories of manufac- 
turers rose to 16 billion 700 million, a net 
rise of 100 million as durable goods stocks 
increased’ 200 million and non-durable 
goods decreased 100 million. Manufac- 
urers’ shipments during March were re- 
ported 8 per cent higher on a daily aver- 
age basis, with the March total 9 billion 
500 million. This included a 700 million 
dollar rise in deliveries of durable goods, 
an increase of 18 per cent in daily volume. 
In the non-durable goods field, manufac- 
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We are the boys of the Hanser crew; 
We $ail a course that’s $afe and true. 
Our $hip “$uccess” is a $turdy barque 
That flies the flag of the Dollar Mark. 
If you are out for the good old dough 
$ign up for a cruise with us — Yo-ho! 











=———_ Wim 
® —_ —— 








OuR 

22 Every MANUFACTURER we now REPRESENT 
MEN has Smoother “Saleing” because the HANSER 
COVER SALES organization of 22 experienced men 


NEW ENGLAND STATES cover thoroughly, every jobber chain and de- 


NEW YORK partment store, mail order outlet in our ter- 
NEW JERSEY ritory. Each man works for us exclusively, 
PENNSYLVANIA and is backed by an efficient office that 
DELAWARE knows how to handle every detail! Get 
MARYLAND aboard the Good Ship Success with us! 


DISTRICT OF COLUMBIA 


HANSER SALES COMPANY 


HARRY HANSER 


Manufacturers’ Representatives 
1841 BROADWAY NEW YORK 23, N. Y. 
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SELL 
VULCAN 


v @ 


AN ELECTRIC 
SOLDERING TOOL 


for delicate soldering 
tasks, especially where 
there is little clearance 
or cramped space. Par- 
ticularly useful for me- 
ters, electrical instru- 
ments, small radios and 
similar articles. 


A FINE TOOL FOR 
AMATEUR 
CRAFTSMEN 


® Our popular 
book “‘How to 
Solder Perfectly.” 
Thousands of 
these books are 
already in use 


You'll want to stock both 
the Pygmy and the stand- 
ard VULCAN Soldering 
Tools, as well as the 
lower-priced Mercury 
(for occasional or house- 
hold use). 

And the VULCAN Sol- 
dering Tool Holder, 
which holds and guards 
the Tool and keeps the 
tip at soldering tempera- 
ture while the Tool is in 
the stand. 


VULCAN 


ELECTRIC COMPANY 


DANVERS 3, MASS. 


Makers also of VULCAN Electric Sold- 
ering Tools for productive use, Elec- 
tric Clue Pots, Solder Pots and other 


Electric Heating Devices. 








turers’ shipments during March increased 


| about 3 per cent in daily volume. 


New concern about jobs—In the 
face of the devastating upsets from the 
steel, coal and rail strikes, there is a grow- 
ing feeling that the “gains” to labor from 
all these upsets are neither permanent nor 
real. Consciousness is spreading among 


| the workers that wage gains are illusory if 
| they are immediately followed by a rise in 


living costs. All the bluster about auto- 


| mobile prices “must not be raised” by the 


increases, has come to nought, and so it 


| must be in the price programs of the lesser 


industries, whose labor costs are being 
forced upward. For their products, labor, 
as a consumer, must pay more. Those who 
are optimistic about the future business 
outlook believe the truth of the foregoing 
is rapidly coming home to increasing num- 


| bers of wage-earning Americans. Personne] 


| heads say that “going back to work” is be- 


| coming more popular, and the employees 


| are paying more attention to their jobs. 


Salesmen are pushing harder and factory 
efficiency is gaining. This springs, they be- 


| lieve, from a feeling on the part of em- 
| ployees that the days of easy sailing are 


passing. The dire world food situation, 
threats of a dry summer, and greater food 
shortages at home have aided in more seber 
thinking. 

. * - 

Peak hourly wages — Reporting 
on the March income of wage earners in 
manufacturing, the National Industrial 
Conference Board reported average hourly 
earnings in the 25 industries surveyed 
reached a new peak of $1.145, which was 
59 per cent above Aug., 1939, and 94.1 per 
cent above the average for the “boom” year 
of 1929. Average weekly earnings turned 
upward in March to $46.44, compared with 
$27.29 in August, 1939. Average hours 
worked in a week in March were 40.7, a 
period 15.7 per cent shorter than in 1929. 
Payrolls (with 1923 as 100) recovered in 
March to 189.9 per cent, which was 75.2 
per cent above the 1929 average. The 
board, using 1923 figures as 100, reported 
that employment in March stood at 108.8 
per cent, 27.3 per cent above August, 1939, 
and 7.7 per cent above the average for 
“booming” 1929. 

* > * 

Building tops 1942 — Construc- 
tion contracts awarded in the first four 
months of 1946 topped the comparable 
months of 1942, the wartime peak year in 
dollar volume, according to F. W. Dodge 
Corp. The January-April total for 37 east- 
ern states was $2,177,404,000 against $1,- 
859,944,000 in the like period of 1942. 
April contracts called for expenditure of 
$370,590,000 for construction of more than 
50.000 residential units, all but 2 per cent 
(dollar volume) being private construction 
as differentiated from publicly owned 


transactions. Reflecting the Veterans 


Housing Program order, channeling ma- 
terials into homes, non-residential con- 
tract awards declined in April to $236,182,- 
000. 


= re 


Lumber production improves— 
Joseph L. Muller, chief, U. S. Commerce 
Department’s forest products division, said 
in an interview that the lumber picture 
looks much brighter than it did in the 
first two months of the year. “I think there 
is much cause for optimism now,” Mr. 
Muller said. “Of course, the demand for 
lumber this year will greatly exceed pro- 
duction, but we are on the way.” He said 
that in the first two months there was fear 
that 1946 production would not exceed the 
low of 27,500,000,000 board ft. last year, 
but there is hope, weather permitting, of 
stepping this up to 30,000,000,000 ft. “now 
that men are returning to the mills and 
the forests, and we are getting more of 
the equipment we need.” Production de- 
clined during the war from 36,000,000,000 
board feet in 1942 to the low of 1945. 
Another incentive to high production is the 
OPA program to adjust ceiling prices, 
Mr. Muller said. Some adjustments have 
already been made, and others are yet to 
come. M. W. Niewenhous, director of 
CPA’s forest products division, says that 
agency is considering a plan to increase 
the home lumber supply from 8,200,000,000 
to 12,000,000,000 ft. for the year. 

* * . 

Glass containers—With the cur- 
rent tin shortage and the coal strike inten- 
sifying an already critical shortage of 
glass containers, CPA has refused to can- 
cel its present controls on the manufacture 
of glass bottles, jars and containers of all 
types. It has announced that order L-103, 
will therefore remain in full force. 

* * 

Toys — Distributors say that metal 
toys are not coming through in quantities 
expected earlier in the year, due to the 
searcity of light weight stéel sheets. This 
seems to promise a very serious shortage of 
toys of all kinds for the 1946 Christmas 
season. 

* . > 

Many more home-owners—High 
war-time earnings raised home ownership 
one-third between April, 1940, and April 
this year, the Bureau of the Census re- 
ports, but it neglects to point out that the 
difficulties of finding places to rent, have 
had much to do with increasing ownership. 
In the same six-year period, tenant occu- 
pancy declined 11 per cent. Some 23,000,- 
000 homes, 53 per cent of the total, now are 
occupied by their owners, compared with 
15,200,000 owner-occupied homes in April, 
1940. Tenants now occupy 17,600,000 
dwellings, against 19,700,000 in 1940. 

* * « 

A fall-canning forecast—Assum- 
ing that canning crops will be normal, or 
large, and assuming that supplies and con- 
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tainers will be available at the stores, 
Uncle Sam will try to do his part toward 
encouraging home-canning next fall. Suf- 
ficient sugar may be available to give 
housewives a larger allowance of canning 
sugar this year, says the U. S. Commerce 
Department. The statement was based on 
estimates that civilian supplies will be 341,- 
000 tons greater than last year. At any 
rate, this seems to insure that the annual 
household ration of 15 lbs. per person can 
be maintained. 
. * * 

Building contracts—Construction 
awards for 52,733 projects costing $734,- 
911,000 in the 37 states east of the Rocky 
Mountains in April to top March’s total of 
$697,593,000 and that of April of last year, 
which amounted to $395,798,000, it was re- 
ported recently by F. W. Dodge Corp., New 
York City. That architects, engineers and 
building organizations are breaking con- 
struction records established during the 
war years by substantial amounts is re- 
flected in the dollar volume totals for the 
first four months. This year’s January- 
April contracts amounted to $2,177,404,000 
in the eastern states compared with $1,859,- 
944,000 in the corresponding period of 
1942, when wartime volume was highest. 
Residential construction contracts in April 
totaled $370,590,000, which represented an 
eight-fold gain over the corresponding 
month of last year, and a gain of nearly 
$100,000,000 over March. More than 50,- 
000 residential units are called for in the 
April awards, all but 2 per cent, as mea- 
sured by dollar volume, being private con- 
struction as differentiated from publicly- 
owned dwellings. Nonresidential building 
declined slightly in April from March’s 
total and that of April last year, reflecting 
an anticipated trend resulting from the 
Civilian Production Administration’s Vete- 
rans Housing Program Order No. 1 issued 
on March 26. The order is designed to 
channel materials into homes costing $10,- 
000 or less and away from nonessential and 
deferrable nonhousing construction. The 
comparative nonresidential construction 
contract totals follow: April 1946, $236,- 
182,000; March 1946, $278,725,000; April 
1945, $241,107,000. 

. . * 

Watch the barometer — More 
often now, a warning note appears in the 
comments of thoughtful economists, a cau- 
tion that the present sellers’ market will 
have an end, and that for some industries 
the end already is nearing. A need for 
watchfulness was stressed recently by 
Henry H. Heimann, executive manager, 
National Association of Credit Men. He 
reminds that the most efficient business 
organizations are doing everything possible 
now to develop new distribution outlets and 
programs, in preparation for an era of in- 
tense competition. He urged credit men 
to guard against inflated inventories when 
production lines begin operating at ca- 
pacity, as in more and more lines they are 


JUNE 6, 1946 






















Hand power cutting tools for 
bolts, rods, chain, wire, rope, ete, 
The name Porter on the handle. 
ou have always sold 
with confidence and satisfaction. 


The kind 
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The JOHNSON Music 
Wire package—in units 
of '/, lb., > |b., and 
| lb., gives convenient 
handling and display of 
this wire of a thousand 


uses. Full range of sizes 
from .003” to .200”. 


New Johnson wire catalog 
containing a wealth of wire 
information is yours for the 
asking. 


YHNSON STEEL & WIRE CO.INC. 


WORCESTER I, 


TROIT 


Ww YORK AKRON oF 


MASSACHUSETTS 


CHICAGO 
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Serving the 
Retail 
Hardware Trade 
Since 1936 


Well known brands of 
hardware, electrical 
and plumbing supplies. 


Inquiries from 
Dealers invited 


CROWN 


HARDWARE CO. 


723 W. LAKE STREET 
CHICAGO, ILL. 














DRAKE 


SOLDERING IRONS 
SELL RAPIDLY 


win customer 


good wi / / 
=| 


No. 701—100 watt DRAKE Solder- 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 





For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision manu- 
facture—keeping constant pace with 
progress. Widely advertised—they 
sell quickly and profitably. 





With industry rapidly 
reconverting to peace 
time production—there 
is a big market for 
Drake Soldering Irons. 
Remember — there is 
@ Drake Iron to meet 
every need and pur- 
pose. It will pay you 
to feature 








ASK YOUR JOBBER 


DRAKE ELECTRIC WORKS, INC. 


OLN -AVE., CHICAG 





3656 LING 





164 














| beginning to do. “The volume of deposit 


money received by retailers for delivery of 
merchandise as yet unmade and in some 
instances only in the design stage is 
astonishing,” Mr. Heimann comments. 
“Some of those deposits are being made 
without analysis of the credit responsi- 
bility of the depository firms. In many 
instances such deposits have been made 
without knowledge of the exact type of 
article to be delivered, its price, or its 
delivery date.” Mr. Heimann declared that 
business failures are sure to increase, and 
that one of the causes will be lack of ex- 
perience in business on the part of many 
of the newcomers into busy wartime or 
early post-war industrial fields. 
* * * 
Market transition — Price-wise, 
OPA has been granting ceiling advances 
that should have been made months ago. 
Faced by the threat of crippling legisla- 
tion, it has seemed to decide recently that 
a reasonable price markup is preferable to 
plenty of low-priced shortages, and a lot of 
price inequities have been removed or 
minimized. So it may be time for the aver- 
age manufacturer to study his particular 
industry, and try to estimate the date when 
the scramble to buy will be replaced by a 
rush of competitive selling. Quite likely, 
for many companies the transition will 
come very early in 1947. If history re- 
peats itself, the transition will catch a lot 
of companies unaware, and, before it ends, 
there will be price readjustments, an in- 
crease in labor efficiency, and personnel— 
if not wage—reductions. 
s *> *s 
More sales gains—Significant are 
the comments from large retailers, as to 
the better flow of goods available, a factor 
of great importance in the sales gains so 
widely reported. For example, F. W. 
Woolworth Co., sales are running about 
9% per cent ahead of last year due to im- 
proved supplies and development of new 
articles, A. L. Cornwell, executive vice 
president, told the company’s annual stock- 
holders meeting. Merchandise is becoming 
more available, Mr. Cornwell said, and 
many staple items missing during the war 
years are now back in the stores, while 
many new items are being added. Federal 
Reserve figures on department store sales 
rose 39 and 36 per cent in the week and 
four weeks ended May 11, in comparison 


| with the same 1945 periods. In nearly 


every large-city store “ad” may be noted 
the gradual come-back of long-missing 
merchandise. 

© 2 . 

Auto demand exaggerated? — 
Despite today’s many obstacles to high- 
level production, many automobile sales 
executives are warning their organizations 
that in the next eight to 12 months sales 
manship may again be required to sell cars 
to the public. This theory is based upon 
the belief that the demand for cars “at any 


price” is not nearly as large as piled up 
orders on dealers’ books indicate. Many 
of these are duplicates, say trade authori- 
ties, who figure that even with production 
interruptions continuing through the next 
three to four months, the assembly plants 
can turn out 4% million passenger cars by 
May 15, 1947. On May 13, OPA ended 
price control on buses, station wagons, 
street sprinklers, patrol wagons, hearses 
and ambulances, also controls on airport 
limousines, paint trucks, garbage trucks 
and other trucks with special body mount- 
ings, flower cars and motorized repair 
shops. a 

Glass-ware and gift goods—In 
planning for the 1946 gift goods exposi- 
tions, observers say that this year’s show- 
ings of china, glass and pottery will be 
almost pre-war in variety, although quanti- 
ties available in many lines will remain 
limited, Among lines appearing in greater 
quantity are copper and brass and decora- 
tive items made of steel; Czechoslovakian 
crystal and glass, French porcelains, and 
old Sheffield, lustre ware, fireplace equip- 
ment, and other English products. Sup- 
plies of glass and china ware are gaining 
slowly on their tremendous war-time de- 
mand. One large glass manufacturer be- 
lieves the demand for glass table ware is 
already five times prewar. 


Post-War Personnel Plans 
Of Hardware Wholesalers 


(Continued from page 96) 


by some of the following comments 
received from those jobbers: 

“Our volume has been rather 
heavy for the last few years and we, 
of course, intend to give every one 
of our employees who left us and 
went into the service their jobs, or 
a better one, if possible, when they 
return. We anticipate an increase in 
volume when goods get more plenti- 
ful and hope to maintain most of our 
present personnel force.” 

~ 7” * 


“Three of our boys are in the Ser- 
vice. When they return, we intend 
to let them take the reins and add 
lines and increase the business in gen- 
eral.” xe * 


“We have started a sales training 
program for veterans aged 18 to 23, 
under provisions of public laws 16 
and 346, set up on a two-year basis 
and have had it approved by’the Vet- 
erans Administration. From this 
pool we intend to recruit our re- 
quirements in the various depart- 
ments of our business, such as travel- 
ing salesmen, buyers and specialty 


” 


men. 


HARDWARE AGE 











oso 


—: & 


- - fo A. 


npn lUC cr hOlCcrereelC rr lC(iC hh UhrhhllUlCiC (lh 


Pe ee eee Le ee ee eee ll 





led up 
Many 
uthori- 
luction 
e next 
plants 
ars by 
ended 
agons, 
learses 
Lirport 
trucks 
nount- 
repair 


is—In 
xposi- 
show- 
ill be 
uanti- 
emain 
reater 
ecora- 
akian 
, and 
quip- 
Sup- 
ining 
s de- 
r be- 


re is 


ents 
ther 


one 
and 
, or 
hey 


nti- 
our 


_ 
ser- 








Flexible Packaging 
For Hardware 
(Continued from page 107) 
ent packages from such materials as 
Pliofilm, Saran and laminates of 
foil, Cellophane, kraft and cloth. 
These packages arose from the need 
of shipping revolvers, typewriters, 
radios, tool kits, small motors, and 

draftsman’s tools overseas. 

Many other packaging designers 
and prefabricators are engaged in 
materials and application research to 
carry on the war-learned lessons for 
future metal products packaging. 

One of the headaches of the hard- 
ware industry has been in providing 
dealers with economical sales units 
for hard-to-handle items such as 
nuts, bolts, screws, small machine 
parts, etc. In packets of transparent 
materials these small items can be 
easily identified and protected, kept 
from loss and made clearly visible to 
the prospective purchaser. 


Ease Inventory Problems 

Inventory problems of both dealers 
and manufacturers will be decreased 
by such packaging since it gives a 
far more accurate picture of what’s 
on hand than is possible when minute 
materials are stored in bulk. It will 
also cut down on loss through waste. 

Sales advantages in flexible pack- 
aging to hardware dealers are read- 
ily apparent. Modern packaging 
dresses up an item and draws con- 
sumer attention. It also is a guaran- 
tee to the consumer of a fresh, pro- 
tected, unused item. 

Dealers will appreciate the dealer 
aid in selling which is possible in 
flexible packaging for it lends itself 
so beautifully to modern methods of 
display and merchandising. Dealers 
will also benefit from much of the 
advertising and merchandising ad- 
vantage which flexible packaging 
gives to the manufacturer. 

From a merchandising point of 
view flexible packaging allows a great 
spread of item identification and la- 
beling along with instructions for 
the use of the product. It provides a 
further opportunity to tie up adver- 
tising in magazines, trade papers and 
newspapers with the product, thus 
getting the story before the consumer 
in a dramatic display at the point-of- 
sale. It keeps the product name in 
the consumer’s mind for a far greater 
length of time than is possible in 
selling from bulk supplies. 
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SPECIAL TOGGLE BOLT CLAMP — 
free with every box of PAINE TOGGLE 


% The Best 
' he Fastening In 
Hollow Material 


Solve tough fastening and 
hanging assignments with | 
Paine Spring Wing Toggle Bolts. They 
assure safe, permanent support in hol- 
tow material—are easily inserted—and 
will not pull out or work loose. Avail- 
able in several head styles in standard 
bolt diameters from 4%” to 4” in stand- 


BOLTS—+speeds installations. 
Ask your Jobber or Write for Catalog 
THE PAINE CO. 


2963 Cerroll Ave. 


Chicago 12, Ill. 


‘PAINE 


FASTENING 
and HANGING 
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New! A modern sure 
cure for condensation 
drip from cold water 
Pipes. 

Pliable, cork-filled No- 
Drip Tape forms a tight- 
fitting sealed jacket 
around pipes—eliminates 
hazardous wet floors, 
makes idle space usable. 
Quick, Easyto Wrap on 
No tools needed. Covers 
joints as well as 
straight pipes. 
EFFECTIVE IMMEDIATELY 
Roll, enough for $42 
Tit of Ihe pipe +12 5 
Migher Weet of Reekhics and Conede 


Advertised in Saturdoy Evening Post, Better 
Homes & Gardens, Time, American Home, House 
Beautiful, Popular Mechanics, Parents’ Magazine. 


IMMEDIATE DELIVERY 
Get NoDrip Tape from your Jobber today 



































J. W. MORTELL CO., 207 Burch St., Kankakee, (0. 
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Doll Walkers 


“Walk-A-Doll”—a toy designed to per- 
mit children to take their dolls for a stroll. 
Sturdily constructed of high grade plywood 
and lacquered in a wide range of colors. 


= 3 ill 


Rubber tired wheels, 2% in. in diameter. 
Height: 16% in.; base size: 5% by 6% 
in.; handle: 11% in. long. Packed 12 in a 
shipping case. Dunsware Co., Kent, Ohio. 


“Kleen-Kutter” 
Power Lawn Mower 


This commercial type, power-driven lawn 
mower is said to be extremely mobile, easy 
to handle and will cut within flush to 
fences, buildings and trees. Maker states 
that it will cut anything from grass 
to heavy weed growth and can be set at 


cutting heights from % to 3% in. Only 
five minutes time required to make setting 
changes and this operation can be done 
with two ordinary wrenches. Power for 
the blades and wheel traction furnished by 
the same motor but each power operation 
is individually controlled. Low platform 
construction permits it to cut beneath 
hedges and shrubs without endangering 
their center trunks, according to the maker. 
Power Development Co., 6719 Denison Ave., 
Cleveland 2, Ohio. 


“Plomb” Tool Sets 
For War Veterans 


Two specially selected tool sets, for war 
veterans, which are obtainable free under 
the Government’s Apprentice Training Pro- 
gram. This program allows a veteran up 
to $100 worth of tools when he is approved 
by local Veterans Administration office. 
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One set (shown here) with retail price of 
$100, contains 113 items, including % in. 
drive sockets and several large wrenches. 
Other set, with retail price of $49.99, con- 
tains 60 items. These are suggested sets, 
however, and veterans have the option of 
making their own tool selections. Sets can 
be purchased only from Plomb distrib- 
utors. Full details of veterans’ procedure 
for obtaining tools, together with descrip- 
tions of the sets are contained in Bulletin 
No. 4624, which can be had by writing to 
the Plomb Tool Co., 2209T Santa Fe Ave., 
Los Angeles 54, Cal. 
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“Campbell” Automobile 
Safety Arm-Rest 


To protect persons sitting beside the 
driver or in the back seat of a car from 
accidents resulting from sudden stops. 


Made of “Shelby” steel tubing. Fastened 
with four steel bolts to a steel bar, 2 in. 
wide by % in. thick. Bar is fastened to 
the door posts back of the upholstery. 
Chrome-plated. Can be pulled out to 
lengths of 7, 14 or 19 in. in front of the 
passenger. When not in use, it is folded 
back against the upholstery. Will with- 
stand extreme pressure without bending or 
breaking and will not rattle, according to 
the maker. Campbell Machine Co., 39 
Hayward St., Wollaston, Mass. 


Copperized Incinerator 


Swanstrom’s copperized “Fire Guard,” 
Model 100-C, is of No. 10 gage, copperized 
crimped wire cloth, claimed to stand ex- 
pansion and contraction. Size, 19 by 19 by 
31 in. Weighs 24 lbs. Shipped knocked 
down, three to a unit. Swanstrom Steel 
Woven Wire Works, Southbridge, Mass. 
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Mere is a Profitable New Market for you - 
Start a New Masonry Waterproof Dept. 


MASONRY WATERPROOFING 
Guaranteed fo do the Job. 


Above or below Ground Level 


KAY-TITE EASILY APPLIED — Ten 
pound can covers 100 to 150 sq. ft. of 
surface — Sells for $2.90 —a very low 
cost (2¢ to 3¢ per sq. ft.) 


THE AVERAGE JOB calls for several 
cans which makes KAY-TITE a profit- 
able item to “push”. 


BEAUTIFIES THE WALLS — KAY- 
TITE goes on like paint — penetrates 
the pores — expands — hardens. The 
clean washable surface is bonded deeply 
into the pores of the Masonry. 


MILLIONS OF SQUARE FEET OF MA- 
SONRY WATERPROOFED WITH KAY- 
TITE bear witness to its 100% Good 
Performances and long endurance. 
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| Jobber’s Name 


KAY: TITE 


KAY-TITE is a real helper in your 
paint department. 


THOUSANDS OF DEALERS — from Coast-to- 
Coast — have built-up Successful KAY- 
TITE Departments by first placing a small 
order for a dozen 10 lb. Cans — along with 
a — quantity of selling helps, and display 
cards. 


FIND OUT HOW EASY it is to sell Kay-Tite 
— and how soon it becomes one of your 
‘stand by’s’. 

KAY-TITE is ‘Fair-traded’ with an excellent profit 


to you. 
HERE IS THE KAY-TITE oa 
12 cans of Kay-Tite — Six Gray — Six White 
isplay — Circulars — "Spans etc.) 


(Counter 
Your total Selling Price 
20.78 
_ $13.92 


Cost to you 
PROFIT 
Easy to Sell — and Every Customer is a booster. 


FILL IN THIS COUPON AND MAIL TO ee 


KAY-TITE COMPANY, West Orange, N. J. 
Please send us the $20.88 KAY-TITE DEAL 
6 Cons WHITE — 6 Cons GRAY 
F. 0. B. Our Store 
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MIDGET 

(3 swivel) 14” chain 
DELTA 

(1 swivel) 44” chain 


(2 swivels) 44” chain 


MALLEABLE IRON 
LOAD BINDER 
Heat Treated 


LONE STAR No. 1—14 Ibs. 
(2 swivels) 44” and 5%" chain 
LONE STAR No. 2— 16341 bs. 
(2 swivels) 44” ond 5%" chain 


OROP FORGED 
LOAD BINDER 
Heat Trected 


No. 1 —10/bs. 

(2 swivels) 24” and 44” chain 
Ne. 2—1714 Ibs. 

(2 swivels) 34” and 5%” chain 


STEEL CONSTRUCTION 

WIRE STRETCHERS 
. 3 ~s5 Pulleys, plain beurings, % rope 
. 33-3 Pulleys, roller bearings, %" rope 
. 4—4 Pulleys, plain bearings, ?. rope 
. 44—4 Pulleys, roller bearings, %'' rope 
. BRA Puitlave roller hevrinas, '4+" rope 


DURBIN-DURCO 
Manvfacturers o f Certified Specialties 
Drop Forged and Malieabie iron 

OLIVE ST.ROAD — ST. LOUIS 5, MO. 
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Another eisai Feature 


ENVELOPE PACKING 


Each item individually wrapped 
and packed in printed envelope to 
protect finish and prevent loss of 
screws and small parts. Templates 
and complete instructions assure 
easy, accurate installations. Look 
for the “Amerock” seal on every 
package, your guarantee of quality. 


ASK YOUR JOBBER 











AMERICAN CABINET HARDWARE 
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“Glo-Point” Soldering 


_ Iron 


Battery-heated iron of 600 watt capacity, 


| designed to retain its heat. May be heated 


from 6 or 12 v. storage battery. Said to 
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heat in only 29 seconds and then may be 
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| disconnected and carried to the work. Has 
| a positive method for determining solder- 
| ing temperature. 
| price is $4.50, dealer cost is $3. Reinhard- 
| McCabe Co., 911 Hennepin Ave., Minne- 


Suggested retail selling 


apolis 3, Minn. 


Household Size 
“Foley” Food Mill 


Feature of the household size is a flanged 
top edge which is said to prevent food from 
overflowing. Capacity is 2 qts. Larger 


than the family size food mill which has 
been discontinued. Available only on allo- 
cation through wholesalers. Foley Mfg. 
Co., 30 Second St. N. E., Minneapolis 13, 
Minn. 


“It Talks” Telephone 


And Money Bank 


Miniature of the Bell instrument, with 
spring dial, lettered and numbered. Made 
of light, durable plastic and said to 
be non-corrosive, non-chipping and easily 


cleaned. To teach children how to dial 
phone numbers and to create interest in 
saving. Packed in individual box and has 
a suggested retail selling price of $1.50. 
Amerline, 1753 Honore St., Chicago 22, Til. 


Electric Fence Gate 


“Leverlox” pulls the wire tight, locking 
the gate securely. Simple, strong 11 in. 
lever-lock and two heavy porcelain insul- 
ators. Can be mounted either right or left 


and operated from either side of fence. 
Porcelain knob on the lever to eliminate 
shock even in bad weather. Insulators 
fasten securely to gate posts with 4 in. lag 
screws. Accessories Mfg. Co., 6344 Broad- 
way, Chicago 40, IIl. 


Wood Propeller for 
Model Aircraft 


Variable pitch wood propeller designed 
to increase flying efficiency of both free- 
flight and control-line model aircraft. Made 


of select, seasoned walnut, sanded mirror- 
smooth with a tough finish. Contoured 
and balanced for efficiency and strength. 
Two-piece, stamped steel hub makes pos 
sible correct pitch variations. Inwardly ex- 
tending flanges on hub engage grooves in 
each blade shank. Snap rings hold entire 
assembly together. Made in two sizes, 12 
in. diameter with pitch adjustments from 
6 to 10 in. for free-flight models, and 10 in. 
diameter with pitch adjustments from 8 
to 12 in. for control line models. Ten in. 
size has suggested retail selling price of 
$1.50, with extra blades at 45 cents each; 
12 in. size—$1.75, with extra blades at 55 
cents each. Topping Models, Akron, Ohio. 


HARDWARE AGE 
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“Duo-Therm” Heaters in 
Chippendale, Heppelwhite 











Duo-Therm Div., Motor 
Lansing 3, Mich., has unveiled its two new 
fuel oil space heaters in famous period 
furniture designs. Chippendale Model 
953-7 shown here, in blond finish, is com- 
panion to the Heppelwhite Period Circula- 
tor, which is finished in walnut brown. 
Chippendale model designed to fit into 
modern homes color schemes. Both 
models equipped with dual chamber 
burner—14 in. Cabinet measures 34 in. 
high, 34 in. wide, 2844 in. deep with 5-gal. 
fuel tank; 24 in. deep less tank. 46,000 
B.t.u. output. Shipping weight, less tank, 
approx. 165 lbs. Tank only, 15 lbs. Simi- 
lar models, equipped with dual chamber 
burner—12 in., have same dimensions and 
finishes, with 37,500 B.t.u. output. Both 
Chippendale and Heppelwhite models avail- 
able with or without “Power-Air,” Duo- 
Therm’s patented blower. Side, radiant 
doors can be opened to give quick spot 
heat. Other models also described in new 
16-page catalog. 


“Handy-Server” for Food 
and Beverages 


Built-in holders to prevent beverage 
glasses from tipping; high sides keep sand- 
wiches and snacks in place. Complete with 
attractive folding stand. Chairside height, 
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Wheel Corp., 


15 by 22 in. tray. Wheat-straw finish and | 
said to be alcohol resistant. Shipping 
weight each, 10 lbs., f.o.b., Chicago ware- 
house. Dealer cost: lots of 1 to 5—$4.97 
each; lots of 6 or more—$4.47 each. 
Mason-Williams Co., 663 N. Wells St., Chi- 


cago 10, Ill. 





Paper Drinking Cups 
and Dispenser 


Transparent “Drinkees” dispenser for 
home uses. Dispenser with 50 cups has a 
suggested retail selling price of 2) cents. 
Refill package with 75 cups has a sug- 
gested retail selling price of 25 cents. Dem- 


BURGES 


Ready-packed @ int 
for ready . 
profit in 
smart new 
displays 
NEW ONE-DOZEN DISPLAY. 


Here’s a handy carton for rapid counter 
sales! Tn fit baby-size cases. 
Dealer cost 78¢ Retail value $1.20 









Blashlight 
BATTERIES 

















OF SIZE 1 BATTERIES 
No. 11V 























onstrator display is furnished free with 48 | 
package carton. Shaw-Randall Co., Paw- 


tucket, R. I. 


“Brix-Fix” Waterprooted 
Pointing Cement 


Completely waterproofs all types of small 
brick buildings and is easy to handle, ac- 


cording to the maker. Said to protect in- | 


NEW ONE-DOZEN yy 
DISPLAY OF SIZE 2 BATTERIES 


You'll get regular turnover with this 
counter salesman! Takes small space. 
Dealer cost 78c Retail value $1.20 


HANDY-PACK OF PENLIGHT CELLS 
A little carton with big turnover for 


busy counters! For penlights and 
pocketlights. 








No. 12V 















































teriors against peeling paint and plaster 


caused by heavy rains and the erosions in | 


brickwork. Comes in dry powder form 
that is mixed with water until it reaches 
a paint or putty consistency and is then 
applied to the breaks in brickwork, cement, 


stucco or limestone. Dries to the color of | 


ordinary brick mortar, within a few hours. 


Greater New York Waterproofing Co., 197 | 


Throop Ave., Brooklyn, N. Y. 


EYE-CATCHING DISPLAY CARTON 
SELLS FOUR-DOZEN SIZE 2 BATTERIES 


Colorful, sales-compelling carton gives 
you steady profits. Put it to work soon! 
Dealer cost $3.12 Retail value $4.80 








BURGESS 
G ° 


foes No. 11V_ .-----No. 12V 


BURGESS BATTERY COMPANY 







No. 48V 








ORDER FROM YOUR 
DISTRIBUTOR 
TODAY! 









BATTERIES 







Me. 12% ...-... No. 48V 














Freeport, lilinois i. 





SEE YOUR JOBBER 


HANSON SCALE CO. 


525 N. ADA ST., CHICAGO 22, ILLINOIS 





Luminous—Plastic 
HOUSE NUMBERS 
| | eye 
| catching 


NOVELTY 
APPEAL 





retail 15¢ each 


Tremendously practical! Absorbs 
light by day Glows all night. 
Glowing quality permanent 10 
doz. in glassine envelopes with 


screws. | doz. of each number 





REFLECTO LETTERS CO. 


411 EAST 101st ST.. NEW YORK 29, N. Y 
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*Trade Mark Registered U. S. Pat. Of. 











“Broil-O-Mat” Electric 
Adjustable Broilers 


Two of 10 models, (top) Colonial, (bot- 
tom) Vogue. Two-way terminal allows for 
high and low heat. Five of 10 models in- 
clude heat indicator. Cast aluminum and 
chrome finishes, serving tray equipped, 
hinged removable covers, visible broiling 
and air control. Cooks fish, fowl, steaks 
or chops. Broils without steaming, no 
splattering, no smoke, according to the 
maker. Removable concave _ reflectors, 
phenolic feet and hinges. The Rival Mfg. 
Co., West Port Bank Bldg., Kansas City, 
Mo. 


“Duet” Wash Cloths 


White “Duet” wash cloths assortment in- 
cludes 14 pieces No. 25W with suggested 
retail selling price of 25 cents, 10 pieces 
No. 35W with suggested retail selling price 
of 35 cents and 6 pieces No. 50W with sug- 
gested retail selling price of 50 cents. To- 
tal number of pieces in assortment is 30, 
with suggested retajl selling price of $10. 





WHAT'S NEW 


Cloth said to absorb water like a sponge 
and has a patented unraveling feature. 
Available in following sizes: 11 by 10% 
in., 11 by 14 in, and 16% by 14 in. 
Ample sizes for use as face cloth or for 
bath or shower. American Sponge & 
Chamois Co., 49 Ann St., New York 7, 
K..7, 








“NoDrip” Tape Display 

A simple device to show customers how 
“NoDrip” tape is applied to stop dripping 
from cold water pipes. A piece of 
“NoDrip” pliable, cork-filled tape is wrap- 
ped on a piece of pipe 5 in. long so that 
the actual application can be seen and ex- 





amined. Company also provides dealers 
with complete mat and electrotype service 
and counter displays to tie in with its na- 
tiona! advertising. J. W. Mortell Co., 508 
Burch St., Kankakee, III. 








“Frostofold” Frozen 
Food Containers 


To protect and store all kinds of frozen 
foods, also pre-cooked foods of every type. 
Easy to set up, fill and use, according to 


the maker. “50’s”—50 individual containers 
in an attractive display package available 
in pint and quart sizes. Suggested retail 
selling prices are pint—$1.75, quart—$2.25. 
Interstate Folding Box Co., Middletown, 
Ohio. 





HARDWARE AGE 
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LOOK! HOT WATER 
IN 5 MINUTES 

FROM ANY 

LIGHT PLUG 
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AT LAST! THE EASY Can't 


WAY TO HEAT WATER Chrome 


Ladies, now you can have 
the convenience of elec- 
trically heated hot water 
right in your own kitchen 
or bathroom! You simply 
lace the Elden Electric 
ater Heater in water, 
plug into the nearest elec- 
trical outlet. There are 
the ds in use. C 1 
with 6 ft. waterproof in- 
sulated rubber cord and 
plug. ACT NOW! Send 





Add 25c for 





check or money order. No Postage 
Cc. O. D's. Money back 
guarantee. 


ELDEN PRODUCTS CO. DEPT. 39 
7310 WOODWARD AVE., DETROIT 2, MICH. 











Sharon . 


SOCKET SET SCREW 
and WRENCH ASSORTMENT 









330 PIECES 
ALLOY 
STEEL 
A HEAT- 

aaa TREATED 


@ This popular, fast-selling assortment 
contains a wide selection of 330 heat 
treated alloy steel pieces in attractive 
counter dispensing packages. Com- 
pact stock has high profit margin, re- 
quires only small investment. Order 
direct or from your jobber. Quick re- 
fills available. 


Sizes: 3/16 x 1/4 to 3/8 x 1/2 
With wrenches fo fit. 


Shawne Ghat oud Scheu lo 


BOSTON 10, MASS. 
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Plastic Safety Flashlight 


Equipped with “Justrite” Honeycomb 
lens to provide extra wide circular beam. 
Uses three standard flashlight cells. Com- 
pact design with belt clip on side and | 





carrying ring on bottom. Light is 5% in. 
high, 2% in. wide. Reflector is 2% in. in 
diameter. Case made of durable plastic 
molded in one piece and is guaranteed 
against breakage in normal use by the 
manufacturer. Reflector and lens ring are 
metal. Justrite Mfg. Co., 2061 N. South- 
port Ave., Chicago 14, III. 


Portable Power-Saw 


| And File Folder 


Four-page, two-color folder has been re- | 


leased describing the “Saw-Gun” portable 
power-saw and file. Folder shows various 
applications of the “Saw-Gun” and includes 





list prices. Copy may be obtained by writ- 
ing to Mid-States Equipment Corp., 2533 
E. 73rd St., Chicago 49, Ill. 


Beach and Lawn 


| Umbrella Anchor 





Devised to get shade umbrellas into the 
sand or lawn easily and quickly and to 
hold them fast at any angle. Made of 
aluminum and sized so that it can be at- 
tached to the tip of any umbrella pole. 
Works on a corkscrew principle, boring 
into the ground and pulling the umbrella 
pole down to any desired depth. Priced 
to retail dealers at $4.20 per dozen. Dick- 
son Products, Westport, Conn. 





HARDWARE DEALERS 















For Immediate Delivery! 


BiG PROFITS for 


es SUN v 
GLASSES 


a 


Retails to $12.50 And More! 


© 12 KARAT GOLD FILLED FRAME 
e PEARLOID SWEAT BAR 

© GROUND and POLISHED LENS 

e CRUSH-PROOF CASE INCLUDED 


Released for Civilian use! Genuine Army and 
Navy Air Corps type SUN GOGGLES by the 
manufacturers of military precision optics. No 
O.P.A. ceiling—profits up to 300%! Nationally 
advertised in Esquire, True, Popular Mechanics, 
Popular Science and in more than 200 metro- 
politan newspapers in United States and Can- 
ada. Send your order in now—price, $4.15 each. 
We'll ship C.O.D. or on open account to rated 
firms. 


REGENT OPTICAL CO. 


100 W. CHICAGO AVE., CHICAGO 10, ILL. 








The Rost ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL ProouctTs Co. 


Marengo, Illinois 















You need only display Kirk 
Match Boxes to sell them — 
but fast. And there’s a very 
nice profit in every sale. If 
your jobber can’t supply you, 


write direct, giving the name _ 


of jobber. 





PROFITS 


A must for every outdoors- 
man. A _ waterproof, light- 
weight (less than 1 oz.) 
unbreakable match box. Flint 
bar on bottom provides fire 
— are gone. 


KIRK © 
“, E-FIRE”’ 


° WATERPROOF 
° UNBREAKABLE 


MATCH BOX 











F..J. KIRK 











MOLDING COMPANY 


140 BROOK STREET, CLINTON, MASSACHUSETTS Li 
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WHATS NEW 








“On Watch” 


| Fire Alarm System 


When fire starts in area covered by 
thermostat or detector of this system, a 


siren sounds and the lights in the alarm box 











begin flashing the words, “Fire, Call Fire 
Department.” Siren said to arouse neigh- 
bors as well as persons in building. Visible 
and audible alarm will continue until turn- 
ed off by pressing button on side of the 
box. According to the maker, a match 
held under the thermostat will set off the 
alarm. Thermostats can be installed in 


| any room of the house, and in barns, 


garages, storage houses, etc. System said 
to be easily installed at low nominal cost 
by local electrician. List price, f.o.b. New 
York City, is $75, complete with one 


| thermostat. Extra thermostats, $3.50 each. 


Dealer discount is 40 per cent of list. 
O’Leary’s Fire Prevention Co., 126 E. 44th 
St., New York 17, N. Y. 


“Ss utherland” 
Frozen Food Kit’ 


Contains 25 boxes and 26 “Cellophane” 
bags for storing fruits and vegetables in 
freezer units. Features of the “Space 
Saver” locker boxes are the moisture-proof 
and vapor-proof “Cellophane” bags, thor- 
oughly waxed cartons and planned carton 
sizes, according to the maker. Two kits 
available—the quart, or approximately two 
lbs. size, and the pint, or approximately 
one lb. size. Pint size is the same thick- 
ness and width as the quart, but exactly 
one-half the length. Maker states that the 








bags are easy to fill and seal, and the car- 
tons are built to endure handling and 
locker contacts. Sutherland Paper Co., 
Kalamazoo 13-D, Mich. 





Roast Meat Thermometer 


Claimed to be the only “Pyrex” glass 
meat thermometer, the “Miro,” can be 
easily read directly from aluminum scale. 
Claimed to be scientifically tested and 
calibrated. Punched hole permits it to be 
hung when not in use. Skewer, included 
in individual package, for use in making 
hole in meat for insertion of thermometer. 
Robert R. Cluse, 1031 Sibley Tower Bldg., 





Rochester 4, N. Y., sole sales agent for 
manufacturer, Miro Glass Instruments, Inc., 
122 Ridgemont Drive, Rochester 13, N. Y. 





“Atomist” Lawn ell 


a eee 





Solid brass lawn spray can be rolled with 
the hose, eliminating the necessity of dis- 
connecting a nozzle. Available in hose-end 
units and units to install in series in a hose 
line. Maker claims two units in series 
will water an area of 18 by 36 ft. with nor- 
mal water pressure. Adjustable from 
coarse spray to fine mist. P M Sales Co., 
2-260 General Motors Bldg., Detroit. 


HARDWARE AGE 
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Here’s What Your 
Customers Want ! 


Jdandy 


ELELTRIE 
CHURN 


Dealers say Gem Dandy is a sensation in 
building sales volume because Gem Dandy 
Electric Churn ends one of the big drudgeries 
of farm life. Investigate Gem Dandy your- 
self and you'll want to order a stock. You'll 
find Gem Dandy superior, yet popular priced, 
with slow-speed long-life motor, aluminum 
base, shaft and dasher. Easy to operate, easy 
to clean. Makes 15% more butter in 15 to 20 
minutes. Fits any crock or jar up to 5 gal. 
size. Operating cost about 10 cents per 
month. In use since 1937 throughout U. S. 
Nationally advertised in farm papers. 


STANDARD 
CHURN CHURN 


$14.32 $17.32 


DELUXE 





Gem Dandy 3 and § gal. 
Glass Jars Sold Separ- 
ately at $1.75 fo $2.25. 
For Immediate Delivery ASK YOUR 
JOBBER or Write to 


Alabama Manufacturing Co. | 
1801 First Ave N., Birmingham, Alabama | 
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Household Cleaner 
And Car Wash 


“Ethyl” cleaner is a synthetic detergent 
derived from petroleum, which is said to 
contain no animal or vegetable fats, greases, 





acid or strong alkali. Sold in concentrated 
form. Water is added to it by the user 
to make any desired quantity of cleaning 
solution. Cleans surfaces quickly and eas- 
ily with little scrubbing and suds readily 
in any kind of water, according to the 
maker. Four sizes at O.P.A. approved re- 
tail prices are 6 oz. bottle at 35 cents, 16 
oz. bottle at 75 cents, 24 oz. bottle at $1, 
and 32 oz. bottle at $1.20. Ethyl Special- 


ties Corp., 405 Lexington Ave., New York | 


i, BR. ¥. 


“MixTite” Asphalt 
Powder Mix 


Waterproofing repair material that can 
be used as a paint, waterproof coating, 
caulking compound, patching cement, ad- 
hesive or expansion joint compound, ac- 
cording to the maker. Comes in powder 
form and can be mixed to any consistency 
by adding any oil solvent. Said to keep 
indefinitely and is not impaired by heat, 


cold or dampness. “MixTite,” in its natural | 
asphalt black, is applicable for troweling | 


or painting. Also comes ready-mixed in 
colors—aluminum and red. Colored “Mix- 
Tite” is used as a paint. Packaged in 1, 
5, and 50 lb. bags. Red asphalt paint 
comes in 4% lb. bags and the aluminum 
asphalt paint in 3% lb. paper cartons. 
Suggested retail selling prices: Black—] 
lb. bag—30 cents; 5 lb. bag—75 cents; 
Red—4%% lb. bag—$1.35. Dealer discount 
is 40 per cent. Rand-Williams Mfg. Co., 
Inc., 377 Broadway, New York 13, N. Y. 























COLORFUL 
ATTRACTIVE 








WOOD CHISEL 
DISPLAY 





1 doz. each of 2", 3%", and 1" 
per display 


POPULAR 25c. RETAILER! 
GOOD VALUE! 


@ hardened, tempered alloy tool steel 
@ beveled edges, excellent cutting 
@ hardwood handles 


@ heavy steel ferrule 


SEE YOUR JOBBER 


great neck lines 
hack saw blades— 

molybdenum 
tungsten 
high speed 

keyhole saw blades & handles 

wood chisels & screw drivers 

(plastic or wood handles) 


GREAT NECK SAW 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 
















DISPLAY 
SOUTH BEND 
CROQUET! 


GROWING best describes the 
croquet market! It parallels the 
trend of the family to the out- 
doors — to make use of the yard. 
Here the whole family gets to- 
gether to enjoy croquet. 

This trend means more sales 
for you. Not only croquet, but 
yard equipment as well. Cus- 
tomers are furnishing their out- 
door living rooms—so display 
croquet with swings, yard furni- 
ture, etc., to increase your profits. 

Production is still 
not sufficient to meet 
demand, necessitat- 
ing our serving 
customers on an al- 
lotment basis. So 
get your South Bend 
jobber to establish 

riority on deliver- 
ies, now! 


SALES REPRESENTATIVES 


Eastern — Julius Levenson, 7 E. 17th St., N. ¥. 


Southern — Louis Williams, Nashville, Tenn. 
Midwest — South Bend Toy Mfg., So. Bend, Ind. 


So. Cal. & S. W.—Glenn B. White & Assoc., 
122 E. 7th St., Los Angeles 14, Cal. 


No. Cali/.— Standard FS Agencies, 718 Mission, 
San Francisco, ‘al. 


Denver & Pac. N. W. 50 Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CoO. 
SOUTH BEND, INDIANA 


SOUTH/BEND 


AMERICA’S FAMILY GAME 


@roquet Sets + Baby Carriages « Children’s Furniture 
Doll Carriages + for over 70 continuous years. 
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“BMC” Pressure Lock 
Wrench 


No. 9—heavier and sturdier than the No. 
7 lock wrench. Has an over-all length of 
8% in. and a jaw opening adjustable to 
one inch. Said to have over a ton of 
gripping power in its jaws and locks it 
there until released with a flip of the lever. 
Designed for one-hand operation, it is pro- 
vided with a nut which may be adjusted 
by thumb and forefinger to regulate the 
jaws. Calibrated scale and indicator show 
the width of the jaw opening. Jaws are 
parallel at any opening to provide the 
maximum gripping surface. Body of the 
tool is made of heat-treated steel, hard- 
drawn steel music wire spring controls the 
locking device, and handle insert is red 
“Tenite” plastic. Wrench blow-ups and 
display easels available for window dis- 
plays for dealers. BMC Mfg. Corp., 5-9 
Griswold St., Binghamton, N. Y. 





Aluminum Bench Legs 


For constructing power tool stand, work 
bench or garden table. Aluminum angles 
used are of airplane tempered stock, hav- 
ing approximately same structural strength 
as steel, according to the maker. Alumi- 
num castings are strong alloy. Illustrated 
bench made from leg set is 28 in. Addi- 
tional inch in height can be obtained by 





using cross piece. For shorter legs, remove 
foot castings and saw off legs equally. Rub- 
ber foot pads available at slight extra cost. 
O.P.A. approved retail price of leg set is 
$5.75. Dealer discount—35 per cent, f.o.b. 
N. Tonawanda, N. Y. J. N. Mackenzie, 
194 Christiana St., N. Tonawanda, N. Y. 


“Delta” Hose Reel 


Sturdily built of 18-gage metal and 
claimed to be tilt-proof. Especially de- 
signed for extra capacity, up to 200 ft. of 
hose. Two hose clips. Attachment to 
fasten it to garage or other wall. Wide 
rims, 1% in., prevent injury to lawn. 
Wheels, 23 in. in diameter for easy rolling. 
Wide frame claimed to prevent tipping or 


_WHATS NEW 


“creeping” while hose is being unreeled. 
Comes knocked down in carton only 4 in. 
thick, making it possible to be carried away 
under the arm of the customer. Shipped 





3 cartons banded together. Weight for 3 
reels packaged for shipment 60 lbs. Delta 
Mfg. Co., 515 Leib St., Detroit 7. 


“DeLaval Speedway” 
Food Freezer 


Model F-100 is of the top-opening, hori- 
zontal chest type with 16% cu. ft. capacity. 
Quick freezing compartment has a ca- 





pacity of 3% cu. ft. and there are 13 cu. 
ft. for storage at zero degree Fahrenheit. 
Compressor of 1/3 hp. is of the hermeti- 
cally sealed type. This food freezer will be 
merchandised through the DeLaval dealer 
organization in connection with the com- 
pany’s other products. DeLaval Separator 
Co., 165 Broadway, New York 6, N. Y. 





“Lion Midget” 
Utility Plane 


Has rustless aluminum alloy frame and 
is light in weight. Frame is only 3% in. 
long. It is equipped with hardened steel 
blade 1 in. wide, which will take a keen 
edge and is adjustable for the desired 
depth of cut. Packed one doz. to a box. 





Ready for immediate shipment. Knapp 
Foundry Co., Inc., Guilford, Conn. 


HARDWARE AGE 























-2es e&6 


ae he 











em me 


ity. 
ca- 


nd 
in. 
el 
en 
ed 


x. 


















Clean furnaces, oil, 
coal and wood burning 
stoves, brooder stoves, 
flues and chimneys with 


SOOT OFF 


Chimney Cleaner— Soot Remover 


A non-inflammable, non-explosive soot 
and fire scale destroyer that saves 
fuel and money. 


Easy to use and easy to stock, it 
builds repeat business. Write for 
trade prices today. 


VAL-A COMPANY 













700 W. Root St. Chicago 9, Ill. 












Easily installed — just bore 
one 1" hole, insert 6 screws. 
Fits 1s" to 1%". All popular 
finishes — made of steel, alum- 
inum, brass and bronze. Cast 
or stamped handles. List price 
$9.60 per doz. up. 


Ideal sue Latch 


Recommended For Storm, Screen, Attic, 
Basement, Brooder House, Cabin, Cottage, 
Apartment and Garage - service Doors 


NATURAL PUSH-PULL ACTION 


LATCHES POSITIVELY without slamming door. 
TROUBLE FREE. EASILY INSTALLED, bore one 
1-inch hole through door and insert screws, no 
mortising or notching. 





Get display model and a supply of latches from 
your jobber. If he can't supply you write us direct. 


“Satisfaction Guaranteed" 


Ideal shrass. Works 


250 E.5t% STREET 
ST. PAUL 1, MINN. 























DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


Increase your profits. the swing 

© Dearborn, the mt lime of 

vented and unvented heaters offering 

outstanding Safety and Convenience 

features plus Matehless Performance. 

» It's the Quality line that leads in sales 
from coast to coast. 


FEATURES THAT SELL 
Ultra-smart Appesrance—Air Insulated 
eee Auto- 
Super Glo Radiants — A.G.A. Ap- 
proval. These are features that make 
Outsta 


rborn heaters t: nding. 
Offer a Talkable — Visible and 
Saleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Safety 





tribution to safety. 


MAT. 
ure. 
mix. 





FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 


Ed Roattern Testes bese chip cociiier but Gaeity aocte EE-Coxe Dues 
oa’ Bice Flame Filet Light. get unequalled burner performance plus the 
convenience and safety of _—~ Sy Lighting. 


DEARBORN STOVE COMPANY 


1700 West Commerce St., P. ©. Bex 5527, Dallas O, Texas 
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HEAVILY LOADED DRAWERS 









BALL BEARING 


DRAWER 
SLIDES 


No. 36! Drawer Slide 
e Large, heavy drawers pull out at a touch. 





BIG No sticking or jamming. 

DEMAND © Ball bearing action... smooth and quiet. 
for pantry and e Drawers pull out all the way. All contents 
closet drawers, easily reached. 

Peete, chests, @ Drawers easily lifted out, but cannot fall 
out. 

fil cabi- 

og lide- out @ Standard lengths from 15” up, 

ete WRITE FOR BULLETIN No. 39-30 








GARDEN CITY PLATING & MFG. CO., INC. 


OGDEN BLVD. & S TALMAN AVE - CHICAGO 8&8, ILL. 





TIFFANY 
DESIGN 


Robins mean Spring . . . 
Spring means Housecleaning 


. . Time to display 


tH 


PLASTIC HARDWARE 


A Carvanite Product 


The TIFFANY duo-tone pull, 
one of many Carvanite de- 
signs, comes in three sizes 
and six brilliant colors — Red, 
Blue, Green, Yellow, Black, 
and Cream Brown. DISPLAY 
THEM NOW. Their beauty 
and individuality will please 
your customers and create 
new ones. 


Send for price lists and full- 
color illustrations of our 
complete line. Display 
boards available. 


tH 


PLASTIC CO, 


4641 Pacific Boulevard 
Los Angeles 11, California 





WHATS NEW. 


“Colson” Rifle Weeder 


Weeder is 34 in. long, has baked enamel 
finish, black handle, red shaft, and trigger 
and prongs are plated to prevent rust. 
Weighs 35 oz. Trigger control that oper- 
ates at the squeeze of a finger. Disc at the 
bottom of shaft jumps out, ejecting the 
weed by spring pressure. Reinforced han- 
dle designed to take all the weight anyone 
can put on it without bending or breaking. 
Simple but sturdy construction. Six tem- 
pered tool steel prongs said to close tightly 
around the weed and its roots as the spring 
controlled disc slides up, when the weeder 
is pressed down. The Colson Corp., P. O. 
Box 550, Elyria, Ohio. 


Toilet Tank Flush Ball 


Has a synthetic “Neoprene” base, a 
“Polystyrene” plastic top, and a patented 
expandable plug. Manufacturer states that 
the rubber base is so molded that uniform 
wall thickness is maintained which makes 
it possible for one ball to fit all size valves. 
Plastic is used as a top to strengthen walls 
and guarantee the ball’s contour. Expand- 


able plug is used as a connection to the 
lifting rod. Rayco Co., 3-39 Factory St., 
New Haven 11, Conn. 


“Water King” Pump 
for Shallow Wells 


Pumping element intracentrically posi- 
tioned within the pump case. Maker states 
that its capacity is little affected on suc 
tion lifts ranging to 20 ft. Fast priming 
ability said to especially adapt it for in- 
stallation where a long, irregular suction 
line is used, or on driven wells where one 
or more points are used. After initial prim- 
ing, by filling the pump case, no further 
priming is necessary, according to the man- 
ufacturer. Operation is entirely automatic. 
Pump may be installed over or remote from 
the well. Water discharged direct into 
pressure tank or to any line. Pressure 
switch controls operation and is adjustable 


over a wide differential. Pumping element 
is the “Peerless Hi-Lift.” Quiet operation 
said to be due to the slow operating speed 
(1750 r.p.m.) and absence of metal con- 
tact within pumping element. Peerless 
Pump Div., Food Machinery Corp., 301 
West Ave., Los Angeles 31. 


—_—_—_—— 


Steel Folding Legs 


For making carpenters’ saw horses, mer- 
chandise display tables, picnic and barbe- 
cue tables, etc. Legs fold up permitting 
them to be stored or transported easily. 
Made of heavy gage angle iron. Clamp 
onto wooden 2 by 4 without use of nails or 
screws. Only one screw needed on the 
brace. Wooden 2 by 4 in. not included. 
Two sizes: 24 in. high for carpenters’ saw 
horse, 29 in. high for tables. Legs for saw 
horse have a suggested retail selling price 
of $3.79 per pair. Factories Outlet Co., 408 
S. Michigan St., South Bend 11, Ind. 
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Packed popular patterns 6 in carton. 


Shipping weight 20 Ibs. 


BOATING 





A TT HE BEACH 
a ~~ gs) Rugged, all-purpose, “toke-with” seat. 
} ie gE. = Light weight. Made of % inch iron frame. 
} A) Fi a ‘| Restful, body-fit curved metal back rest. 
LCA TA IP Comfortable, padded seat. Striped can- 
- ——_ wv 
oe =| vas covered. 


— 





— — 


— 
SPORTS EVENTS PICNICKING 


~~ ae 


warionac saces orrice THE MIDWEST CO. 





One 


Distributors of Handy" Joy Wheelbarrows ond Utility Boards — 


MINNEAPC 





Ru bber-Plywood 
CLOTHES-PIN 


ITH the long-time shortage of really good 

clothes pins this revolutionary new pin is 
sweeping the market! Countless millions needed. 
This BETTER, more profitable clothes pin is 
meeting that need. 


Made of Aircraft Propeller Plywood (6 plies), 
plus BUNA S rubber, bonded together into a 
tough, resilient, unbreakable pin—non-metallic; 
water-proof; rust and taste free; flexible to 
hold htest or heaviest pieces, on rope or 
wire line. 

Amazing demand; liberal mark-up; packaged 
in gross quantities in 10 and 25 gross cases; 
colorful counter display card furnished free. 
Retail, 19¢ per dozen. 

















for 


HEDLUND-NOLTIMIER CO. 
SUITE 701—624 S. Michigan Ave., Chicago 5, Ill. 
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@ Step Stool 
@ Junior Chair 
® Handy Stool 
@ Stool with Foot Rest 
A Product of Keen Equipment Co., Inc., Vineland, N. J. 
HIS modern step stool fills every wo- 
man’s kitchen need. Take advantage of 
this consumer demand created by NAT- 
IONAL ADVERTISING ... your guarantee 
of rising sales. Write for our Mat Service. 


Netiens! teles 
gran 7, exes 
Everybodys 
Po Se oe 810 ARCH STREET 
PHILADELPHIA 7, PA. 
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No. 7696 No. 9696 
1%" wheel 2” wheel 











Two Quality Favorites 


For more profit per sale plus the 
steady protit that comes from unfailing 
customer-satisfaction these two 
popular sizes of Bassick top-quality 
‘Diamond-Arrow’’ Casters are rec 


ognized standouts 


The famous Bassick two-level ball race 


construction provides full-floating 
swivel action. Self-lubricating bearings 
assure longer life and easier movement, 
while ‘‘Baco"’ composition wheels with 
soft rubber treads protect the finest 
floors 


Order these fast-selling Bassick ‘‘Dia- 
mond-Arrow’’ Casters from your job- 
ber. Packed one set per box. THE BAS- 
SICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corpora- 
tion. Canadian Div.: Stewart-Warner- 
Alemite Corporation, Ltd., Belleville, 
Ontario. 





Sell “Diamond-Arrow” Casters- 
No other quite so fine 
As these steady profit-makers 
Of the famous Bassick line. 














MAKING MORE KINDS OF CASTERS 
. « »« MAKING CASTERS DO MORE 
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“Zippo” Lighters 
in Postwar Model 


Made of silver-like, smooth metal. New 
model is slimmer, with corners and 
edges more rounded. Another convenience 





claimed by the maker is that this model 
can stand up by itself. Suggested retail 
selling price is $2.50 for the standard 
model. Zippo Mfg. Co., Bradford, Pa. 





“Coleman” 
‘G.I.’ Pocket Stove 


Not much larger than a quart size can 
of food. Lights instantly and burns any 
kind of gasoline, white or leaded. Made 





of nickel-plated brass and stainless steel. 
Maker states that the stove is rugged and 
will operate efficiently in any temperature 
and under extreme and unusual conditions. 
Fits in an aluminum carrying case which 
makes two handy cooking utensils. Sug- 
gested retail selling price is $10.95. The 
Coleman Co., Inc., 250 N. St. Francis St., 
Wichita 1, Kan. 


“Twecotong”’ 
Electrode Holders 


Complete line of manual arc welding 
electrode holders includes full-insulated 
and semi-insulated models. ,Full-insulated 
models are known as No. A-14, 300 amp., 
% in. electrode capacity; No. A-38, 500 
amp., % in. electrode capacity. Semi-in- 
sulated models are No. B-14, 300 amp., % 
in. electrode capacity; No. B-38, 500 amp., 


WHAT'S NEW 


% in. electrode capacity. Conventional 
tong type holder featuring almost indestruc- 
tible molded-laminated glass cloth “Bake- 
lite” insulation keyed to the holder casting. 
Tensioning spring firmly seats on fibre up- 
set washers and is protected from spatter 
by non-binding “Neoprene” tubing. Venti- 
lated fibre handle, together with good cable 
connection, to assure a cool running holder. 





All parts are replaceable. Full information, 
with price and parts list, included in the 
1946 “Twecolog” available from the manu- 
facturer. Tweco Products Co., English at 
Ida, Wichita 7, Kan. 





“Hydro-Mist” 
Lawn Sprinklers 


Base and spike type sprinklers. Re- 
volving lawn sprinkler, mounted on sturdy, 
red metal base, said to sprinkle water at 
the base as well as throughout a 24 ft. 
radius. Will not tip when pressure is ap- 
plied, maker states. Removable brass screw 
cap for series hook-up. Standard garden 
hose thread. Rubber gaskets furnished. 
Spike type has same revolving unit as base 
type, except that it is mounted on solid 
brass spike for insertion in ground. Sug- 
gested retail selling price for both types is 
$1.40. Peerless Industries, 5139-43 Military 
Ave., Detroit 10, Mich. 
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“AIDACO” BRAND—HUNTING AND FISHING SHEATH KNIVES 
These are 5” Blades with Washer Grip, Aluminum Tear Drop Knob, 
al Polished Case — Hardened Steel. Fach Knife comes in Leather 
Sheath. 
POCKET 
nal KNIVES— 
uc: No. KA Heavy 
Duty Pocket 
ke = a - 
ng. No. KEL 2 biade No. SB5 
ectrician’s soting .80 PER DOZ. 
vl Knife — $13.50 Satine as above, no Saw Back... $16.20 PER DOZ. 
ter , a Fe ie Soee tame as S00, with Greeve........ 18.00 PER 0OZ. 
nti- 
ble 
ler. ool 
105C Nail , 
ane No, S5SE | 
or ak CAP OPENER — SAW /BACK. ..$18.00 PER 0OZ. | Mensewlves ALUMINUM 
Size of Reel, 4”, 1” wide, wt. 4 ozs. Free Wheel- + this f + 
ing Plated Finish, All Metal, Except Knob. For wan is Tas UTILITY PAN 
All Kinds of Fishing—attach to all Rods. Makes ii item now! 
on, Siesta || 
vac! - 4 . le 
me OW o ieee BOD oe FE Housewives call it the "Pan of a 1000 Uses.” For 
va ay pave So Otte Be Tene, Se 55 OS cooking, baking, roasting, and many other needs—it's 
‘S 36" ROD BAG—Made of Hoary Canvas with the handiest pan in the kitchen. 
‘\s Leather Butt at Bottom, ther under Snap Flap. > ae a 
Wat Ideal for any "Place od) up. ye x Well made of pure aluminum, 10" wide x 13!/4" long 
y yt py a 3 "deat You'll find | traffic. build 
+ $ er n H r. 
. JUST ARRIVED—ANOTHER ROD—ALL STEEL, and 2!/," deep. You'll fin # @ rem! wame — 
rg ONS. WITH CLAMP REEL SEAT. CEES Order today from your jobber for prompt delivery 
SURF FISHING EQUIPMENT—p utt Reste, and quick profits. 
Re- Tuna Harnesses. Tuna Vests, Creel Straps, surf 
dy ALL PURPOSE pg ad nr gn pb ee > De alte Complete catalog on request. If your jobber 
at Single Action sriotitr rear ie rtelt eects etaah | can't supply you, write to us. 
ft. FISHING REEL Neier Charges a yy : pret iey PEAL MANUFACTURING CO. 
ap- Write Dept. lor Cal je — ° : 
ROD BAS , 1040 W. 9th Street Cincinnati 3, Ohio 
a " BERNARD GOLDWEBER 
_ 1133 Broadway, New York 10, W. Y. 
ed. 2% Cash Discount Check with Order, 
ase Net 10 Days to Rated Firms. Jobber 
lid Buy Rod and Bag in Seto—$12.00 per doz. Inquiries Solicited. 
bet 
ug- 








Bed 
Slats! 





| |Diaslex || 


The ideal finish wanted by 
yachtsmen and beach wagon 
| owners. 











Reason: 


New-Safe 
Never-Fall 


A COMPLETE NEW COATING! 


Manufactured from pure Tung Oil. 








‘BED SPRING 





jea™ \ 
potishing! RESTS 
N aubbing’ No. 6C-2 
oO YB FRAMIORRERT 4 : ’ 
waxing! ee j Gives grand, sure support. Will not let bed collapse, yet 
NO does away with old-fashioned bed slats. Holes are provided 


in the bed spring rests for extra support if needed. Formed 
to fit perfectly the side of any bed rail. Will support 1200 


For linoleum, fur- Ibs. or better. 
niture, bar tops, 
woodwork, floors, 
boats. A_ brilliant, 
weather - resistant, 
alcohol-proof, non- 
skid finish 


4 TO A SET 
a 
“FINISHED IN MAPLE, WALNUT AND MAHOGANY.” 


Jobbers and dealers write 
































Order now! The 
PU Adeabion Fame 
PLASTEX COMPANY 2 133 Carnegie Way, N. W. ATLANTA 3, GEORGIA NF-1 
CAMBRIDGE MASS. 
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wv What HARDWARE DEALER E 
ee 49% PROFIT?” 





RETAILS FOR 


*12.95 





." 6. 35 (a'Licou: ADDS AS EASILY AS 

DIALING A TELEPHONE 
—Ideal for contractors and mechanics...can be carried 
in your brief case...or used as desk model...14 x 4% 
inches. .saves anyone doubt and worry over mistakes. 
No trouble to demonstrate — usual sale takes 10 minutes. 
You never hove to service. 

STOCK IT! USE ONE YOURSELF! 300 dealers are 
now enjoying wonderful profits! On the morket 30 years 
—151,000 in use! Guaranteed for a full year! 

SAMPLE $9.71—Difference refunded on your : first 
order for one dozen lot 

Send check or money order, or order C.O.D. 


SALESMEN WANTED 
THE LIGHTNING ADDING MACHINE CO. 








ELEPHANT 


BRAND 


STEEL WOOL 


Long, uniform, resilient 
strands for keener bite 
ond longer life. Big 16- 
unit pkg. Order direct 
or from your jobber. 




















SPAR-TEX 


... ANOTHER NAME FOR 
BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, N.¥ 

















NEW WIRE GAUGES 


American Standard, essential to 
measure thickness wire and sheet 
metal. Gauges 0 to 36. Reg. price 
$3.00 ea., our price $2.25 ea. incl. 
parcel post. Priced to dealers $1.50 
in dozen lots. Send check or money 
order. 


LESLEE COMPANY 


5945 Locust St. Phila. 39, Pa. 














CLIP-RITE® 





COOK'S 
—->NEW<— 
SUPER VALUE | 
NAIL CLIPPER | 
Rett ZOE 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Coon 








TTT | 
GUN SI HINE 


zFren 


cHAM 


MADE IM U.S.A. 


AS&h VOUR JOBB8& 
FOR OUR DOUBLE DUTY CHAM@IS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHENM TANNING CORP 
MAVERMILE MASS 














FOLDING 


CHAIRS 


Upholstered end 
Plein. Many styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 








——--- a 











— eed 3 7 ” 
. . b] . a os 


COMBINATION 
SQUARE 
with Level and Seriber | 


Ready for Immediate Shipment | 
Very Reasonably Priced 


Twix Manufacturing Co. | | 
40-09 21st St., Long Island City, N. Y. 




















1 LAWN MOWER 


¥E- AM COLLOT SUPPLIES 
Ls 221 N.W.8 “Ave Miami Fla 








| | ALUMINUM ICE CUBE TRAYS 
Immediate 
Delivery 





Popular 
Sizes 


Write for prices 
Mention your 


NOTE NOTCH : 
FOR INSTANT RELEASE jobber 


EDISON COOLING bag yi 
310 E. 149th St. York 51, N. 














Your Customers Can Make 
Their Own Signs For 90% 
Less—With Attractive 
Weetherpruf Easily Put On 


D-O DECAL 
LETTE! $- NUMBEF S-SIGNS 
BLACK & GOLD 
Display Loose Lecof 
Stock Binder FREE! 
No. 2 Deal Costs $20.22—Sells $33.70 


Sent pustpard tn resnanesh ¢ deniers om upprvval 
ALSO SOLD THRU JOBBERS 


D-O DECAL CO. 


462 E. Fordham Road, Bronx 58, N. Y. 




















yYDRAULK 


Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 























COMPONENT PARTS 
FOR 


ELECTRICAL APPLIANCES 
CORD SETS 
TAPS & PLUGS 


REPLACEMENT ELEMENTS 
NICHROME ITEMS 


Send For Circular H 


FUARBET W’F’G Co. 


ELECTRICAL PRODUCTS 
3349 THIRD AVE. NEW YORK 56, N. Y. 
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The logical 
answer to every need 
for Builders’ Hardware 


beca USE the complete line is so 


diversified that practically every hard- 
ware requirement for modern building is 
included. 


in this line you will find also a wide assort- 
ment of sizes in hinges, door hangers, etc., 
to take care of either light or heavy jobs 

withcustom-built precision. 











National Hardware has 
been a favorite with the 
trade for years. Its inher- 
ent quality is an accepted 
fact, proved by years of 
dependable service. 


NATIONAL MANUFAC 


a € { 


STERLING 


STErien 


MPAT 








P 


Rigid Arm Pullers 















Wheel 
Pullers for 


STEELGRIP standard types with drop forged arms 
and special analysis steel screws in all sizes for 
pulling wheels, pulleys, sheaves, bearings. 
application pullers and universal CHAINGRIP Pull- 
ers that pull wheels, etc., even a considerable dis- 
tance from end of shaft. Write fer Ceteleg. 


CHAINGRIpP , 


Universal 
Geor and Wheel Pullers 
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WHATS NEW 











Sad 


“Ditusolier” Insect 
Eradicator 


For quick, clean and safe control of all | 


insect pests. Operates from any light 
socket and expels a fine mist that is said 
to penetrate clothing, seams, under rugs 
and behind woodwork without danger or 
damage. Features include electrical opera- 
tion, automatic time switch and stream- 
lined design. Insecticide claimed to be 
harmless to humans, foods, fine fabrics 
and pets. Tanglefoot Co., 
Ave., Grand Rapids, Mich. 


“Swanco” Window 
Ventilator 


No. 1039 stainless steel, extension type 
ventilator to permit an abundance of fresh 
air into rooms without drafts. According 
to the manufacturer, it will not rust or 
rattle, has no rough edges, is easy operat- 














ing and adjustable. Each section 18 in. 


413 Straight 


long. Will extend to 35 in. and is 5% in. | 
high. Prevents rain or snow from blowing 


into room. Swanson Machine Corp., 2-100 
Allen St., Jamestown, N. Y. 


D.D.T. in Powder Gun 


“Chemicide” D.D.T. insect powder in 
two sizes. To operate, the small wheel at 
the top of the gun is adjusted so that the 
openings appear. Bottom part of the gun 
is then moved back and forth to create air 
pressure that expels the powder. Gun is 





refillable. Four oz. size at 50 cent list price, 
one Ib. size at $1. list price. Chemical 
Supply Co., Neenah, Wis. 


| 








HOME 
CANNING 











oe Means 
Hardware 


Sales! 


Canning in tin cans saves time! 
Saves flavor! Saves the product! 1946 Burpee 
Can Sealers and Burpee Pressure Canners 
are being distributed to dealers on the most 
equitable basis possible. 


THE 












pene mae 












It's safest to stan- 
dardize on Safety 
Belt Hooks 


Safest because: 


Hooks are rigidly 
held in accurate 
alignment by patented steel binder 
bars before, during and after applica- 
tion distributing tension uniformly 
across the belt, maximum tractien and 
minimum wear. 





When applied, the 
binder bars lap over 
belt ends, prevent fray- 
ing, prevent hooks 
frem pulling out, add 
to belt life. 


Safety Belt Hooks come in sizes for all 
belts, cost no more than ordinary belt 
hooks. Write for circular. 


SAFETY BELT-LACER COMPANY 


5390 N. Menard Ave. Chicage 30, U.S.A. 
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*1,000” 
A Minute 


That's What 
HANDY - ANDY 


Will Pay YOU! 


Take a Minute! 


Look at this Outboard Motor Sup- 
port and Dolly. 


It's the Handy-Andy — Something 
Every Outboard Motor Owner 
Wants. 


Drop us a line for complete infor- 


mation. 


Your orders and re-orders — Your 
sales of Handy-Andy this summer— 
should pay you at least $1,000! 


For what? For the minute you take 
RIGHT NOW writing us for de- 


tails! 





PEARSON, INC. 


2842 West Grand Bivd., Detroit 2, Mich. 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


American Hardware Manufacturers 
Association’s meeting jointly with the Na- 
tional Wholesale Hardware Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is managing director, 
National Wholesale Hardware Association. 

Architectural Hardware Consul- 
tants, American Society of, and National 
Contract Hardware Association, annual 
convention and exhibit, Palmer House, 
| Chicago, Ill, Sept. 3-5, 1946. John R. 
| Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

Associated Pot and Kettle Clubs of 
America, annual convention, at Hotel Del 
Coronado, San Diego, Cal., June 12-14, 
1946. A. H. Howson, 444 South Broadway, 
Los Angeles, Cal., is reservation chairman. 

California Gift and Art Show, 23rd 
semi-annual exhibit, June 16-21, 1946, Los 
Angeles, Cal. Exhibits will be held at 
Brack Shops Bldg., 527 W. 7th St., Brock- 
man Bldg., 520 W. 7th St., and the Mer- 
chandise Mart, 712 S. Olive St. Larry Ray- 
mond, 1151 S. Broadway, Los Angeles, Cal., 
is publicity director. 

Central States Hardware Club, annual 
golf tournament, at the Butterfield Coun- 
try Club, Hinsdale, Ill, June 28, 1946. 
Ben Leve, 3630 S. Iron St. Chicago 9, 
lll., is secretary. 

Louisiana Retail Hardware Associa- 

| tion, Inc., annual convention, June 10-11, 
| 1946, at the Bentley Hotel, Alexandria, 
La. Mrs. David O. Mansfield, P. O. Box 
1696, Jackson 113, Miss., is acting sec- 
retary. 
Mid-West Toy and Housewares 
Trade Show, at Convention Hall, Detroit, 
Mich., June 18-23, 1946. William H. Pfau, 
| 4484 Cass Ave., Detroit 1, Mich., is man- 
| ager. 

National Contract Hardware Asso- 
ciation and American Society of Architec- 
tural Hardware Consultants, annual con- 
vention and exhibit; Palmer House, Chi- 
cago, Ill., Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

National Hardware Show, Inc., at 
the Grand Central Palace, New York City, 
Sept. 16-21, 1946. Headquarters are at 331 

| Madison Ave., New York City 17, N. Y. 











National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is managing director, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, American 
Hardware Manufacturers Association. 

National Retail Hardware Assn., An- 
nual Congress, June 24-27, 1946, at the 
Congress Hotel, Chicago, Ill. Rivers Peter- 
son, 333 No. Pennsylvania St., Indianapolis 
4, Ind., is managing director. 

Texas Wholesale Hardware Associa- 
tion, June 21-22, at the Hotel Galvez, Gal- 
veston, Tex. Nat. M. Johnson, P. O. Box 
367, Pearsall, Tex., is secretary-treasurer. 

Western Gift, Toy and Housewares 
Show, at Civic Auditorium, San Francisco, 
Cal., Aug. 48, 1946; at Portland, Ore., 
Aug. 11-14, 1946; at Seattle, Wash., Aug. 
18-22, 1946. Information may be obtained 
from Western Merchandise Exhibitors 
Assn., 1355 Market St., San Francisco 3, 
Cal. 





WITH A SLIGHT INCREASE in 
civilian gasoline consumption in the 
States’ 1945 fiscal years, the motor ve- 
hicle fuel tax stopped its downward 
trend for the first time since 1941, and 
increased to $701,000,000 from the 1944 
figure of $690,000,000. 


Correct Answers to 
Test Your Hardware Sense 
(Questions on page 120) 


l—Answer. Sales increase $2,000 or 25 
per cent of previous year’s volume. 

2—Answer. Dealer should have bid 
$471.42 for the job. 

3—Answer. 40 to 50 gal. of water are 
required per person in the average family. 
This provides water for closets, baths, etc. 

4—Answer. Most warm air furnaces 
have a rating of b.t.u. capacity at the 
register. You would want to select a fur- 
nace that was rated at 90,000 b.t.u. or over 
for a satisfactory job or one with a firepot 
diameter of around 24 in. 

5 Answer, Six-inch belt. Good prac- 
tice is to use a pulley 1 in. wider than the 
belt on installations where 6-in. belts or 
larger are to be used. 


HARDWARE AGE 











JU 




































































































*\C)-XCine 
Ze "O:'XAre, ||| SURE SALES 
LOUVERS By STOCKING and DISPLAYING 
Sell At Least 2 On Every Job! THE NEW & EASY WAY 
YOU MUST VENTILATE TO 
PREVENT CONDENSATION To ASSEMBLE—STORE—TRANSPORT 
_ Gist ticken CARPENTERS SAW HORSES 
seri- © Unobstructed air travel—maximum a Banquet and Display Tables 
ion, of ventilation in proportion to size. 
[arl- @ Louver boards are free from frame 
J. Ee ag for expansion and con- 
del- © Birds, Insects and vermin can't 
onal nest between Louver boards. 
~ * Sod fer Oe Se Lsahs bon 
ork inside. 
can e ee of rust-proof, acid resisting and corrosion proof 
An © Face frame of Masonite tempered Presdwood, free from seams, 
ve spotwelds, rivets, bolts and screws. “CARPENTER’S HELPER” 
®@ Body of selected lumber, well screene ed and sprayed with 
ma 2 pee aun of steel’ pn Made tn “Proitterent Sizes. 24 inches high or 29 inches high 
cia- WRITE TODAY FOR FULL DETAILS Write for information 
zal- e f 
Box Arr-O-Line Manu acturers FACTORIES OUTLET CO. 
a 3062 4th Ave. So., Minneapolis 8, Minn. 408 S. Michigan St. South Bend, ind. 
- CLIP THIS AD are send tor DISPLAY SAMPLE SHIPMENTS PROMPTLY 
ned 
ors 
8, Over 2 million E-Z KLOZE Screen 
and Storm Door Checks were sold kA “= y 4 F 4 Oo V 4 {J 
’ in a test area before the war. 
ne SCREEN AND STORM 
ad DOOR CHECK 
ar’ 
nd RETAILS 
j 39° 
IMMEDIATE DELIVERY 
A Proved Volume Item e Simple to Install e Always 
Works e Year Round Sales e No Competition!... 
25 BACKED BY CONSUMER ADVERTISING IN: 
Better Homes and Gardens, The American Home, Parade, 
bid The American Weekly, Household. Combined circulation of 
_ 17 MILLION COPIES PER ISSUE, PLUS... 
ily. SUSTAINED NEWSPAPER ADVERTISING IN METRO- 
etc. POLITAN DAILIES WITH CIRCULATION OF... 
a Furnished 515 MILLION COPIES PER ISSUE! 
the complete on 
fur- individual Order from your jobbing source, or write 
sees cards with 4 
a screws and too 
m for HECKETHORN MFG. & ‘SUPPLY co. 
diagra 
no easy installation. ae USED CTA O 1 


or LITTLETON COLORADO 
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INO HEATING—NO MIXING—FRANKLIN GLUE IS READY-TO-USE | 















HEY POP You SAIO You ) 
COULON'T FIX MY BOAT 
‘CAUSE YOU DIDN'T HAVE 
AGLUE Pot! LOOK AT 


THIS AD IN POPULAR 
SCIENCE / 

5) a ‘ 
bs RIN” 4, \ 
UV SON, fy 


Uy 


Y WELL, WELL SAYS 
FRANKLIN LIQUID HIDE 
GLUE NEEDS NO MIXING 
OR HEATING. GO GET US 
| A BOTTLE, SON. 


~ 















Zi 









AND, POP HE SAYS IT'S THE SAME 
GLUE THAT FURNITURE MAKERS 


NEW CUSTOMERS 
COME BACK FOR 





—) 


~ 
~ 





THE FRANKLIN GLUE CO. 





COLUMBUS 1 OHIO 






























YEAR-ROUND PROFIT LEADERS 


gn. from the Fast-Selling 
) Time-Tested NOTT Line 


Nott Products work—for your 
customer and for you—12 
months of the year. There’s 
asure kill for every seasonal 
pest—be sure you have the 
complete line. 

Nott Products offer you 
easy and profitable sales— 
and your customers an eco- 
nomical, easy-to-use, and 
efficient exterminator. 

Check your stock, and 
order NOW-—don'’t lose this 
chance to make easy profits. 


gat-NoT? 
usLOlELY 2 XT e) £5 


ROACH-NOTS 
ANT.x 
We Help You Sell with free 


mets ond electres, displays 
that STOP your customers. 





Write for latest Catalog Sheet, . 
Dealer and Jobber Discounts. 


NOTT MANUFACTURING COMPANY 


MT. VERNON, N. Y. 








RIGHT 





TORCH No. 32A 


BLOW TORCHES 


‘Tanks are drawn from finest 
quality heavy gauge cartridge brass. Cast 
bronze burners. The engineered precision 
and construction of C & L Blow Torches 
and Fire Pots assure top performance at all 
times and long life. 


Distributed through all leading jobbers. 


CLAYTON & LAMBERT MFG. CO. 


LOUISVILLE 10, KENTUCKY 


1718 DIXIE HIGHWAY 





























(PROMPT DELIVE 











cover. Bevel edges. Out: ! 

a eo we he HARDWARE CORP. 
Mall opening, 54" x 328 GRAND AVENUE 
%". ke 

ica <™ BROOKLYN 5, M. Y. | 


Sid 


ITEMS | 


os Sy 


Ne. 1502 — WRO ’ 
BRASS LETTER BOX | 
PLATE — 
Outside plate, | 
". Back plate, | 
". Mail open- 
ing, 5%" x 1'%2". Packed 
3 in a box complete with 
screws. 












a” 


Pe me >} 
Born items available in 
highly ished and satin 
Brass, highly polished and 
satin rome; and all 
other standard finishes. 
Job- 


Order Your 
ber Today 
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A GREAT LINE! 


ELECTRIC RANGES ~- ELECTRIC WATER HEATERS + OIL RANGES + PORTABLE OVENS «+ OIL HEATERS + WICKS 


LINDEMANN & HOVERSON COMPANY 
of MILWAUKEE 7, WISCONSIN 




























7 


Your best customer 


© The man with an inquisitive, exploring, inventive mind. 
© The man who uses his head and hands to create and improve. 
¢ The man who never forgets that it takes goed tools and hard- 
ware to do a good job. 
¢ The man who keeps coming back to buy something new he 
needs for a building or repair job. 
% 
The 3% MILLION readers of Popular Mechanics are 
men just like that. And every month we’re using a full 
page in color to remind them that YOUR store is the 
QUALITY store in your neighborhood. 


Watch for these ads in every issue of 


POPULAR MECHANICS 


= 




















WE STOCK ALL OILS SOLD IN 


YOUR PAINT DEPARTMENT 


PURE GUM TURPENTINE—LINSEED OIL 
LACQUER THINNERS—REMOVERS 
ALCOHOL—SOLVENTS—NAPHTHA 


OIL-DRI (OIL ABSORBENT) 
ANY QUANTITY: CANS — DRUMS — TANK CARS 


SUNNYSIDE OIL CO. estas. is93 


2212 W. SUNNYSIDE AVE., CHICAGO 25 






















AUTOYRE 


BATHROOM AND KITCHEN ACCESSORIES 
THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 















EXPORT OFFICE } 
NEW ORLEANS i 








= 
io LE VELS 
* Adjustable T ype 


FITTED WITH 6 CAT’S EYE VIALS 
ome OTHER LEVELS FOR EVERY USE=====me 


Ee HALL LEVEL & MFG. WORKS 
' 1119 E. 4th ST. — AUSTIN, TEXAS 





waae woe 







peace “o 
PRECISION LEVELS 
ton totes vat 












wae 


os 


PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 
PROFITS faucet drip...ends water waste. 

Available in %", %” and 2" 
sizes. Order through wholesale 
C hardware jobbers. 
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NU-TOP STOVE PADS 











The kitchen sensation. Sells on 
sight. Streamline construction. 
This handsome pad prevents FEATURES 
mars and scratches on stove Three styles. No. 
tops, tables, etc. The choice of P. T. (illustrated) 
discriminating housewives. Is_ plain ee" 
metal. No. T. D. 
6 ed sizes is decorated. No. 
a be Ta" Cc. P. Is chrome 
x Sex ou x 20” plated. 
Round 48 ¥ in Biameter 





























THE METALOID CO. 


5815 Kinsman Rd. Cleveland 4, Ohio 










THE SAW THEY ASK FOR MOST 





Hand Saws Crosscut Saws Circular Saws 
Hacksaws Keyhole Saws All Other Types 


E. C. ATKINS AND COMPANY e 410 S. ILLINOIS ST., INDIANAPOLIS 9, INDIANA 


Stick with Leech and it’ll Stick with You! 








REG. U. S. PATENT OFFICE 1932 


If you want a fast selling cement, buy LEECH. Repeat 
sales are good. It’s a profit builder. We believe this 
cement has more all-round uses than any other on the 
market. Attractively packed and carded in sales producing 
displays—good margin for both retailer and jobber. For 
profit building sales, add LEECH to your line. Drop post 
card for prices. 


ELKHART, tsa ; bet | LEECH PRODUCTS CO., Box 243-C, Hutchinson, Kansas 


MAKE MONEY FROM WEEDS! 
Sell the Perfected 


| Available in green, maroon and 

2-40 WEED KILLER black, this beautiful, streamlined 
soagg mail box is wanted by mil- 

y Completely ions. Its new and convenient ex- 
Water Soluble clusive features make it imme- 

A Does Not Deteriorate diately attractive to 
prospective buyers 

. «+ Now again in 
production. 





















> SADt mane 


| EASY TO MIX! EASY TO USE! EASY TO SELL! 


Oak: soak. Gd Gus, WRITE OR WIRE DEPT. (T) NOW! 


nowano,nanson $0. amor, wise. | | PUTT ST Tar meee an TaE 































PROTECTS LEATHER ‘When You Know 
4 02 The Trade-Name— 





your 





, aS 

Y 4 Y) 
JOBBER ‘e RETAILS of @ certoin product and want to know “Who Motes Ht?" 
HAS 50c look in the General Directory Section of the “Who Makes It?" 
U B31] IN] G Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
NOW AVAILABLE FOR CIVILIAN USE... in question. Alongside the trade-name you will find the name 
Tone of Thoussads of Gi’ hove cerned te depend on Themgosn's - the manufacturer, also ig my of the maker arranged 
i age ode equipmen' alphatetically in the same list. Keep your "Who Makes {t?" 
Se ee 2 ae ee oe ee Sisber dese 68 head it will serve your lekly. 


Thompson’s Dubbing provides all-weather protection for boots, 
shows coats SPS Tas eaciee Be sii boots, betet aoe HARDWARE AGE 


your jobber fedey, or write: 
BY-CHEMICAL PRODUCTS CO. San Francisco 3 100 East 42nd St. New York 17, N. Y. 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 








* MARSHALLTOWN, IOWA 











The Only CAULKING GUN 
with a Lifetime Guarantee 


ee 








For Cartridge or Bulk 
Compounds 


Precision made with all working 
parts accurately machined. *Extra 
heavy gauge barrels. *Uses all caulk- 
ing materials — even handles light 
oils. “*Available in three sizes— 





6%”, 10” and 15”. 
$6.50, $7.50, $8.50. Write for discounts. 
All BEAVER guns are guaranteed for life. Any gun damaged or worn 
out in service will be repaired or replaced by the manufacturer for only 
fifty cents. 


WESTERN RESERVE MFG. CO., 


List price— 


3715 E. 93rd St., Cleveland 5, Ohio 











Edges Won't 
Curl nor Split 


— because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 

it is cross-rolled to give an in- 
terlocking, mesh-grain structure 
and “treated to hold edge 
keenness and to resist curling 
and splitting. Write for prices 
on 


INGERSOLL SHOVELS 
“A Borg-Warner Product’ 
Address Dept. H.A. 
INGERSOLL STEEL DIVISION 
Borg-Warner Corporation, New Castle, Ind. 


2 
ay. 
eae: 2 
29 











YES—YOUR PRE-WAR FLY SWATTER 
BACK ON THE MARKET 
FOR IMMEDIATE DELIVERY 


Ace FLY SWATTER 
%& Made of Galvanized $7.20 


Screen Wire 
% Smartly Trimmed with ° 

Per Gross 
F.O.B. Factory 





Order No. 101 
—Gross lots.. 


Various Colored Leather- 
ette Bindings 
% Lightweight sturdy handle 


ACE WINDOW SCREEN CO. 
1634 South Pulaski Road Chicago 23, Ill. 


—MILL- ROSE—- 
GUN BRUSHES ond RODS 


Packed in Gross lots. 
Weight, 10 Ib. per gross. 






































Combination Gun Cleaning Rods = Rifles. All-Calibre Revolver Ri 

Shet Gun Reds. Swivel Handle. Duralumin. Jointed. Gun Cleans 
Brushes for Rifles, Revolvers, Shot. “a in all sizes—Phospher B 

Bristle or Nylon. 


The MILL-ROSE Company « 1987 East 59th Street © Cleveland 3 

















WARNER ° STOCK TANK HEATER zs af - ~~ a 


Electric! 
Economical! Easy to 
e Senlensivate 


THREE GOOD NAMES 


1—WARNER Engineering and Crafts- 
manship. 


2—CHROMALOX Electric Heating 
Units. 


3—MINNEAPOLIS-HONEYWELL Au- 
tomatic Temperature Control — 
combined in this fine Heater! 


Write for folder W88, 
fo 906 N. Summif St. 


-, TOLEDO 4, OH10 Spit Mi Min Mi 
SLAYMAKER 
The Last Word 
In Protection 
HUSKY one-piece Zamak 


case, 


GENUINE pin-tumbler mech- 
anism, 






















Size across case: 
No, 800—1}4" No. 900—17¢” 


SLAYMAKER LOCK CO. 
World's Largest Padlock Producer 
SINCE 1888 + LANCASTER, PA. 


$LAYMAKER 800 or 900 Padlocks 
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Lassified Aduertiaing Rates 











Help Wanted. Accounts Wanted 


Business Opportunities 
Representatives Wanted. etc. 


Positions Wanted 
ag ol a set solid, mazimum, 


Allow Seven Words jor Keyed Address 
or Your Address 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 


Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more consecutive 

insertions. 
No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
mot currency or stamps. 








Samples of Merchandise, Literature, Catalogs, 
etc., will not > forwarded to . bes number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 











SALESMAN WITH 25 YEARS’ EXPER 
ENCE in Selling Architectural Builders 
“Shelf” Hardware, also Woodworking Teste 

Position with Manufacturer or Jobber 
Competent in preparing estimates from plans; 
writing and interpreting specifications. Member, 
A.S.A.H.C.  Famiiiar with export procedure. 

Has following among dealers in Greater New 
York, Long Island and Westchester. Interested 
in New Products. Salary to commensurate. Ad- 
dress O. E. Benson, 8786 - 116th Street, Rich- 
mond Hill 18, N. Y. 





AFTER 20 YEARS AM RETIRING AS 
WESIEKN MANAGER for large national man- 
utfacturer of wallboards. Desirous making Good 
Connections to act as Factory Representative, com- 
mission basis in California Territory. Can give 
hizh-class distribution. Excellent references. W. 
Kigg ee 914 — 3rd Ave., Los Angeles 6, 

if. 





FACTORY REPRESENTATIVE, 12 YEARS 
IN AREA, Desires Manufacturer's Line for New 
Jersey. Excellent contacts among hardware, mill 
supply and lumber dealers. Commission basis. 
Will carry stock. Address Box K-594, care of 
ae Ace, 100 East 42nd St., New York 





AN EXPERIENCED AND SUCCESSFUL 
SALES REPRESENTATIVE with good follow- 
ing among Eastern hardware and housefurnish- 
ings, wholesalers and department stores, seeks 

or Two Non-Conflicting Lines. Is also in 
a position to sell through the industrial field in the 
Eastern territory. Address Box K-587, care of 
ne Acer, 100 East 42nd St., New York 





SALESMEN WANTED, EXPERIENCED, 
Selling to Wholesalers, Chains, etc., for Old Line 
Maerufacturer of Housewares Items. Large Vol- 
ume Selling Line. Several Midwest Territories 
. Address Box K-573, care of Harpwaas 
Aoz, 100 East 42nd St., New York 17, N. Y. 





MANUFACTURER'S REPRESENTATIVE, 
WELI. ESTABLISHED with warehouse for ser- 
vice stock if required. Wants One Good Addi- 
tional Line. Call on wholesale hardware, elec- 
trical and mill supply trade. Have two men cov- 
ering Illinois, Wisconsin, Indiana, Ohio and 
Missouri. Office 1n Chicago Mill Supply Section. 
Address Box K-631, care of Hannware Acz, 100 
East 42nd St., New York 17, N. Y¥ 





SA! ESMAN — EXPERIENCED DESTRES 
TO REPRESENT MANUFACTURER in State 
of Maryland and District of Columbia calling on 
wholecale and retail hardware accounts. Now 
traveling for internationally known manufacturer 
out will be available shortly. Salary. commission. 
expenses basis. Address Box K-630. care of 
aos Acz, 100 East 42nd St., New York 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organ 





iva 
ware, Antemotive, Electric obbers and 
—. Boston and W: 
Bradstreet Y_-.. Perkins Sales 
= 610 ys St., Boston 15, Mass. 
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WANTED—MIDDLE AGE MAN for Build- 
ers’ Hardware Department, who can give esti- 
mates and fill orders from plans. Fast growing 
suburb 15 miles north of heart of Chicago, g 
schools, churches, transportation. Place to get a 
permanent position, good salary, chance for ad- 
vancement, with old established firm doing a 
large business. Address Box K-632, care of 
ao Ace, 100 East 42nd St., New York 
17, N. 





ADVERTISING MAN—Must know how 
make good layouts and write forceful, hard sil. 
ing merchandising copy. Young man with auto 
motive chain store advertising experience pre- 
ferred. A splendid opportunity for the right 
person to ¢ associated with a progressive 
organization. Apply by letter, giving age. ex- 

perience and expected salary to OKLAHOMA 
TIRE & SUPPLY CO., 8 No. Cheyenne, Tulsa. 
Oklahoma. 





CATALOGUE MAN WANTED: PERMA- 
NENT POSITION in Well Established Whole- 
sale Hardware Firm in Middle West. Address 
Box K-621, care of Harpware Acer, 100 East 
42nd St., New York 17, N. Y 





ATTENTION MANUFACTURERS — POSI- 
TION WANTED AS REPRESENTATIVE of 
Manufacturers in building supplies, hardware, or 
electrical supplies and equipment for Detroit and 
Suburbs. Character references furnish d- 
dress Box K-635, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y. 





SALESMAN NOW HANDLING LINE of 
Locks and Key Blanks, covering Long Island 
Hardware and Housefurnishing Store Trade, is 
seeking Additional Line preferably tools or shelf 
hardware. References availabie. Address Rox 
K-622. care of Harpware Ace, 100 East 42nd 
St., New York 17. N. Y. 





WANTED—MANUFACTURER’S AGENTS 
calling on builders’ hardware dealers and lumber 
vards to sell established quality line of casement 
hardware and storm sash hardware. Prompt ship- 
ments. New York, New Jersey, Pennsylvania, 
Wisconsin. Minnesota, Towa, Texas and other 
good territory open. Address Box K-588. care of 
ae A Ace, 100 East 42nd St., New York 
17, ° 





MANUFACTURERS ATTENTION :—Aggres- 
tive, Well Experienced Firm with Intensive Cov- 
‘rage of New York State, Connecticut. Massa- 
chusetts and Rhode Island Desires Additional 
Quality lines. We invite new hardware. plumbing 
ind allied items which will he thorouchly dis- 
trituted throughout this territory. Address Box 
K-626, care of Flamnware Ace, 100 East 42nd 
St.. New York 17, N. Y. 





YEARS OF EXPERTENCE HAS DEVEL 
OPED FOR ME A GOOD FOLLOWING in 
rdware-houseware, | 


son, ew jersey. 


WHOLESALE HARDWARE STORE FOR 
SALE by executor to close estate. Located is 
Central Oregon, annual gross approximately 
$400,000, could be improved, old established trade 
name, national franchises. Approximate present 
inventory $100,000, receivables and equipment ap- 
proximately $25,000. Cash only, bids to be for 
inventory at cost, receivables at face, equipment 
at appraised value, plus goodwill. Address in- 
quiries to The Bank of California, N. A., Box 
3576, Portland, Oregon, include financial ref- 
erences. 





WANTED BY VETERAN—HARDWARE 
AND HOUSEFURNISHINGS STORE located 
near Greater New York Metropolitan Area or 
New Jersey. Have $10,000 cash. Partnership 
considered. Full details first letter. Address Box 
K-633, care of Harpware Aceg, 100 East 42nd 
St.. New York 17, N. Y. 





WANTED—RETAIL HARDWARE STORE 
by a Reliable Party. An Old Established Busi- 
ness doing $25,000 to $35,000 Annual Sales pre 
ferred. Information as to type of hardware, 
housefurnishing and specialties desirable. State 
full price. Address Box K-602, care of Harp 
2. Acer, 100 East 42nd St., New York 17, 





HARDWARE BUSINESS WANTED BY 
MIDDLE AGED BUSINESS MAN, must be 
zood going business in Middle Western Town 
of not less than 5,000 population. Will also con- 
sider partnership in !arge store. Will invest up 
to $40.000.00. Address Box K-619, care of 
sae Ac, 100 East 42nd St., New York 
17, ° . 





LINES WANTED — HARDWARE OR 
HOUSEWARES. Complete Representation on 
Good Lines. Exclusive local territory Washington. 
D. C. and Vicinity. Also Nationally. We assume 
all credit risks. D—M_ National Distributors, 
4319—18th St., N.W., Washington 11, D. 





ESTABLISHED FIRM, FATHER-SON 
COMBINATION 35 years’ experience selling 
hardware, housewares, appliance, variety stcre 
trade Greater New York area desires Two Addi- 
tional T ines—Factory Representation or Distribut- 
ing Basis. Presently have New York office, show- 
room, warehousing facilities. Address Box K-634, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





MANUFACTURER’S LINES WANTED: 
Toy and Hardware Specialty Ttemsa, available for 
immediate delivery. Wholesale and retail trade. 
Headquarters in Des Moines, Iowa for Mid- 
Western Territory. Please state territorial ex- 
clusiveness and commissions paid in first letter. 
Write Abe Robinson. 508 Locuet Street, Des 
Moines, Towa. Rated Dun & Bradstreet. 





LINES WANTED ON AGENCY BASIS 
FOR ALL OF CANADA for Direct Shipment 
to our Accounts, can also carry stock. Are at 
present selling a < all the Hardware e Job 
bers in Canada, as as department 

Interested in Any Lines" that sell freely Prove 3 
these channels. We Get Results, Address Box 
K-531, care of Haapwaaz Acz, 100 East 43nd 
St., New York 17, N. Y. 





HARDWARE AGE 
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TERRITORIES ARE NOW AVAILABLE 


to Established Representatives on the New “‘Jiffy’ 
Wander Weeder. We are anxious to contact men 
who have or are now selling garden tools to the 
wholesaler and large retail outlets. Prompt de 
liveries and cooperation assured. Please write 
stating territory, lines handled and details of 
your activities. Address Box K-623, care of 
ye Acz, 100 East 42nd St., New York 








SALESMAN COVERING _WISCONSIN, 


ILLINOIS, INDIANA FOR ONE MANUFAC- 
TURER DESIRES AN ADDITIONAL LINE. 
Address Box K-620, care of Harpware Acg, 
100 East 42nd St., New York 17, N. Y 





MANUFACTURER'S AGENT WITH 


TWENTY FOUR YEARS’ EXPERIENCE 
calling on the hardware, furniture and home 
appliance trade wants Lines to sell on a commis- 
sion basis in the State of Arizona. Quality Lines 
only considered; aggressive representation assured. 
Address Box K-628, care of Harpware Acz, 100 
East 42nd St., New York 17, N. Y. 








SIDELINE SALESMEN WANTED! 


We offer prompt shihments on 
METAL MEDICINE CABINETS 
WASTE BASKETS -— PINUP LAMPS 
ELECTRIC FANS, ETC., ETC. 


The Walter S. Kraus Co. 


Woodside New York 








BUYER 


FASTEST GROWING DISTRIBUTOR ORGANIZA- 
TION IN WISCONSIN WANTS BUYER FAMILIAR 
WITH SOURCES OF FARM SUPPLIES AND 
CAPABLE OF PERFORMANCE. SALARY DE- 
PENDENT UPON PRODUCTIVE ABILITY. 


DOUGHBOY INDUSTRIES, INC. 
NEW RICHMOND, WISCONSIN 








MANUFACTURER'S AGENT 


Calling on Jobbers covering Hardware, Build- 
ing Supply, Mill Supply and Household Supply 
in the New York Metropolitan Area, Eastern 
New York State, and Northern New Jersey, 
wants one more fast selling line. Twenty-five 
years’ experience in the jobb'ng field. 
Address Box K-608, care of HARDWARE AGE 
106 East 42nd St., New York 17, N. Y. 








(Mr. Manufacturer ) 


WE ARE LOOKING FOR HARDWARE AND 
VARIETY STORE ITEMS. WE TRAVEL 6 SALES- 
MEN AND IN BUSINESS FOR 36 YEARS. WELL 
ACQUAINTED WITH RETAIL TRADE 
Adérese Bex K-567, care of HARDWARE AGE 
108 East 42nd St., New Vert 17, H. Y. 











THE 


GEO. H. EBERHARD 


COMPANY 
SELLING AGENTS 


Since 1891 
ELEVEN WESTERN STATES AND HAWAII 
290 FIRST STREET, SAN FRANCISCO 
Los Angeles — Portland 
Seattle — Salt Leke City - Denver 


Wholarale, Rete selll and merchandising to the 
a | Chain, a Store 
3 der tad cote. 








RECENTLY ORGANIZED ASSOCIATION 
OF COMPETITIVE PRESSURE SALESMEN. 
Affiliated with engineering house. Will estab 
lish chain of sales offices in any State for right 
manufacturers. This should interest newly founded 
companies with excellent products. Will consider 
all lines. Address Representasales, 2828 Pine 
wood Ave., Baltimore 14, Maryland. 


MANUFACTURER'S PRODUCTS WANTED 
for State of Indiana by Experienced Sales Or- 
ganization for home appliances, garden tractors 
and farm implements. Plenty of warehouse and 
show room space. Dun-Bradstreet rated. Address 
Box K-625, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





WANTED FOR STATE OF CONN. AND 
MASS. To represent: Manufacturer’s in any of 
the following lines: builders’ hardware, toola, 
plumbing, heating specialties, electrical appliances. 
Can give complete coverage to hardware and 
plumbing jobbers, lumber yards, leading hard- 
ware, department stores and electrical outlets. 
Will develop specialties or new items. Address 
Box K-624, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y 


WE HAVE FOR IMMEDIATE DELIVERY 
10 gross—6” Solid Steel Scissors, 4” Pocket 
scissors and, 4, 4%4 and 5 inch Triple Cut Nail 
Files. Address fe x ouneuee 111—Sth Ave 
nue, New York 3, 








MANUFACTURER’S REPRESENTATIVE 
NOW CALLING DIRECT on Architects, Build- 
ing Contractors, and Plumbers in Northern Cali- 
fornia has room for few more building material 
ow hardware items. Established display room. 
cue Box 17, 608 Sixteenth Street, Oakland, 

if. 


CLOSEOUT: 10,000 pair Storm Window Ad- 
justers, $12.00 per gross pair; 120.000 14x1% 
Steel Hinges, $10.00 per M; 40,000 Steel Screen 
Handles, $5.00 per M; 10, 000 Turn Buttons, 
$5.00 per M. All prices net cash. Mfgrs’ Sales 
& Distributing Co., 5005 Euclid Ave., Cleveland, 
Ohio. 








MANUFACTURER'S REPRESENTATIVE 


Bales Organization Covering Texas, Lowisians, Okla- 
homa and Arkansas with Excellent Contacts among 
Leading Wholesale Hardware, Mill Supply and Mumb- 
ing Jobber Needs One More Line. We Now Represent 
Old Established Manufacturers and Have Cuntacts 
among Leading Jobbers. 


A. BYRON SMITH CO. 


3754 Sunset Bivd. Houston 5, Texas 


| The Schutze Sales Co. 
393 W. Central Ave. 
St. Paul 3, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 








PREPARE NOW 

FOR ADDITIONAL MARKETS 
Aggressive lUnternations! Sales Organization, Pria- 
eipals, Offers Live Wire Sales Representation and 
Distribution im Foreign Markets. Interested im Secur- 
ing Lines of Reputable ee of Radios, 
Electrical Appliances, Approved Wiring Deviess,. 
Houseware. Hardware Specialties and Allied Lines. 

hoy ~ aaa SALES co. 
450 Seventh A iow York i, NW. Y. 








SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

McCUTCHEN-SIMPSON, —e. 

9822 N. E. 2nd Avenue Miami 3 








ATTENTION 
MANUFACTURERS 


* Large, well established 
hardware jobber desires mer- 
chandise for department store 
distribution. Particularly: inter- 
ested in garden tools, radi- 
ator shields, ventilators, step- 
ladders, etc. 


Bex K-638, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














New Aluminum 


RIVETS 


all sizes and alloys 
in 1 pound containers 


write, wire or phone 


SONKEN-GALAMBA CORP. 
108 No. 2d St. Kansas City, Kans. 








WANTED 
BUILDERS HARDWARE SPECIALTIES 
By Manufacturers Agents covering Tilinois, Indiana, 
Michigan, Ohio, Minnesota, Wisconsin. Have valu- 
able contacts of 25 years standing with hardware job- 
bers, department stores, chain and mail order houses. 
Only Direct Factory Representation Considered. 


‘ JENWOOD SALES 
404 N. Wells St. Chicago, IIlinois 








NEW PRODUCTS 


Wanted by aggressive and established 
Mirs. Agent selling to Wholesale Hard- 
ware trade in Mich., Ohio, Indiana 


& —— 
Address Box K-603, care of HARDWARE, age 
100 East 42nd St., New York 17, N. Y 


TOOL STEEL 


Simonds Red Streak Oil Hardened. 
Superior Oil Hardened; J-4 Steel, 
Oil Hardened Ketos. 


Write for sizes and prices 


SONKEN-GALAMBA CORP. 


108 No. 2nd St. Kansas City, Kans. 
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Distribation—Present aod Postwar 


Aggressive 
Selling Agents 
Anco CORICER IS. Pittsburgh, Pa. 
Branch Office: 
Now York - Phitadeipnia - Detrett - Change - Clevetaed Leuttvite 


Covering ali classes of jobbers. We will carry the 
eecounts of you can bil) direct 


Write for further wmiormation end references 





TRADE WORK 


Electric Clock Repairing for the Trade. F 
and reliable service on Telechron, General Elec 

tric, Hammond, Seth Thomas, Sessions, West- 
clox. No other makes. Work Guaranteed. We 
specialize in mail order work. 


ACME CLOCK REPAIR SERVICE 
4611 Clinton St. Los Angeles 4, Callf. 


KANSAS CITY REPRESENTATION 


WITH 10 7 sovemns i Ss Spaneegeine 
STATES WEST TO SALT LAKE CiT 
ing OVER 1200 jOBBERS, AND 
DEALERS 


16, 
INFLUENTIAL PROGR RESSIVE—PRODUCTIVE 
OOD LINES SOLICITED 


DAVID 4. t BYRNES CO. 
W BLDG. 
KANSAS Cir 6, MO. 








MANAGER EXPORT DEPARTMENT 


Owner-Manager Successful Importing-Exporting 
Firm in South America is returning to States 
for his children’s schooling. Desires Connec- 
tion with a Manufacturer Interested in Or- 
ganizing Export Department to develop and 
maintain sound distribution in foreign markets. 
Address Bex K.627. care of HARDWARE AGE 
100 East 42nd St.. New York 17, MN. Y. 


ELECTRICAL APPLIANCES, SUPPLIES, 

HARDWARE AND RELATED ITEMS 
ACTIVE AGENTS ABROAD — OUR AMER- 
ICAN AGENT LEAVING FOR EUROPER — 
GET PROPER REPRESENTATION FOR 
YOUR MERCHANDISE. 

Box K-629, sare of panewant aes 

100 East 42nd 8t., New York 17, 











ATTENTION 
MANUFACTURERS A 
SALESMEN — EXPORTERS 

We manufacture a high grade line of Cylinder 4 
Blanks, Flat Steel and Safe Keys, Lock Picks and 
Key Machines. 

IMMEDIATE DELIVERY 

When writing, state items now handled, territory and 


references. 
Box K-636, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














EFFICIENT REPRESENTATION 


IN KENTUCKY, TENNESSEE, WEST 
VIRGINIA, INDIANA AND OHIO. 
HOUSEWARES AND HOUSEHOLD 

APPLIANCES. 


Now Selling all Hardware jobbers, Depart- 
ment Stores and Chains in the Territory. 


H. M. SCHULTZ & ASSOCIATES 


TYLER BUILDING LOUISVILLE, KY 


EXPORT TO FAR EAST 


exclusive representation desired —complete lines 
HARDWARE ¢ PLUMBING SUPPLIES 
ELECTRICAL FIXTURES 
BUILDING MATERIALS 
All our Far Eastern agents personal contacts 
for many years. Cash in N.Y. 
Address Box K-637, care of paneans aes 
100 East 42nd St., New York i7, N. Y 














Export Distributor to Philippine Islands 
2@ Years Merchandising Experience at Manila Han- 
dling oo Lines te H Trade 
Now Established In Les Angeles 
With Old Established Selling Organization et Manile 
interested Exclusive Selling Ri Reliable Manu- 
facturers Hardware, Buliding Materials, Electrical 
Supplies and Household Lines 


C. A. GARDINER COMPANY, 3833 Wilshire Boulevard 








Les Angoles 5, Calif. Cable “‘Cilfgerd” 











MANUFACTURER'S 
ATTENTION! 


WANTED—Di 
Northern Indiana w-4 “the + hd Feme: (AR 








EH. ROLF ae 
SUPPLY COMPANY 


1702-1706 S. FAIRFIELD AVE 
FORT WAYNE 6, IND. 











profitable basic hardware line. 








Name 


MAIL THIS COUPON TODAY 
Hardware Age, 100 E. 42nd St., N. Y. 17, N. ¥. Send: 


Cloth-bound copies of “Taking the Mystery Out Of Builders’ Hardware” 
@ $1.50 per copy in the U. S. (Canada and Foreign Countries—$2.00). 


Cardboard-bound copies of “Taking the Mystery Out Of Builders’ Hard- 
ware” @ $1! per copy in the U.S. (Canada and Foreign Countries—$!.50). 


Firm 


The Only Complete Text Book on 
BUILDERS’ HARDWARE 


Excellent as a G-I Job Training Manual 


This 220 page, fully illustrated book is the only up-to-date and 
complete volume ever published on all phases of this important and 


The deluxe cloth-bound edition, originally priced at $3 per copy 
has recently been reduced to only $1.50 per copy, and a new card- 
board-bound edition is now available at only $! per copy. 





Street 


City State 








WE PAY POSTAGE IF PAYMENT IS ENCLOSED 


eee eccccccec ccccccccoccccescsoesoes 





Ting the 
| oe 
BUIL LDERS 


HARDWARE 


apo w. BROWNELL 


tor. 


ters Fe 
ainhed MaROwaRt ace 





PREPARE TO 
CAPITALIZE ON 
THE HUGE POST-WAR 
BUILDING BOOM! 


Order your copy now! 
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ame & TA 


Jl 

















“TRELA’ 


Wired automatic 


record changer is 


setting new sales 
records everywhere! 





Sturdily constructed, hand- 
some in appearance Plays 
twelve 10’ ,orten12’ records. 
Retail Price 

{tax included) . 






Tone- Right 
BUZZER' 


List Price 
$1.00 each 


No. 46 


These Two Push Buttons Ring Your Profit Bell... 


WM. J. MURDOCK CO. 234 Carter St. 


JUNE 6, 


$.40 each 
No. 11 





1946 


MIKE JR. 


A little Sealy - . complete with 
on- — push utte 


carton of 50. 


po ss Y% Ib., packed myo Mi « E S R. 






$2895 

















for continuous, worthwhile profits, selling “‘the big three” in 
the mike field ... for fun and education. mikes may be 
attached to any radio for making funny announcements, for 
practicing voice and dramatics, etc. Dealers: ask your nearest 
jobber. JOBBERS: WIRE OR WRITE FOR SELLING DATA. 
















HANDI-MIKE 


Neat, sturdy handle for porta- 
bility. Has push button switch 
and cord. Size 8° x 3/2" overall, 
wt. approx. % lb. Standard 


carton, 50. 
0 Sere $150 





on switch and 
. Size 4° x 3%" overall, wt 









Retails at....... 





Deluxe type, all-metal spring sus- 
ension for quality transmission. 
Bn. off switch and cord Size IMs 
5%" overall, wt. approx. % fo ’ 
acked 25 to carton. 
\\ ly DERE uc. 3's 6 ow 0 0 ee $200 « \ 
























FORMERLY SONATA propucts corp. 


MURDOCK BUZZERS and 
PUSH BUTTONS SELL FAST! 


Quality Products Priced Right for Easy Sales! 


Hardware dealers everywhere report fast sales on these special- 
ties. These sure-fire money-makers are made by the Wm. J. Mur- 
dock Co., for 50 years a leader in communications equipment. 
MURDOCK'S Tone-Right Buzzer attracts favorable attention be- 
cause of its modern louver-design. Buzzer produces a pleasing, 
uniform tone and is guaranteed for years of trouble-free service. 
Choice of colors in attractive moulded cases. Operates on 6 to 
8 volts, A.C. only. 32" x 15%" x 1%" deep. This no-contact 
buzzer is fully insulated. 


624 5. MICHIGAN AVE. 
Lona ELECTRONICS corp. CHICAGO 5, 1LUINC 
wan a ae 


Display Them On Your Counter for Self-Service Sales! 


MURDOCK Push Buttons are time-tested products. Smart, com- 

pact appearance . . . smooth working, positive contacts ... all 

metal parts rustproof and insulated. Available in attractive 
List moulded cases. 


$.25 each No. 10 — 15" x 1%" x %s" high. Name plate model No. 11 has 
No. 10 removable metal escutcheon, 31/4" x 1's" x 7%" high. 


WHOLESALERS: Write Today for Trade Discount 


Chelsea 50, Mass. 
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FINISH: Green Enamel. 


POST: High carben welded 
steel Ky times 


pine) 7 teat long Yy-inch 
x 

HOOKS: New design, strong, 
— with plenty of line 


socker: Heavy steel tubing, 
16" long. Sets in ground or 
concrete. Black enamci 
finish. 

PACKED: Four complete posts 
wrapped in heavy waterproet 
poper. 

WEIGHT: 
four posts. 
ORDER THROUGH yOUR WHOLESALE 








564 Ibs. per set of 







Immediate Delivery 


CHENEY INDUSTRIES Mept. H Treeten. N. J. 











WANTED! 
SALES REPRESENTATION 


For All Territories, U.S. and Foreign 


We manufacture a large line of Paints, 
Colors-in-Oil, Insecticides, Moth-proofers, 
etc. We wish sales representation to 
dealers, jobbers, syndicates, dept. stores, 
export, etc. 

WRITE TODAY FOR FULL DETAILS! 


BENGAL CO. 570 W. 131 St. N.Y.C. (27), N.Y. 





























consistently 
6 


MR. MANUF 
ucts 
Want we - Saertit® 


ployer of 46 well-rate od 

mer 

serving * thouse 

Get in tove a ucts 
assure your pro 
dising- 


TRU-TEST 


OAK 
450 S 


Gene" DOMES 2 SILENCE 
SLIDE SILENTLY SE Saar roe SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Domes of Silence 


Rubber Cushion Glides 


Ask your Jobber If he is not s 


DOMES of SILENCE Inc., 35 Pearl St. N.Y.C 
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Ondex SJo 


frdwertinerr 





7 
A & A Manufacturing Co. ...... 4 
Ace Window Screen Co. ......... 187 
Ackermann-Steffan & Co. ....... 150 
Acme Products Company ......... 186 
Aemmd Gheet GOs ccccescocccccccecs 56 
Adirondack Chair Co. ........... 180 
Aermotor Company ............. 5! 
Alabama Monufocturing Co. .... 173 
Allen Mfg. Co., Hartford, Conn. 54 
Allied Hardware Corp. .......... 184 
Aluminum Cooking Utensil Co. .. 19 
Amco Sport Distributors, Inc. .... 36 
American Cabinet Hdwe. Corp... 168 
American Chain & Cable Co. ... 76 
American Chemical Paint Co. ... 59 
American Pad & Textile Co. ..... 28 


American Turpentine Farmers As- 
REED cbsdcntaccesewenebesnce 


Aqua-Spray Lawn Sprinkler Co... 154 





Amstrong Bray & Co. ............ 18! 
Arr-O-Line Manufacturing Co. ... 183 
ee GP Ges Ue Gh a ccdasvcecces 186 
Auto Arc-Weld Manufacturing Co. 137 
Automatic Products Co. ......... 152 
Autoyre Co., The ................. 185 
8 
Baker Manufacturing Co. ........ 160 
Se. Gs EE cticxcnscedeccens 178 
Behr-Manning Corp. ............. 45 
ee 192 
Berkshire Palin? Co. .........0000- 159 
Berlou Manufacturing Co. ....... 56 
Bethlehem Steel Co. ............. 123 
Bridgeport Hdwe. Mfg. Corp., The 46 
Briggs & Stratton Corp. ......... 107 
SD MERE, scdovccrcesesensssi 149 
Burgess Battery Co. .............. 169 
Burpee Can Sealer Co. .......... ig! 
By-Chemical Products Co. ....... 186 
c 
Camillus Cutlery Company ....... 133 
Carborundum Co. ......-.ss0s0- 32-33 
Carison & Sullivan .............. 177 
Carvanite Products .............. 1% 
Champion Lamp Works ......... 139 
Champion Outboard Motors Co. 153 
Cheney Industries ............... 192 
Chicago Wheel & Mfg. Co. ..... 158 
GS a GeO. kvcecsvvdscwncecs 23 
Clayton & Lambert Mfg. Co. 132, 184 
Clemson Brothers, Inc. ........... 113 
Cleveland Cap Screw Co. ....... id 
Cleveland Chain & Mfg. Co. .... 112 
Cleveland Quarries Co. ......... 62 
Collins Company ............... 124 
— Supplies, A. M. ........... 180 
‘= biel hi Ca ti 
—— etnanaieteedious . el 16 
Columbian Rope Co. ............ 14 
Congress Die Casting Div. ....... 60 
Connecticut Valley Mfg. Co. ..... 52 
ee Mt OB ER cnccccengecdseas 180 
Corbin Cabinet Lock Co. ....... 24 
eh, Ob GE Uh, nsigsceuanancwicsa 135 
Corning Glass Works ............ 39 
Covert Manufacturing Co. ...... 122 
Crescent Bronze Powder Co. ..... 4g 
Crown Hardware Company ..... 164 
1?) 
D-O Decal Company .......... . 0 
Damascus Steel Products Corp. .. 52 
Dearborn Stove Co. .............. 175 
Decatur Pump Ce. ....cscccsccess 66 
Delta Manufacturing Co. ....... cc) 
Delta Manufacturing Corp. ...... 193 





Devoe & Raynolds Co., Inc. ..... 41 
Diamond Caik Horseshoe Co. ... 128 
Dobbins Manufacturing Co. ..... 186 
Domes of Silence ............... 192 
Drake Electric Works, Inc. ....... 164 
Dunbar Glass Corp. ............. 2 
Durbin-Durco . ee ee vy 168 
E 
Eagle Lock Co. . , . & 
Edison Cooling Corp. ........... 180 
Edison General Elec. Appliance 
Ms We sdcccccbocessceccensage 143 
SE. Wb. pnndndtiededsescoewence 72 
Elden Products Company ........ 17! 
Electro-Line Products Co. ....... x 
Everybody's Supply Company .... 177 
F 
Factories Outlet Co. .. come. 
Fawcett Publications, Inc. ...... 26-27 
Ferry Cap & Set Screw Co. ...... 14) 
Finders Manufacturing Co. ...... 117 
Firestone Industrial Products Co. 17 
Flex-O-Glass Mfg. Co. .......... ‘ 
Florence Stove Co. ........--+5- 18 
Franklin Glue Co. .............-. 184 
Fuller Tool Co. .... 187 
6 
G-M Laboratories, inc. 


Garden City Plating & Mfg. Co. 178 
General Electric Co. (Lamp Div.) 3! 
General Mills, Inc. ...........++- 71 
Gilbert Clock Co., Willlam L... 70 
Globe Sporting Goods Mfg. Co. 8 


Goldweber, Bernard ............. 179 
Goulds Pumps, Inc. ...........-- 131 
Great Neck Saw Naneneaae, 
BE, ccdeWbeeoa@ess+cspscscstgese 73 
H 
Hagn Co., Joseph ...........+-- 193 
Hall Level & Mfg. Works ........ 185 
Hanser Sales Company ........- 16) 
Hanson & Co., Howard .........- 186 
Hanson Scale Co. ..........--+«5: 170 
Horbet Manufacturing Co. ..... 180 


Hazard Insulated Wire Works ... 62 
Heckethorn Manufacturing & Sup- 





Ply Co. ....ccccceccecccccccoers 183 
lal Al A N rt 7 Cc. ss 177 
Westen Mfg. Co., The “Bristol, » 
Mev 4 3 Worthen Tanning Corp. .. 180 
Hudson Mfg. Co., H. D. me ae 

1 
Ideal Brass Works ..... 178 
Ingersoll Steel & Disc. Div. ..... 187 
Ingraham Co., The E ...... a 


International Steel Wool Gem... 180 


J 
Johnson Steel & Wire Co., Inc... 163 
Judd Co., Inc., H. L. 46 
© 
Kay-Tite Company ..... dee ce 
Kirk Molding Co., F. J. ......... 172 
Klein & Sons, Mathias .......... 53 
Knape & Vogt Mfg. Co. ......... 103 


Knapp Foundry Company, Inc. ... 82 


HARDWARE AGE 

















siotetes “Jo fidwertinew 











} 
Ra GL. kcocecoteas. 29 | 
Larson Co., Charles O. .. 60 
' LeBaron-Bonney Company 4 
. Lee Sales Company ............. 159 
, Leech Products Company 186 
RO I dncdnnececsasscseets 1s 
Leslee Company ................ 180 
Libbey-Owens-Ford Glass Co. 125 
Liberty Distributors ....... 73 
: Lightning Adding Machine Co. 180 
. Lindemann, A. J. & Hoverson Co. 185 
Lockwood Hdwe. Mfg. Co. 79 
} 
: 
M 
. Magor Car Corp. 161 
Majestic Tool Manufecturing Co. 60 
error sr. 60 
Marshalltown Trowel Co. 187 
Mortian Products ............... 72 
; Master Lock Co. ............. 5 
. Master Rule Mfg. Co., Inc. 47 
McGill Metal Products Co. ...... 71 
: Metaloid Co., The .............. 185 
’ SY Ge, WOR sccsscnnncssces 177 
' Mid-West Metallic Products Com- 
: EE idlswnnnahidshceeequans pe 22 
SO Wc cac cun cc ccoccecncic 187 
4 Miller, Inc., Robert E. ........... 192 
7 Millian: Fells Ce... oi50.<20000 4 
Milwaukee Lace Paper Co. ... 70 
Minute Mop Co. ot dedecwd 66 
Modell & Company, Henry Sadadn 105 
Monarch Hardware Div. of Clay- 
ton & Lambert Mfg. Co. ....... 32 
J Morte Ca, J. Wie... ..cccces . 165 
1 Multi Products, Inc. ....... 109 
! Murdock Company, William J. .. 191 
Myers & Bro. Co., F. E. 49 
] 
! 
N 
National Hardware Show, Inc. 42-43 
National Ideal Co., The ......... 187 
National Leck Co. ............. 186 
National Manufacturing Co. .... 18! 
; National Pressure Cooker Co. ... 69 
; TE TE ccccndecccccessats 50 
j New York Wire Cloth Co. ....... 25 
5 North Bros. Mfg. Co. ............ 54 
" Norwich Line Company 193 
" Nott Manufacturing Co 184 
2 
3 o 
, Oakes & Company ........ ve 192 
- Oakland Engineering Co. ........ 9% 
( Okonite Co., The 62 
8 
P 
PD Git: AN nd caccerndescaces 165 
‘ Paysee Company, inc. .......... 157 
: Peal Manufacturing Co. ........ 179 
‘ Pearl-Wick Corp. .............565 67 
" SA Me an debsasoccesatecks 182 
Perfection Automatic Machine Co. 185 
Perfection Stove Co. .......... 38 
Peters Cartridge Div. ........... II 
Pioneer Gen-E-Motor Corp. ..... [5 
3 on Be 179 
"4 PO UP MOK Lassccccecicscsec 6 
Polk Industries, The ............. 179 
Popular Mechanics Magarine +» 185 
Porter, Inc., H. K. 163 
7 
2 8 
53 
13 Ray-O-Vac Co. 1% 
52 RN NE pine se ckscicdovses 195 
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Reflecto Letters Co. ............. 170 
Regent Optical Co. ............ 171 
| Remington Arms Co., Inc. ....... 10! 
Rite-Way Products Co. .......... 9 
Royal Engineering Co. 28 
$s 
Safety Belt Lacer Co. 18! 
Sager Lock Works ..............- 144 
Samson United Corp. ........... 121 
Sandvik Saw & Tool Corp. .... 52 
Schlueter Mfg. Co. .............. 68 
Schollhorn Co., William ........ él 
Shoron Bolt & Screw Co. ........ 171 
Sheffield Bronze Paint Corp. ..... 151 
BE GL: va scenlecs osceanesena 21 
Slebring Mfg. Co. .............+. 50 
SN Me, SED natewcnwiesossa nese 147 
Simer Company, Jerome ...... 110 
Simonds Saw & Steel Co. ....... 7 
TOS. <ncsccscee as 63 
Slaymoaker Lock Co. ......... 187 
Socony-Vacuum Oil Co., Inc. ... 30 
Somar Specialty Corp. .......... 12 
Sonata Electronics Corp. ........ 191 
South Bend Toy Mfg. Co. ....... 174 
Spar-Tex Co., The ... 180 
Stanley Works, The ... 16 
Stanton Supply Co. ............. 102 
Star Mfg. Co. Div. Illinois Iron 
PP, spe dindndawssaccsciszas 50 
Stevens Walden, Inc. ........... 106 
Stewart Iron Works .............. 152 
Sunnyside Oil Company ......... 185 
Superior Fastener Corp. ........ 180 
T 
Templeton, Kenly & Co. ..... .. 180 
Tennessee Valley Associated Mar- 
BEE dcwkcnendbudsenecicowases 129 
Thompson & Son Co., Henry G. 150 
Triangle Mfg. Co. .............. 72 
Turner Brass Works, The ........ 145 
Tete Bite. Ge... CRB. 0c cccee 180 
U 
Union Hardware Co. ............ 153 


Universal Engineering Company , 


Upson-Walton Ce. ......... 
Vv 
Val-A Company 175 
Van-Ker Sales Co. ...... 13 
Vulcan Electric Co. . 162 
w 
Warwood Tool Company ....... 194 


Westchester Brickote Products Co. 72 


Western Hunter Company ....... 10 
Western Reserve Mfg. Co. ...... 187 
Wheeling Corrugating Co. ...... 65 
ba Crittenden & Company, “a. 
Wood Shovel & Tool Co. ........ 74 
Wooster Brush Co. .........+++-+- 2 
Wooster Rubber Co. ...........- 68 
Wright Steel & Wire Co., G. F. 50 
x 
X-Acto Crescent Products Co., 
CE, tno cdbacegbicedhwseessesdsse 185 
Y 
Yale & Towne Mfg. Co. ......... 3 








SPRING CLOTHESPINS AND 
WOODEN GARMENT HANGERS 


Imported 


FOR SPOT DELIVERIES I 











Address Box K-613, c/o HARDWARE AGE, 
100 E. 42nd St., N. Y. 17, N. Y. 

















Get Immediate Delivery On This 
Kant-Tip DELTA Lawn & Garden 


HOSE REEL CART 


Bere’s a big sturdily built, attractive, tip- 
proof garden hose ree) cart which features extra 
hose capacity and many new improvements. 
Constructed entirely of heavy gauge metal. 
Painted in bright red enamel. Capacity up to 
200 feet of hose. Wide base and frame prevents 
tipping over or “‘creeping’’ when in use, Wide 
rims of wheels make it easy to roll and will 
not injure lawn. Two sturdy hose clips. Shipped 
knocked down, only 4 inches thick, so customer 
can carry it away under his arm—assemble it 





Holds firmly o 
lawn fer emay reel- 
se er unreolieg. 


in 5 minutes. Three reels take 

less than a foot high of stor- $795 a child can roll It. 
aze space. Immediate de- 

livery. Retail Price 


Ask your jobber or write us 
direct — regular dsecounts. 
Delta Manufacturing Corp. 
521 Leib Street, Detroit 7, Mich. 


We 








SELECTED FROM THE HAGN MERCHANDISER 
AS A CURRENT VALUE LEADER 


BROWN or BLACK leather, embossed grain. Semi-stitchiess 
type construction. ‘yt. exposed stitching to deteriorate.) Has 
bill divider, 3 wu pr fame ets, replaceable 8 window pass card 
holder. No, 412L155 new oe victory price $7.80 per dozen. 








WHOLESALE DISTRIBUTORS SINCE 1913 
217-225 W. MADISON STREET « CHICAGO 6 





















+ <a 
Greater strength with smaller diameter — smoother — 
unaffected by salt water — made by our careful, slower 
special process—a worthy companion to Black Pearl, 
holder of the world’s record of 151 Ib. Tarpon on 18 
Ib. test line. Now available in six popular sizes or tests. 


“ASK YOUR JOBBER SALESMAN” 


NORWICH LINE COMPANY, INC. 


NORWICH, N.Y. 
Lhelineof Cha 


WMifp~ eo? 

















BE SURE TO ASK YOUR JOBBER FOR 










Ready for 
DELIVERY NOW! 


oR versions of gun 
eaning rods developed 
through design and re- 
search for the U.S. Military 
forces during the war... 
Comes in 6 inch pocket 
size sections ... all inter- 


Finest bronze wire and 


Chuoking bristle brushes A superior war time developed 








; that meet all cleaning re- small arms lubricant and rust 
es are ae ee ee quirements of revolvers, preventative. Available ppiledlers 
volvers and Shotguns. rifles and shotguns. in handy “Pocket size” 2 oz. cans. 

‘Manufactured by)” Distributed by 





Ie ‘ : Pres rei 9 
niversal Engineering Co. La Salle Sales & Mfg. Co. | 3 
4 of San Diego, California 416 Book Bidg., Detroit 26, Mich. 


aes SS Tie et SCN om Ran Pe a ee 


WARWOOD WORKMANSHIP 
\\ MAKES THE DIFFERENCE 





When it comes to 
Heavy Hand Tools, 
the uniformly high 
quality maintained 
throughout the com- 
plete line of War- 
wood Forged Tools 
explains the con- 
stantlyincreasing cus- 
tomer preference for Warwood. And what 


the customer wants ... the Dealer stocks. 
The Double Faced Sledge is a good example 
of Warwood accuracy in forging, correct- 
ness of design and scientific heat treating 
..and what YOUR CUSTOMERS want! 


MATTOCKS...SLEDGES...MAULS...HAMMERS 
WEDGES... PICKS...BARS... HOES 
ALSO TRACK TOOLS.. ANVIL TOOLS 
MINING TOOLS, AUGERS AND 


” ~S. 
CUTTER BITS. paca 1854 | 


WARWOOD TOOL COMPANY °* Wheeling. West Virginia 


194 HARDWARE AGE 




















A few are now on hand again 
at your wholesaler — beware 
of imitations and substitutes 


Demand the GENUINE— 





The genuine RED DEVIL POT CLEANER is 
knit like a ladies stocking —if extended it 
would make a “stocking” nearly four feet 
long, made from pure copper mesh (not 
scrap). That’s why we say beware of sub- 
stitutes that shred and “‘splinter.” 


The Red Devil POT CLEANER not only 
quickly gives kitchen utensils a mirror-like 
lustre, but removes grease and rust. 
Scrapes crusted food from glass or metal 
ovenware. Can be used on sink, stove, 
grilles, drip pan; tile, porcelain-enamel, 
polished metal or glass surfaces. 


NATIONALLY ADVERTISED in the SAT- 
URDAY EVENING POST, etc. 


RED DEVIL TOOLS 
Irvington 11, N. J., U. S. A. 








Stock and sell the 100% PURE BRIGHT 
COPPER RED DEVIL POT CLEANER for 
biggest turnover value. 

The RED DEVIL is BIG— it's durable—ii's 
tough but gentle on dainty hands. IT 
WON’T FORM SPLINTERS—IT WON'T 
RUST. SHRED, OR MAT—IT’S SOFT, 
SAFE and SANITARY. 

The RED DEVIL POT CLEANER is a real 
soap miser. 


RoilDow 4 & 
poT CLEANER 


—_—" 





Put this colorful 
“silent salesman” 
on your counter or 
in your window. 
Contains 24 big 
RED DEVIL POT 
CLEANERS. 














RAY:O-VAC 
LEAKPROOF 


FLASHLIGHT 
BATTERIES 


eo et eee fu 


@ STAY FRESH 
IN YOUR STOCK 


OSTAY FRESH 


IN YOUR CUSTOMERS’ 
FLASHLIGHTS 


© GUARANTEED 


er 


ASHLIGHT BATTERIES 


RAY-O-VAC COMPANY 


MADISON 4, WISCONSIN 
RAY-0-VAC (CANADA) LIMITED, WINNIPEG, MAN. 


_ WTHER FACTORIES AT LANCASTER, OHIO * SIOUX CITY,, 
} E> .. “Banat EAS as Beas” + tae a ’ oat = tes e 9 Si 
mM sistitl ia. a a : = 




















